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Sentiment Growing 
For Separation Of 
Assessment Insurers 


Representation of Stock and Non- 
Stock Carriers in Same Agency 
Held Inadvisable 


ACTION IN SEVERAL STATES 








Company Men and Agents Unite 
to Combat Fire and Casualty 
Cut-Rate Competition 





As time passes there appears to be an 
increasing degree of determination among 
both insurance local agents and company 
representatives to hasten the day when 
stock companies and cut-rate fire and 
casualty assessment mutual and other 
non-stock insurers will not be represent- 
ed in the same agencies. This program 
for the separation of the two types of 
insurance companies does not in any way 
apply to or include mutual life insurance 
companies, many of which are now rep- 
resented in local agencies doing a gen- 
eral business. These life companies are 
considered in the same high category as 
the stock fire and casualty insurers. 


New England a Mutual Stronghold 


In the New England States the ma- 
jority of local agents represent assess- 
ment mutual carriers for fire and cas- 
ualty lines in addition to their stock 
companies and the standing of these mu- 
tuals, many of them purely local in their 
operations, plus tradition, is such that the 
campaign of separation will not be ex- 
tended seriously for the time being in 
that section of the country. Elsewhere, 
however, competitive conditions are such 
that a large number of important insur- 
ance men sincerely believe that the in- 
terest of the public and stock insurance 
companies will be served best through 
having local agents act either wholly for 
stock or mutual companies, but not try 
to utilize the facilities of both types of 
msurers. The underlying fundamental 
frinciples of stock and mutual companies 
differ so widely that few agents can do 
justice to their companies through such 
dual representation regardless of their 
good intentions. 

Within the last week or so steps have 
been taken in Virginia and Oklahoma by 
agents and fieldmen to accomplish the 
divorcement of stock companies from 
mutuals in the same agencies. When the 
New York State Association of Local 
Agents held its convention this year a 
ong and serious discussion of the same 
subject was held with the consensus of 
pinion being that it is unethical for a 
ocal agent to keep a cut-rate assessment 
mutual “under the counter,” so to speak, 
or use when a prospect balks at the cost 
of a stock company policy. If a local 
Ps pretends to sell the best quality 
insurance and the price for that cov- 
(Continued on Page 30) 
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Ninety-One Companies 


Starting from scratch one year ago, when it was or- 
ganized, the Life Advertisers Association, this week in 
annual conference at Memphis, now comprises one 
hundred and seven individual members, representing 
ninety-one life insurance companies. These companies 
are giant, large, medium, and small, their Home Offices 
distributed from coast to coast and from our Northern 
territory to the Gulf. And, reflecting the unity of pur- 
pose and interest between life insurance in Canada and 
in the United States, in the membership are several 
representatives of Canadian companies. 


The purpose of the founders, a natural one, was to 
add to the institution’s many inter-company organiza- 
tions an association membered by the life advertising 
men and devoted exclusively to their varied and im- 
portant work. The success of the project entitles them 
to the hearty congratulations of all other departments 
of life insurance work and service. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 
PHILADELPHIA 


Independence Square 
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Curtis Survey Shows 
Many Prospects Are 
Never Approached 


More Than Third of Small Town 
Men and Farmers Had No 
Calls From Agents 


REPORT MADE IN CHICAGO 


American Wives Resist New Insur- 
ance; Many Men Initiate De- 
sire For Policies 








The annual meetings of the Life Insur- 
ance Sales Research Bureau and of the 
Association of Life Agency Officers were 
held this week in Chicago at the Edge- 
water Beach Hotel. In many respects 
the convention was one of the most in- 
teresting and important in their history. 

The Association of Life Agency Offi- 
cers took up for consideration the ques- 
tion of agency selection in a more sin- 
cere and earnest way than has hitherto 
been done. The action on the subject 
at the convention will be found else- 
where in this paper. 

The report of the replacement commit- 
tee, Frank L. Jones, chairman, which re- 
ports distinct progress in the war on 
twisting, also is printed in part on an- 
other page of this issue. 

Curtis Survey 

The Curtis Publishing Co., which some 
months ago launched a survey in which 
a factual study among consumers based 
on life insurance was made to learn from 
these consumers their attitude towards 
the purchase of life insurance (especially 
the attitude of wife or family towards 
insurance), made public the result of its 
survey at one of the sessions. . The 
resumé of the survey was made by Fred 
Bremier of the Curtis Publishing Co 
This report has been kept secret until 
this week. 

The survey was initiated by some of 
the largest and most prominent life com- 
panies in conjunction with the Life In- 
surance Sales Research Bureau. These 
companies and the bureau co-operated 
with the division of commercial research 
of the Curtis Publishing Co. in devising 
questions for use in the field work. The 
Curtis Publishing Co.’s division of com- 
mercial research is under the direction 
of C. C. Parlin. 

Places Surveyed 

The life companies, the Research Bu- 
reau and the publishing house agreed that 
it would be desirable to take a cross-sec- 
tion of markets varying in size from 
large city to farm. It was finally de- 
cided to take Rochester, N. Y., as typical 
of large cities; Mansfield, O., as typical 
of medium sized cities; Wooster, O., as 
representative of small cities, and Wayne 
County, Ohio, for farmer interviewing. 
The field work was conducted from May 


(Continued on Page 14) 
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HOW MUCH IS A DOLLAR? 


How Often is the Prospective Buyer of Life Insurance 
Confused by the Relativity of Premium to Cash 
Values, Income to Beneficiary, Retirement Income, 
etc., etc.? How Often is the Simple Exposition Most 
Effective? Following is the Dollar Value of one of 
the Innumerable Contracts of the Massachusetts 
Mutual Life Insurance Company: $1.00° of Premium 
Per Month is Worth $2.26 Per Month to Beneficiary 
or $2.26 Per Month to Self From Age 63 . 


Prorated from annual premium 
Guaranteed to beneficiary for life-—20 years at least. Does not include excess interest 


Guaranteed to insured for life, based on cash value and dividend accumulations at present scale 


090 QO 8 > 


Based on insured age 35, wife age 32 


—Organized Service— 


The KEANE-PATTERSON AGENCIES 


225 West 34th Street 100 East 42nd Street 
CHickering 4-2384 AShland 4-8610 
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olcombe Describes Production Drifts 


At Agency Officers— Bureau Meeting 


Companies Making Greater Concentration Efforts; Tendency to Open 


Here are some of the highspots in the 
annual address of John Marshall Hol- 
combe, Jr., manager of the Life Insurance 
Sales Research Bureau, delivered in Chi- 
cago at the Edgewater Beach Hotel on 
Wednesday afternoon this week. 


estimate of the total 
number of agents in the United States 
and Canada on August 1, 1934, was 196,- 
000, a decrease from the figure of 205,000 
who held licenses a vear before. That’s 
a 44% reduction in total number of 
agents—full-time, part-time, brokers. The 
contracts 


The Bureau's 


reduction in brokerage was 
7.8%. 

The agency department of a life com- 
pany is no longer judged by the mere 
sale of business. Increasingly, the agen- 
cy success of a company is judged by 
something much broader than new busi- 
ness results—perhaps by the record of 
insurance in force; perhaps by what the 
agency contribute to the 
strength of the company. 


activities 


A life insurance company can do little, 
if anything, to influence general business 
conditions, but a wise agency officer has 
‘long since been preparing for the day 
when improved conditions will warrant 
a change in the kind and type of the 
company’s agency development. 


Growing Publicity About Insurance 


It is timely to comment on the extra- 
ordinary volume of printed attention 
which has been given to life insurance 
by the daily press, periodicals and books. 
It is safe to say that few examples exist 
in our business history where such lavy- 
ishly favorable comments have been 
gratuitously made about private busi- 
ness. Economic security is also on the 
lips of every speaker, on the pages of 
every newspaper and 
that is discussed 


magazine, and 
life insurance 
cannot avoid being recognized as the best 
answer yet devised. 


where 





We have had differences of opinion on 
such matters as surrender charges, divi- 
dends to participating policyholders and 
the like, but we find opinion well-nigh 


unani : a . : “ 
; “Manimous in the belief that life insur- 


ance will cost the purchaser more for the 
Next five years at least. There is need 
lor more emphasis on the protection side 
of life insurance, for continuing care in 
our underwriting, for emphasizing the 
sta ility of companies rather than net 
Cost; for curtailing our sales of various 


forms of annuities—both because of the 
difficulty of investing the large sums re- 
sulting therefrom and the clear desirabil- 
ity of having our sales force go back to 
selling life insurance. 


Annuities 


The annuity contract is an interesting 
development. It can be considered as a 
product of the depression; its popularity 
and sales have been augmented by the 
public desire for a reliable investment. 
A study which at the Bureau reflects the 
astonishing increase of this contract from 
4% of new premiums in 1930 to 11% in 
1933 and 14% in first six months of 1934. 
Faced by the desire to get the field force 
back to selling life insurance, companies 
have been stressing retirement income 
policies and trying to decrease somewhat 
the sales of annuities. Figures for the 
six months of 1934 indicate some degree 
of success along this line for the amount 
of new business sold on the endowment 
plan increased from 11.5% in 1933 to 
14.4% in the six months of 1934. 


One highly significant contribution to 
agency success in recent months has been 
the generous giving of time and attention 
by many company presidents to their 
agency forces, culminating frequently in 
trips to the field. Many agents have told 
the Bureau of their renewed faith in 
their company because of what they 
heard their own president say when he 
visited their agency. No man save the 
president can carry that message. 


It is of interest to remark that during 
the year now closing there have been 
seven new legal reserve life companies 
organized in the United States, some of 
which are still in the process of organiza- 
tion. During this same period, there have 
been eighteen amalgamations, receiver- 
ships and liquidations. As a result of 
these changes, therefore, there are eleven 
less companies than a year ago in the 
United States. In Canada there were no 
changes. 


One remarkable change in the policy 
of many companies has been the rapid 
adoption of advertising programs—in na- 
tional magazines, in newspapers, on bill- 
boards and over the radio. The year has 
witnessed a startling shift and the end 
is not yet. 


Check on Shrinking Volume 


The Bureau estimates that the United 
States wil! close the year with seventy- 
one and a half billions Ordinary business 
in force, a loss of $817,000,000 during the 
year; and Canada will have in force five 
billions, five millions, a loss of $91,000,000. 
Despite these figures the trend of shrink- 
ing volume of insurance in force has been 
checked because in 1933 the United States 
loss was 4.58% and in Canada 3.14%. The 
United States loss for 1934 will be 1.13% 
of the Ordinary insurance in force at the 


More Agencies in Larger Cities; Number of Producers 





JOHN MARSHALL HOLCOMBE 


beginning of the year and the Canadian 
loss will be 1.79%. 

The Bureau believes that the Ordinary 
paid business for all companies operating 
in the U. S. will be nine billions, an in- 
crease over 1933 of 8.5%; and in Canada, 
$500,000,000, approximately same as 1933. 
The Bureau’s 1934 figure of nine billions 
is just under the 1923 figure. 


More Genuine Planning 


While there is still lacking in many 
companies a definite, clear statement of 
just what the agency department is ex- 
pected to do, yet we have seen this year 
more genuine agency planning than ever 
before; more effort to get sound agency 
department objectives; more analysis of 
what has been done, with a view of see- 
ing how to improve it; more laying down 
of specifiic methods of reaching the ob- 
jectives; more definiteness in assignment 
of responsibilities for specific tasks ; more 
mobilizing of all persons needed to get 
the job done. 


The idea is spreading that companies 
will make more successful general agents 
or managers if they train them within 
their own ranks. We still have proselyt- 
ing. We still have companies making 
little attempt to train their own mana- 
gerial appointments, but the Research 
Bureau believes that the unquestioned 
soundness of the idea of training men 
for management cannot be permanently 
resisted, and, as the idea spreads, the 
necessary machinery to develop prospec- 
five managers can and will be erected. 





Companies Not in So Many States 
as Formerly 
There has been a marked reduction m 
the number of companies licensed in most 


Declining 


states during the last three years as in- 
dicated by a study covering the terri- 
torial changes in 170 of the leading com- 
panies operating in the U. S. In 1931 
we had a total of thirty-eight companies 
entering new states and a total of sixty- 
two withdrawals. In 1932 the new li- 
censes were eighteen; withdrawals, eigh- 
ty-one. In 1933, new licenses were forty- 
one; withdrawals, seventy-four. Total 
for the three years shows ninety-seven 
new licenses and 217 withdrawals. The 
trend towards more intensive develop- 
ment of territory is wholly in line with 
modern thinking in sales management. 
Weight of evidence is now strongly 
against the idea of a wide and thinly 
spread organization and equally strong- 
ly in favor of a closely knit sales force 
over which far more effective control can 
be exerted by the home office. Compa- 
nies are counseling their managers and 
general agents to confine their agency 
building efforts either to the territory 
immediately adjoining their agency office 
or, where absolutely necessary, to cover 
wide expanses of territory by concentrat- 
ing their efforts to the more desirabl« 
cities and towns. 

In line with this marked trend is a 
clear movement on part of companies to 
combine agencies. Not only are som 
companies now using a central collection 
office for collection of all premiums in 
a certain city, but experiments are being 
made to collect in one city the premiums 
formerly collected in several. 

In further evidence of the intensive 
development of territory we have seen 
during the year a continuation of the 
trend for companies to maintain several 
agencies in the larger cities. The cus- 
tom of having only one agency in each 
large city seems likely to be ultimately 
abandoned entirely by all companies 
There is no ready answer to the argu 
ment that the concentration of peopl 
and money in a large city offers a field 
not only adequate for several agencies 
but actually demanding it if reasonable 
coverage is to exist. 

An interesting tendency in many com- 
panies has been to increase the number 
of small agencies. 


Everywhere in the U. S. and Canada 
general agents and managers have recog- 
nized the need for curtailing so-called 
agency expenses. There is today a better 


understood challenge to agency officers 
to show a sound return on the money 
invested in agency activities than evet 


before. Financial supervision of agencies 
connotes something of vital importance 
to all agency officers today. It is a mark 


of a well-managed company. The Bu- 
reau notes a considerable increase in 
interest on the part of general agents 


in the matter of better analysis of their 
expenses. 


Not Hiring So Many Agents 
There were times a year ago when it 
seemed to me that the business generally 
(Continued on Page 10) 
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Midland Life is 25 years old and its 
president, Daniel Boone, former head of 
the American Life Convention, has been 
receiving many congratulatory messages. 
In the current issue of The Insurance 
Magazine, Kansas City, there is a story 
printed about the Boone family and pres- 
ent executives of the Midland Life. It 
reads: 

The name of Boone is prominently as- 
sociated with the development of life in- 
surance in this Southwest. More than 
sixty years ago Daniel Boone, Sr., and 
his brother John T. Boone represented 
the New York Life here, first as per- 
sonal producers and later as partners in 
a general agency which for many years 
had the largest annual production of any 
in the United States. 

In 1909, following the Armstrong in- 
vestigation, the brothers saw the great 
need for the organization of insurance 
companies in the Southwest. That year 
Daniel Boone, Sr., formed the Midland 
Life. John Boone successively organ- 
ized the North American Life of Chi- 
cago, the Southland Life of Dallas, the 
Pan-American of New Orleans, and the 
Shenandoah Life of Virginia. 

Daniel Boone, Sr., served as president 
of the Midland Life until his death in 
1920. His son Daniel Boone had helped 
organize the company in 1909 after sev- 
eral years’ experience in life insurance 
sales and agency work. He assumed the 
presidency in 1920, after having been 
secretary, vice-president, and agency 
manager. Under his administration the 
company continued its sound growth and 
conscientious service to policyholders. 

After many years’ service on the ex- 
ecutive committee of the American Life 
Convention (an association of 143 Amer- 
ican and Canadian life insurance com- 
panies) Daniel Boone was called to the 
presidency in 1933. This year brought 
forth unparalleled trials for all compa- 
nies. The greatest stabilizing influence 
through the crisis was the American Life 
Convention, and as its guiding spirit Mr. 
Boone won the everlastng gratitude of 
the entire insurance fraternity. 

Walter J. Bales, a friend of the 
Boone’s, joined with them in organiza- 
tion of the company, and assumed the 
duties of treasurer. He has held that 
position since, in addition to being vice- 
president and chairman of the finance 
and executive committee. As director of 
the financial program, Mr. Bales has 
been chiefly responsible for the Midland’s 
continuous stable position. A capable 
and well-informed investment man, he 
has constantly adhered to conservative 
practices. 

Frederic S. Withington was appointed 
actuary in 1922, and secretary in 1928. 











Mutual Life Makes Survey 


To Determine Prospect Source 
The Pittsburgh agency of the Mutual 
Life recently surveyed about 1,500 of the 
new cases written in the agency to de- 
termine whether there was in them any 
information which might prove helpful 
in formulating a plan of prospecting. 

The survey brought out these facts: 

1. More than 60% of the cases exam- 
ined were placed with persons occupying 
the same income bracket as that which 
the agent was occupying at time of solici- 
tation or had been occupying a short time 
before taking his cases embraced in the 
survey. In other words, he worked in 
his own “money class.” 

2. More than 50% of the cases were 
sold to persons who were within ten 
years of the age of the respective sales- 
men soliciting them 

3. About 40% of the cases of unmar- 
were placed by unmarried 








ried persons 


salesmen. 


He has a notable record in his field. 
His experience embraces work in the 
actuarial department of the Mutual Life 
of New York and as chief actuary of the 
Iowa department, and consulting actu- 
arial duties for twenty-five companies. 

Agency Secretary Oliver C. Thornton 
is home office “contact” man with the 
field organization. He joined the com- 
pany ten years ago, after receiving a 
business degree from Yale, and has been 
in charge of the underwriting and re- 
newal departments. This experience has 
added to his intelligent understanding 
of agents’ problems. 

The company’s agency program is un- 
der direction of Charles M. Cortner, a 
“Midland Man” since 1911, first as agent, 
then supervisor, and now as superintend- 
ent of agencies. His agency program is 
actively furthered by the work of two 
capable supervisors, F. G. Thompson and 
John Willoughby. 

Frank P. Sebree and Sam B. Sebree, 
prominent attorneys, are general coun- 
sels. Dr. H. F. Mather is medical di- 
rector. A. D. Young is assistant secre- 
tary, and Lester H. Vetter is assistant 
secretary and assistant actuary. Board 
members, in addition to officers William 
H. Weeks, John D. Reynolds, Frank J. 
Dean, Fred Wolferman, and George B. 
Norberg, M. D. 

Uncle Francis. 


MANAGEMENT OPPORTUNITY BECKONS 


Have you both managerial and selling ability? Can you 

attract and hold men? If so, there’s an opportunity awaiting 

. you as an organizer of man power in a progressive general 
agency of a New York life insurance company. 


Here’s your chance to make your future in an organization where 
intelligent sales work is rewarded. Your age, religion, height or 
weight make no difference. Salary or profit sharing arrangement, 
Address: 

“MANAGEMENT OPPORTUNITY” 


The Eastern Underwriter, 94 Fulton St., New York 











GENERAL AGENTS IN OMAHA 


Lloyd S. and Richard E. Smith are the 
new general agents in Omaha, Neb., for 
the Bankers’ Life of Nebraska and will 
take over the city territory which has 
been released in their favor by R. C. 
Harris, who has been general agent in 
Omaha and the eight adjoining counties. 
The Messrs. Smith have been associated 
for the past seven years with the Mutual 
Life of New York and have operated in 
the vicinity of Omaha. 


MO. DECISION EXPUNGED 





Court Had Held That Beneficiary Wa; 
Covered by Provision of General Law 
Rather Than Policy Clause 
A decision of the Springfield, Mo 
Court of Appeals holding that the auto. 
matic premium loan clause in a Missouri 
State Life policy was void, has been ex- 
punged from the court records and can- 
not be used as a precedent. Agreement 
was made to settle the case out of court, 
The automatic premium loan clause 
when a policy lapses puts into effect a 
loan against the cash values to keep the 
policy in force on the same plan. Under 
Missouri laws the beneficiary was allowed 
to consider that the cash value had been 
used to buy term insurance for a much 
longer extension, which would have kept 
the policy in force until after the in- 
sured’s death, rather than the premium 
loan which would have exhausted the 

cash value earlier. 





WADDELL TALKS IN CLEVELAND 

Robert N. Waddell, general agent of 
the Connecticut Mutual, Pittsburgh, ad- 
dressed the monthly meeting of the A. 
H. Bennell agency, Mutual Life, Cleve- 
land recently. He made a splendid pres- 
entation of the subject—“Motivating the 
Sale.” 























GREAT REPUBLIC PAYS CLAIMS 

The Great Republic Life, Los Angeles, 
now in the hands of the state insurance 
cepartment with Harold A. Benjamin, 
deputy insurance commissioner, as con- 9 
servator, has paid all claims up to Au- J 
gust 31, this action being in line with 
ennouncements made some time ago that 
policyholders would suffer no loss. Hear- 
ing on the liquidation petition has been 
set for December 3. Should the petition 
be granted the insurance department will 
be in a position to entertain offers for 
reinsurance of the company’s business or 
to rehabilitate the company. It is un- 
derstood that two reinsurance offers have 
already been made. 
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THANK AGENT IN AD 
A couple residing in Thomasville, N. 





















Blin Ate eens | 


Jim Watsons 


His ramity may have been lucky, you'll have to judge that for 
yourself. But Jim Watson* never knew how good his life insur- 
ance was. Like many another man he bought a policy he didn’t 
keep up. Two quarterly premiums were paid, the next two were 
taken care of by loans against the first year cash value. When the 
policy lapsed on the anniversary enough of that first year value 
remained to extend the insurance to the following November. 
Jim Watson died October 25 and his wife received the face of 
the policy less only the loan and interest. 

*One of a number of other names would do because such claims are not 
infrequently paid by the Mutual Beneht. 


The Mutual Benefit 


LIFE INSURANCE COMPANY 






C., parents of a son who died recently, 
ran a personal advertisement in the local 
newspaper thanking the agent who had 
written insurance on the boy. The agent 
was J. L. Mann of the Pilot Life, man- 
ager of the Thomasville district unit. 
The advertisement was worded: “We de- 
sire to take this occasion to thank Mr. 
J. L. Mann, assistant manager of the 
Thomasville district of the Pilot Life 
Insurance Co., for the very prompt and 
friendly service he rendered to us as 4 
result of the claim arising from the life © 
insurance policy recently taken out with 
Mr. Mann by our beloved son, who was 
fatally injured in an automobile accident 
on Tuesday night, September 25.” 


























CHANGE IN INTEREST RATES 

The Mutual Life of Canada will reduce fF 
interest rates in 1935 on policy proceeds fF 
left with the company and on accumulat- 
ing dividends from 434% to 4%4%. | 
January 1 the company will also bring 
into effect a new dividend scale. 0 
change is contemplated in the scales of J 
premiums. 


TERMINATION RATE DOWN 284% 

The Lincoln National Life, Fort Wayne, f 
Ind., reports the policy termination rate 
of that company for September was the 
lowest since February, 1928, and shows 
a decrease of 28.4% in comparison wil 
September, 1933. Arthur F. Hall, pres 
dent of the company, commented on the 
report as indicating improved economic 
conditions. 
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* NEWARK, N. J. 
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W. S. Hale, Atlanta, 
Manager of Fidelity 


AN INSURANCE MAN SINCE 1923 





Georgian Was Formerly in Life Insur- 
ance Field of New York; B. F. Fraser, 


Jr., Associate Manager 





The Fidelity Mutual has announced the 
appointment of W. Stanton Hale as man- 
ager for Atlanta and vicinity. B. F. 
Fraser, Jr., will continue his association 
with the agency as associate manager. 

Mr. Hale is a native Georgian, widely 
known in Atlanta. After ten years in 
the retail clothing business in that city 


- 





W. STANTON HALE 


he entered the life insurance field in 
1923, and his record was far above the 
average from the beginning. In May, 
1928, he became superintendent of agents 
for H. M. Willet & Sons, at that time 
general agents for the Penn Mutual in 
Atlanta. In 1929 the Messrs. Willet re- 
signed as general agents, and Mr. Hale 
was named as their successor. He as- 
sumed an aggressive leadership during 
his three years as head of the Penn Mu- 
tual’s organization in Atlanta, and dur- 
ing his administration the production 
and representation throughout his terri- 
tory expanded rapidly. 

In 1932 Mr. Hale was transferred to 
New York City by the Penn where he 
became assistant general agent in the 
old J. Elliott Hall agency. In April of 
this year Mr. Hale satisfied a desire to 
return to Atlanta and again establish his 
home. He was associate general agent 
of the Penn Mutual there since that time 
until his appointment by the Fidelity 
Mutual. 





SWISS INSURANCE HISTORY 


Swiss life insurance history is remark- 
able for its late beginning. There was 
no life insurance company in that coun- 
try until seventy-seven years ago when 
the Swiss Life & Annuity of Zurich was 
founded. Following up its seventy-fifth 
anniversary in 1932 the company has just 
issued a book, published in German and 
French with profuse illustration giving 
the background of life insurance in 
Switzerland. Despite its late start Swiss 
insurance has ha@ a great growth. 





PACIFIC MUTUAL LIFE GAINS 


The Pacific Mutual Life shows an in- 
crease of 38% in volume of paid-for life 
insurance for the first nine months of 
1934 compared with the same period in 
1933. Over the same period the accident 
and health department shows a gain of 
49% on the combined volume of premiuin 
income of non-cancellable disability and 
Ssemercial accident and health insur- 
nce, 


Thomas I. Parkinson to Be Chairman 


Of Life Ins. Presidents’ Convention 


When the Association of Life Insur- 
ance Presidents opens its twenty-eighth 
annual convention at. the Waldorf-As- 
toria in New York City December 13 
Thomas I. Parkinson, president of the 
Equitable Society, will be in the chair 
and he will start the convention by dis- 
cussing the theme, “Serving America 
Through Life Insurance.” The Associa- 
tion will be meeting one week later than 
has been its custom for some years past, 
for the convenience of members and 
guests who plan to attend the Decem- 
ber meeting of the National Convention 
of Insurance Cominissioners in Florida. 

President of the New York State 
Chamber of Commerce and a lawyer and 
educator, as well as one of the country’s 
life insurance leaders, Mr. Parkinson 
possesses a broad background from which 
to guide the proceedings at the conven- 
tion where prominent representatives of 
a number of important fields are sched- 
uled to jcin life company executives in 
the discussions. Stressing various as- 
pects of human and economic service, 
leaders in education, science, journalism 
and government, as well as life insurance, 
will participate in the deliberations. 

The official announcement of the meet- 
ing reviews a number of the features 
that are being planned and states: 

The current year, like its immediate 
predecessors, has brought broad respon- 
sibilities to America’s agencies for ser- 
vice. Meeting near the close of the year, 
the twenty-eighth annual convention of 
the Association will afford an opportu- 
nity to evaluate and discuss the services 
daily performed by life insurance. The 
fact that life insurance is dedicated to 
service—human and economic—suggests 
the central theme for the meeting: “Serv- 
ing America Through Life Insurance.” 


Usefulness as an American Institution 


Since its introduction on this conti- 
nent, the usefulness of life insurance has 
increased with its steady growth as an 
American institution. From the time 
when iis policyholders were numbered in 
thousands and its investments were a 
negligible factor in national economy, un- 
til today, when its protection is enjoyed 
by half the population and its trust funds 
flow into countless channels of productive 
enterprise, life insurance has come to 
function as an integral part of our eco- 
nomic structure. Over the years it has 
contributed materially toward reducing 
dependency, fostering individual security 
and aiding in the country’s development. 
In so doing, it has had widespread and 
intimate contacts with homes, farms and 
businesses. These close relationships have 
enabled life insurance to make more ef- 
fective use of its facilities in serving 
America. 

Against the somber background of re- 
cent troublous times, life insurance has 
taken on added importance. At this 
meeting, speakers whose broad knowl- 
edge of the business render their obser- 
vations of distinct value will discuss the 
continuing performance of life insurance 
and shed new light on the significance ot 
its services from the national standpoint. 


Speakers From Other Fields 


Although life insurance service will be 
the keynote of cur convention, discus- 
sions of the work of other major fields 
will have a prominent part in the deliber- 
ations. Education, science, journalism 
and government will be among the activi- 
ties represented on the platform by 
prominent speakers from outside the in- 
surance sphere. 

Promising wide diversity of outlook 
and interesting trends of thought, these 
addresses will include a message by the 
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president of one of the country’s oldest 
institutions of learning, whose service to 
education is superimposed on a _ broad 
journalistic career. An eminent scientist 
who heads one of the nation’s outstand- 
ing technical universities will be among 
the contributors to the discussions. Oth- 
er prominent speakers will give the meet- 
ing the benefit of their views. 

A distinguished statesman from the 
Dominion of Canada whose broad legal 
career has paralleled notable service to 
his government has accepted an invita- 
tion to speak from our platform. 


Life Insurance Topics 


On the life insurance side of the pro- 
gram, the development of our theme will 
embrace a number of vital subjects pre- 
sented by company executives. The hu- 
man service rendered by life insurance 
disbursements to policyholders and bene- 
ficiaries and the extent and significance 
of this assistance during the current year 
will be discussed. Foreshadowing future 
service, the year’s new business and the 
amount of insurance in force, estimated 
to the close of the year, will be an- 
nounced. The nation-wide service per- 
formed by life insurance investments will 
receive special attention and the latest 
information regarding their trends will 
be presented. The various services of 
life insurance agents and the national as- 
pect of their work will be the subject of 
an address. 


National Health Survey 


A survey is now in progress which will 
make possible a presentation to the con- 
vention of the latest available data on 
America’s mortality trends as revealed 
by life insurance records for the current 
year. A life insurance medical director 
with broad experience in his field will 
discuss these findings and their bearing 
on national health. 





CONFEDERATION’S NEW GROUP 


One of the largest group life staff 
endowment policies ever issued in the 
United Kingdom has just been taken out 
by the Allied Ironfounders, Ltd., and 
their sixteen subsidiary concerns. The 
policy, which is of the joint contributory 
type, has been effected with the Confed- 
eration Life Association. 

Under the terms of this policy each 
staff employee will contribute 24% of 
his salary, and the company is to con- 
tribute an equal amount on behalf of 
each employe. The benefits provide the 
payment of a lump sum in cash at age 
65, or on prior death or disability. 
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New Gen. Agt. for Home | 
In Washington, D. C. 


Vv. W. HOLLEMAN A SOUTHERNER 





Has Been Field Agency Assistant; Start- 
ed in Mississippi Seven Years Ago; 
H. R. Bryarly II 





Vernon W. Holleman, an agency field 
assistant of the Home Life of New York, 
became general agent for that company 
in Washington, D. C., yesterday. He 
succeeded H. R. Bryarly, who resigned 
because of his health after twenty years 
in that post. 

Although a young man and only seven 





VERNON W. HOLLEMAN 


years in the business, Mr. Holleman as 
an agent was one of the company’s lead- 
ing producers. He comes from the South, 
having started with the Home Life in 
1927 in Mississippi after having complet- 
ed studies at Millsaps College, Jackson. 
He became a ranking producer of the 
Home, a member of its Presidents’ Club, 
and in 1930 was appointed supervisor of 
agents in the Whitten Agency of the 
company in Jackson. He was active in 
civic affairs, being a prominent Shriner, 
and is a past president of the Mississippi 
Association of Life Underwriters. 

In 1933 Mr. Holleman was called to 
the home office in New York to become 
agency field assistant, traveling among 
the agencies country-wide in recruiting, 
training and production work. He was 
especially active in the company’s 
Planned Estate work and has made many 
talks on that subject. The Washington 
office, which is one of the company’s 
leading agencies, is in new quarters in 
the Shoreham Builiding there. 





NEW YORK DINNER TO RIEHLE 





George J. Kutcher Will Be Speaker at 
Local Association Meeting on 
November 13 
Theodore M. Riehle, new president of 
the National Association of Life Under- 
writers, will be guest of honor at the 
November dinner meeting .of the Life 
Underwriters’ Association of New York 
City at the Hotel Pennsylvania Tuesday, 
November 13, a dinner at which the chief 
speaker will be George J.. Kutcher, who 
will give his already-famous “You're 

Dead Tomorrow” talk. 

The dinner will be in a sense a home- 
coming to Mr. Riehle who as associate 
manager for the Equitable Society at 225 
West Thirty-fourth Street is a member 
of the New York Association. 

Mr. Kutcher’s talk was one of the out- 
standing hits of the National Association 
convention in Milwaukee. He is general 
agent for the Northwestern Mutual Life 
in the Empire State Building. 
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Field Force to Honor 
George Willard Smith 
HIS FIFTH YEAR AS PRESIDENT 


New England Mutual’s Gen’] Agents As- 
sociation to Have Commemorative Cam- 
paign During Month of November 





George Willard Smith was elected 
president of the New England Mutual 
Life on November 27, 1929. The General 
Agents Association of the company will 
commemorate his fifth anniversary—and, 
by the way, he is the fifth president of 
the company—by making November 
President George Willard Smith Fifth 
Anniversary Month. President H. Ar- 
thur Schmidt of the general agents’ as- 
sociation has sent to members of the 
association the following letter: 

“Leadership is essential in bringing 
man’s native talents to their full fruition. 
Nowhere can leadership bring comfort, 
security and happiness in so large a 
measure to so great a number as in the 
life insurance business. And those of 
us privileged to represent the New Eng- 
land Mutual Life are especially qualified 
to recognize the importance of inspiring 
leadership to our own well-being. 

“Coming into responsibilities which 
few, if any, of his predecessors were 
called upon to face, President George 
Willard Smith, with indomitable will, 
unshaken courage and exceptional ability, 
has kept the banner of New England 
Mutual trusteeship flying at the topmost 
pinnacle. Policyholders have been the 
direct beneficiaries and New England 
Mutual representatives the indirect ben- 
eficiaries of his outstanding leadership. 

“Notwithstanding a natural aversion to 
publicity of this character, the General 
Agents Association has obtained Presi- 
dent Smith’s consent to observe the fifth 
anniversary of his elevation to the pres- 


idency. There could be no more fitting 
preliminary to our 100th charter cen- 
tenary celebration than a President 


George Willard Smith Fifth Anniversary 
Month. 

“There is no more practical way in 
which New England Mutual representa- 
tives can pay tribute to the personality 
of this man than by unparalleled effort 
during November. As an expression of 
their esteem we know that New Eng- 
land Mutual representatives will welcome 
the opportunity of making November, 
1934, one of the outstanding months in 
the company’s history. 


Minimum Objective 


“To commemorate the fifth anniversary 
of our fifth president the General Agents 
Association is setting a minimum objec- 
tive for each field representative of five 
applications to be written and paid for 
during November. 

“The General Agents Association be- 
lieves that general agents and field men 
everywhere, aided by appropriately con- 
ceived agency meetings and individual 
conferences, will catch the spirit of 
President George Willard Smith Fifth 
Anniversary Month. Enthusiastic and 
energetic performance on the part of all 
will bring about a successful culmination 
of this tribute to our president. Our 
November record must be a most im- 
pressive one. 

“The General Agents Association will 
place an autographed photograph of 
President Smith in the hands of each 
New: England Mutual representative 
writing and paying for insurance on five 
or more lives during November. Presi- 
dent Smith’s associate officers have as- 
sured us that upon request they will 
have these photographs personally auto- 
graphed by him. Those of us who now 
have an autographed likeness of Mr. 
Smith prize it most highly. Our asso- 
ciates will esteem it just as great a priv- 
ilege to own one. 

“President Smith leaves in a few days 
on a business trip to our West Coast of- 
fices and Honolulu. He will be gone all 
of November. It will be a marvelous 
expression of our feelings toward him if, 
on the day of President Smith’s return 
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GREAT PROVIDENT YEAR 





Company Doubles Its Receipts from New 
Insurance and Annuities; Big 
Assets Increase 

Provident Mutual Life for 
months ended September 30, 1934, re- 
ports that the amount paid to the com- 
pany during that period on account of 
new insurance and annuities was more 
than double the corresponding amount 
for last year. The increase was 105%. 

In the nine months the company’s as- 
sets increased $12,385,000, the largest in- 
crease ever experienced for a similar pe- 
riod in the history of the company. New 
paid-for insurance for the nine months 
amounted to $56,287,000, a gain of 7.6% 
over the first nine months of 1933. From 
January 1 to September 30 the company 
increased its holdings of government se- 
curities by $5,000,000, bringing the total 
government securities now held by the 
company to $15,000,000. 


the nine 





LOOMIS ON TRUSTEESHIP 


An enlightened public opinion and cor- 
rectives administered by the natural laws 
are the factors that will eventually bring 
this country back to normal prosperity, 
James Lee Loomis, president of the Con- 
necticut Mutual, declared October 23 
while in St. Louis to attend a celebra- 
tion of the eighty-sixth anniversary of 
the founding of the company’s agency 
in St. Louis, the first established west of 
the Mississippi. 

The subject of Mr. Loomis’ talk was 
“Trusteeship in Life Insurance” and dur- 
ing the course of his remarks he pointed 
out that in the first four and a half 
years of the depression the life insurance 
companies with 98.2% of the total amount 
of insurance in force had discharged all 
of their financial obligations in ful! 
promptly. 





AGENTS EARN $6,000 A YEAR 

E. F. White, general agent for the 
Connecticut Mutual Life at Dallas, Tex., 
recently surveyed the figures of the 
agency in order to find an answer to the 
question, “Does life insurance selling pay 
the agent in money?” Discussion about 
the percentage of agents who fail to 
make the grade was responsible for the 
question. He found that during the first 
half of 1934 the fifteen high men in his 
agency paid for $1,829,519 or about $112,- 
000 per man on the average. This is 
approximately $3,112 income to the agent. 
Assuming that renewal commissions are 
as valuable as first year commission (and 
if business is properly sold and serviced 
that is a proper valuation, says Mr. 
White), then the average earnings of 
these fifteen high men would be over 
$6,000 a year even in such a year as 1934 
has been. 


55-B IS NOT RETROACTIVE 

Section 55-b of the New York State 
Insurance Laws, which went into effect 
May 14 of this year, is not retroactive 
and does not protect disability payments 
from claims of creditors who obtained 
judgments previous to the passage of the 
new law, it has been held by Justice 
Noonan of the New York City court, 
special term. Section 55-b extends to 
disability benefit payments the same ex- 
emption against judgment creditors that 
55-a provides for life insurance proceeds. 





BOSTON ROMANCE 


Frank J. Gillis and Martha C. Smith 
of the Paul F. Clark agency, John Han- 
cock, were married recently. 





to the home office, he can be presented 
with a record which will evidence our 
recognition of his anniversary and our 
appreciation of his leadership. 

“President George Willard Smith Fifth 
Anniversary Month has been brought in- 
to being by the General Agents Associa- 
tion as the result of an overpowering 
demand from our various agencies. 

“Each agency quite naturally will want 
to assume an important part in the trib- 
ute to be paid to our president.” 





Virginia Sales Congress 
May Be Annual Event 


SPONSORED BY RICHMOND ASS’N 


Large Crowd Hears Outstanding Speak- 
ers; Governor at Session; Insur- 
ance Outlook Optimistic 


The Richmond Association of Life Un- 
derwriters, following the success of the 
Virginia sales congress held last week, 
is contemplating making the congress an 
annual event to be sponsored by it. More 
than 400 life underwriters from all parts 
of Virginia attended the one day meet- 
ing at which the governor of the state 
extended a welcome to the visitors and 
praised the institution of life insurance. 
Bradford H. Walker, president of the 
Life Insurance Co. of Virginia, and An- 
gus O. Swink, president of the Atlantic 
Life, presided at the morning and after- 
noon sessions respectively. 

Wilson M. Brooks, president of the 
Richmond Association, introduced George 
A. Bowles, Virginia commissioner of in- 
surance, and Thomas W. Ozling, a mem- 
ber of the state corporation commission. 
These men occupied seats on the plat- 
form during the morning session. 

Most of the speakers at the congress 
sounded an optimistic note declaring that 
the future of life insurance has never 
been better. Mr. Walker urged the 
salesmen to carry on the great work they 
are doing and above all to avoid knock- 
ing other companies. Former Governor 
E. Lee Trinkle, president of the Shenan- 
doah Life, referred to the business as the 
greatest in the world. 

Theodore M. Riehle, president of the 
National Association and general agent 
in New York City for the Equitable So- 
ciety, was one of the principal speakers. 
Talking on the subject, “Raw Material,” 
he said that life insurance is no longer 
considered a luxury; that there is scarce- 
iy a home in which its beneficence in an 
hour of great need has not been felt. 

Frank H. Davis, vice-president of the 
Penn Mutual, delivering a talk entitled 
“Faith in Action,” described life insurance 
as the last economic resource of hun- 
dreds of thousands of people and he 
made it clear that that was not said in 
disparagement of any other institution. 

Three other outstanding speakers who 
discussed topics of current interest in 
the life insurance field were Thomas G. 
Murrell, manager of the New York of- 
fice, Connecticut General; James A. 
Smithies, supervisor of southern terri- 
tory, Metropolitan Life, and Alvin T. 
Haley, general agent in Greensboro, N. C., 
Massachusetts Mutual. 





TAKEN OVER BY OCCIDENTAL 


The Occidental Life of California fol- 
lowing its absorption of the American 
Medical Life of Spokane completed last 
week gives the former total insurance 
in force of more than $180,000,000 and 
with a surplus to policyholders in excess 
of $2,600,000. Announcement of the con- 
solidation was made by L. M. Giannini, 
president of the Occidental Life and 
chairman of the executive committee of 
Transamerica Corporation which pur- 
chased the common stock of the Amer- 
ican Medical. 

The American Medical Life office wiil 
remain in Spokane as a separate branch 
of the Occidental. It has built its busi- 
ness centering around the medical pro- 
fession and has sought to prolong life 
by periodic examinations of the health 
of its policyholders. This plan will be 
adopted by the Occidental Life. The 
American Medical Life had $9,431,000 in- 
surance in force, admitted assets of $757,- 
000, surplus for policyholders of $265,000 
and reserves of $444,000. 





MAN’FACTURERS’ PHILA. BRANCH 

The Manufacturers’ Life of Canada has 
opened a branch office in Philadelphia 
and Walter Gallagher has been appointed 
branch manager. 


————=:_ 


NOW HAS JUVENILE POLICIES 








Union Mutual Life’s Four New (Cop. 
tracts; Also Extends Double Indem. 
nity to Younger Ages 
Union Mutual Life has recently ap. 
nounced it is issuing Juvenile policies 
Four policies have been issued: 20 pay. 
ment Endowment at Age 85, Participat. 
ing; 20 Payment Endowment at Age 65 
Participating ; 20 Year Endowment, Par. 
ticipating; Endowment at Age 18, Parti. 
cipating. Policies are issued on a fy) 
3%% reserve basis. They are issued on 
the lives of children from birth. In aj 
states, excepting New York and New 
Jersey, full benefits are obtained at age 
5, New York and New Jersey full bene- 

fits at age 10. 

The Union Mutual Life is announcing 
a change in home office practices. Doy.- 
ble Indemnity coverage has been extend- 
ed to the younger ages, beginning at age 
16. Formerly, the company permitted 
Double Indemnity to be written over age 
21 only. 





BOSTON CLAIM ASS’N MEETS 





E. D. Millea says Depression has Chang. 
ed Moral Fibre of Human Mind; 
Praises Claim Man 

Before the October meeting of the 
Boston Life and Accident Claim Associa- 
tion held last week at the Hotel Ken- 
more, E. D. Millea, Equitable Society, 
spoke on the topic “Depression and the 
Claim Man” and said that unemploy- 
ment, depression, loss of money and posi- 
tion, changing environments, have done 
a great deal to disrupt the moral fibre 
and stability of the human mind and that 
the net result has been that the claim 
man today is confronted with an entirely 
different problem than before the de- 
pression. B. O. Heath, Loyal Protective, 
also spoke at the meeting. 

In addressing the claim association Mr, 
Millea said in part: 

“When claims become unemployment 
insurance; when it is difficult to deter- 
mine whether a man’s nervous break- 
down is genuine or faked, the insurance 
companies have no one to turn to but the 
field claim man to distinguish the chaff 
from the wheat. 

“I admit it is a difficult task to permit 
your minds to become biased and your 
attitude to become warped with the type 
of claims we are seeing today. Therefore 
I say this to you, that you will not see 
wrong where none exists, that you will 
not reach the stage where you feel every 
claim is a crooked claim. Your task is 
a hard one but you must keep this frame 
of mind because none of us, I feel as 
sured, would want to do anything to de 
tract from the splendid record the im 
surance companies have made.” 





CONN. GENERAL’S CAMPAIGN 


The Connecticut General has already 
attained 87% of the premium quota evel 
before the half-way mark is reached i 
ihe new business campaign in honor 
President R. W. Huntington’s forty-fifth 
anniversary. The drive is being conduct 
ed by Frazar B. Wilde, agency vice-prest 
dent, and is to run for forty-five business 
days. Sixty-eight agents are already list 
ed as campaign winners, having writtel 
at least seven applications with premiums 
of $450 or more, and 160 agents have 
written at least four applications wi 
premiums of $250 or more. 





PACKAGE POLICY RATE BOOK 


The Illinois Bankers Life has issued @ 
special rate book computing premiums 
on a $2,500 basis for adjustable whol 
life special package policy, as the com 


tract is not designed to be taken in lessef 


amounts. 





ILLINOIS BANKERS LIFE AHEAD 

The Illinois Bankers Life, Monmouth, 
Ill., reports that new business writtét 
in October is nearly $100,000 ahead @ 
the entire month a year ago and the 
month of the year so far. 
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J. A. Stevenson Praises 
National Advertising 


AT LIFE AD ASS’N MEETING 





Says Advertising Is Becoming Essential 
Factor in Insurance Production; 
Cites Experience 





Speaking on “Advertising and Produc- 
tion” before the Life Advertisers Asso- 
ciation which is holding its first annual 
convention in Memphis this week, John 
A. Stevenson, general agent, Penn Mu- 
tual, Philadelphia, told the convention 
yesterday that national advertising is be- 
coming an essential factor in life insur- 


is easier and the harvest is more plenti- 
ful. In other words, it seems to me, 
national advertising of life insurance is 
an educational measure the full benefits 
of which cannot be realized immediately, 
but only after a sufficient length of time 
for the driving of our message deep and 
immovably into the public mind. 
Tie-In With Direct-Mail 

But there is still another immediate 
benefit of national advertising and, to 
my mind, a very important one. That 
is its relation to and supplementing of 
direct mail advertising. By the very fia- 
ture of life insurance advertising and the 
purposes it seeks to accomplish, it lends 
itself to a tie-in with booklet, folders, 
pamphlets and other literature. 

Each of our advertisements features a 
particular policy—old age income, family 





A Viewpoint of Insurance Journalism 


In his talk Thursday before the Life Advertisers Association John A. 
Stevenson had this io say of insurance newspapers: 

“Now let me speak briefly about advertising in the insurance journals. 
To my mind the advertising manager who does not properly assess the 
worth of insurance journal advertising, because of ignorance of the reach 
of these journals and of their visible and invisible influence, deprives his 
company and its agents of that which is most valuable. Occasionally when 
talking with the advertising manager of a company, who perhaps was more 
or less inexperienced because of the comparatively brief period of his 
association with the insurance journals, I have found him to be unaware 
of the powerful influence which the journal of even moderate circulation 
has upon the welfare of our business, and I have found him to be looking 
at advertising rates with an eye that could not see the real breadth of 
insurance journal advertising. The insurance journal editors and publishers 
are our very best friends among all those printed pages dealing with life 
insurance. They deserve to be supported for that service.” | 











ance production and that the results do 
justify the expense and the effort. He 
cited the experience of his own company 
to justify this statement. 

Mr. Stevenson said that the degree of 
success of the Life Advertisers Associa- 
tion depends solely on the use made of 
the opportunity which organization sup- 
plies and on the degree of faithfulness 
brought to the duty of informing the 
public about life insurance in a manner 
that will make the companies increas- 
ingly more favorable to its employment. 

Analyzing the reason for the recent 
turn toward national advertising, Mr. 


Stevenson said that a few years ago the 
almost universal adoption of the instal- 
ment payment system backed by wide- 
spread advertising furnished serious com- 
petition for the dollars that should have 
gone into life insurance. It was realized 
then that the time was approaching when 
it would be necessary for the life com- 
panies to meet the new competition by 
the same means that had made the mer- 
chandising of these new luxury services 
and products successful—national con- 
sumer advertising. 


Started at Ideal Time 


When the Spring of 1933 brought wide- 
spread public uneasiness concerning the 
whole national financial structure, he 
continued, many life insurance companies 
felt that this was an ideal time to tell 
the public of their stability, their safety, 
the unprecedented contribution they had 
made to the public welfare and to the 
maintenance of the nations economic 
structure during the depression. In his 
talk Mr. Stevenson sounded a note of 
warning that this public confidence 
should not be destroyed by competitive 
advertising. 

He continued his remarks in part as 
follows: 

I regard national advertising as a 
means of creating what someone has 
called a mass consciousness favorable to 
life insurance and as a means of. con- 
vincing the reader of the necessity for 
placing the life insurance premium 
among the necessities listed in the family 
budget rather than in the surplus, if any, 
after expenses and the cost of luxuries 
have been met. The advertising plants 
the seed and fertilizes the ground; it’s 
up to the agent to harvest the crop, but, 
thanks to the advertising, the harvesting 


income, education, and so on—and each 
contains a coupon offering a booklet ex- 
plaining the policy more fully than the 
advertisement did. Now we are not pri- 
marily interested in receiving a large 
coupon return. But we are interested, 
very much interested, in pushing each 
advertisement and the booklet offered 
with it for all they are worth. 

Now while it is true that we cannot 
measure the returns of individual adver- 
tisements we can at least see a part of 
the returns resulting from this direct 
mail follow-up. I have selected two or 
three typical advertisements of our com- 
pany. The average cost to the company 
on these three direct mail offers was ap- 
proximately $800 and, although the 
amount of insurance reported as the re- 
sult of these campaigns varied from $1,- 
059,000 to $874,000, the total annual pre- 
miums averaged close to $26,000 with the 
lowest being $12,505 from the convertible 
income mailing. 


Addressing Special Ads to Women 


Another phase of our advertising which 
we began this year and which is worthy 
of serious consideration is national ad- 
vertising addressed to women. A num- 
ber of the companies are advertising to 
women readers and I suspect more of 
them will do so. Our advertising in one 
of the leading women’s magazines is ad- 
dressed to housewives. The intent is to 
familiarize them with life insurance in 
relation to their own welfare and that of 
their families. ... As you all know, the 
wife far too commonly has been unac- 
quainted with the specific advantages of 
life insurance, has regarded it as pretty 
much within the husband’s sole deciding 
and responsibility, with the result that 
there has been a great deal of passive if 
not active resistance on her part. 

I rejoice that so many other companies 
are advertising. nationally and I hope 
many’ more will join those that are now 
doing it. But mingled with that satis- 
faction and that hope is a little cloud of 
apprehension no larger than a man’s 
hand. For I wonder if I am justified in 
fearing that with the multiplying of these 
advertisements the evil influence of com- 
petitive offerings may not creep in. Life 
insurance having demonstrated to count- 
less millions its stability during the de- 
pression and thereby having earned the 
nation’s faith should perhaps above all 
other businesses be scrupulous to the 
last degree in what it tells the public so 
that the public’s faith may not be in the 
slightest betrayed. 


Praise of Two States In 
Fidelity Mutual Report 


PENNSYLVANIA AND OKLAHOMA 





Real Estate and Loans Covered by Com- 
pany Are Conservative; Management 
Found to Be Economical and Safe 





The Pennsylvania and Oklahoma In- 
surance Departments have completed 
their regular examination of the Fidelity 
Mutual for the three years ending De- 
cember 31, 1933. The report consists of 
seventy-five pages. It said that the rec- 
ords, methods of procedure and various 
activities of the company, as observed 
in the examination, indicate economical 
and conservative management and every 
evidence of regarding the protection of 
policyholders as of primal importance in 
the conduct of the company’s affairs. 

The Fidelity Mutual has reached its 
present. proportions by direct effort as 
nothing has occurred in respect to ex- 
pansion in the form of absorption of 
other insurance institutions during the 
existence of the company under its pres- 
ent style and name. 

Mortgage Loans 

Referring to mortgage loans on real 
estate, the examiners took occasion to 
comment on the thorough investigation 
made. Contemplated loans are appraised, 
as to the security offered, by competent 
appraisers and correspondents before 
finally being approved by the finance 
committee of the board of directors. The 
report says in part: 

The company has charged out all interest due 
on loans in process of foreclosure (equity of 
redemption) in the sum of $406,764.86 and 50% 
of all interest due on cases with interest over 
one year due, totaling $77,775.23. The total 
interest eliminated was $484,540. The company 
has also included the remaining 50% of the 
outstanding interest on loans with interest over 
one year due amounting to $77,775.23 in con- 
tingency reserves. 

_ The accrued interest on mortgages was treated 
in a similar manner, 

This practice met the especial approval 
of the examiners. 

Real Estate 

The report discusses the company’s 
real estate holdings in detail. 

The report states: 

The records of the company indicate that in 
regard to its policy on foreclosure every con- 
sideration and leniency is extended a defaulting 
mortgagor without impairing the interests of 
the company’s policyholders, 

The management finds particular satis- 
faction in the paragraphs with which the 
report concludes its analysis of the com- 
pany’s real estate holdings. 

In order to test property values of the real 
estate and the real property securing the mort- 
gage loans, various parcels were selected at 
random for valuation by appraisement. The 
values placed on the parcels selected were de- 
termined by appraisers furnished by the insur- 
ance departments of the states in which the 
investments selected were located. 

All properties selected appraised satisfactorily. 

The combined book value of the investments 
appraised totaled $2,267,151.19 and the appraised 
value amounted to $4,675,490.34. 

The result of this test would indicate that the 
real estate and loans owned by the company are 
conservative, and that no material loss would 
be sustained in the working out of these asset 
items, 


Special Contingency Reserve Fund 

In discussing the company’s specia! 
contingency reserve fund of $750,000 set 
aside, the report says: 

The reduction in the dividend rate for 
the years 1933 and 1934 was occasioned, 
primarily, by a decreased net interest re- 
turn on the company’s investments due 
to unfavorable economic conditions in 
general. The company, however, has es- 
tablished a special’ contingency reserve 
fund of $750,000 within a two_year period 
and at the same time maintains a normal 
ratio of the unassigned funds or surplus 
account to the company’s total admitted 
assets. The establishment of said special 
contingency reserve fund and thé main- 
tenance of the normal ratio.of the un- 
assigned funds to the total admitted as- 
sets is in reality an added protection for 
the benefit of policyholders. 

Relations With Managers 

Discussing relations with managers, the 
report has this to say: 

Each general agent or manager en- 
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P. R. DANNER WITH U. §. LIFE 
Succeeds William C. Littlewood As 
Assistant Secretary; Latter 
Ill for Months 


Paul R. Danner has been appointed 
assistant secretary of the United State, 
Life to succeed William C. Littlewoog 
who has been ill and has resigned, \, 
Danner is secretary-treasurer of the Am. 
erican International Underwriters which 
has recently purchased stock control of 
the United States Life. 

Mr. Littlewood has been with the Uni. 

ted States Life for twenty-six years and 
is a director of the company. He began 
as a general book-keeper and was pro- 
moted first to cashier and finally to assis. 
tant secretary. During recent months 
however, he has been ill. Six months ago 
he tendered his resignation but continued 
in service until September when he was 
placed on the company’s reserve list. 
_ Mr. Danner has a background of life 
insurance service both in the United 
States and the Far East. A native of 
Iowa and a graduate of Harvard, he was 
for seventeen years with the Sun Life 
of Canada in China, British East Indie- 
etc, and was manager of the Sumatr, 
district. He returned to the United States 
and was with the Sun Life in Newark 
for a while before joining the American 
International five years ago. 





SOUTHW’ST INSURER PUBLISHED 

The first issue of the Southwest In- 
surer of Dallas, a new publication started 
by John C. Leissler, former insurance ed- 
itor of the Chicago Journal of Com. 
merce, appeared this week. It is a twen- 
ty-four page issue carrying illustrations, 
feature articles and general insurance 


. news of Texas, Louisiana, Oklahoma and 


Arkansas. The feature article in the first 
issue is the first of a series on the Char- 
tered Life Underwriter by Ricks Strong, 


C. L. U., general agent in Dallas for the f 


General American Life. 





ACACIA MUTUAL SHOWS GAINS 


The Acacia Mutual Life at the end of 
the first nine months of the current year 
has a conservation record which reveals 
a 37% improvement as compared with 
the corresponding period of last year. 
Net new business totaled more than $18- 
000,000 showing an increase of 23%, pre- 
mium income advanced more than $250, 
000 and business in force increased to 
more than $348,000,000. Assets of the 
company have increased to more than 
$55,000,000, the largest in the company’s 
history. . 





LONDON LIFE ADJUSTMENT 


Due to the prolonged period of low in- 
terest rates on high grade securities the} 


London Life, Canada, has found it nec- 
essary to make a further adjustment in 
the rates for. life annuities. Rates for 
single premium as given in the .com- 
pany’s manual were discontinued Octo- 
ber 31. The adjustment also applies to 
the participating investment annuity and 
to any special quotations which may now 
be in the hands of the field staff. 





BRAGG COURSE IN ST. LOUIS 


James Elton Bragg, one of the’ New 
York City general agents of the Guard- 
ian, will be in St. Louis the week: oi 
November 5 to conduct a kfe insurance 
sales course under the auspices. of the 
St. Louis Managers’ Association. | The 
theme of the course is “Brushing Up 
With Bragg.” The course includes seven 
hours each devoted to needs and’ wants 
and salesmanship and four hours’ to €x- 
plaining the policy.’ 


im 





gages sub-agents who contract ‘directly d 
Copies of all contracts, are g 


with him. 
on file at the home office of the com 
pany. The general agent’s or managefs 
contracts with the company are a 
standard form and are uniform ag ‘té 
commissions. The commissions appeatt0 
be in keeping with those of other comp 
ries writing a like class of business. -: 











Noven 
Drug 

Big 
EQUIT 


Plans ‘ 
$13, 


The ] 
has unt 
group | 
ployes ¢ 
of the 
country 
plan, no 
The tot 
pension 
been pl 
is appre 

Malec 
tail dru 
at Wa: 
pension 
dition 1 
and he 
death 
which |] 
under € 
ble. A 
co-oper 
by emp 

All et 
of serv 
are bet 
are elig 
pension 
ploye wv 
ly at ag 
to 1% 
August 
that dé 
entirely 
tion. | 
from pi 
and hin 
by the 
August 

Peop! 
iary co 
in eigh 
lumbia. 
in Wa 
Gibbs 


steady 


portanc 
the last 
substan 
set asic 
to mee 
should 
delayed 
pany is 
distribu 


J 
Josey 
Mutual 
after sj 
hospita 
enough 
fill a t 
of the 
rated t 
some 
visiting 
of the 
Renow 
World 


SUI 
The 
Life, C 
Plicatic 
modera 





r 2, 1934 


=—_—= 
S. LIFE 
wood A, 


ter 


AP Pointed 
ed States 
ittlewood, 
ned. Mr, 
the Am. 
-TS which 
‘Ontrol of 


the Uni. 
years and 
Te began 
was pro- 
tO assis. 

months, 
onths ago 
continued 
n he was 


Sumatra 
ed States 
Newark 


American 


LISHED 
west In- 
n started 
rance ed- 
of Com- 
$a twen- 
strations, 
nsurance 
oma and 
the first 
he Char- 
s Strong, 
s for the 


GAINS 


e end of 
ent year 
1 reveals 
‘ed with 
ist year 
han $18,- 
3%, pre- 
an $250,- 
eased to 
} of the 
ore than 
ympany’s 


ENT 


f low in- 


ities the 


1 it nec- | 


‘ment in 
ates for 
1€ . com- 
d Octo- 
plies to 
nity and 
nay now 
ff, 


JUIS 

he New 
Guard- 

veek ol 


surance F 


of. the 
1. The 
ing Up 
S$ seven 
1 wants 
to ex 


——— 





directly 


cts are p 
e€. com a 
nagers F 


e of.a 
as ‘to 
pear to 


compa: § 


ess, 


November 2, 1934 










4 . “Lie = 


THE EASTERN 
UNDERWRITER 






i+—Ljto~—> 











Page 9 











— 


Drug Store Chain Takes 
Big Group Pension Plan 


EQUITABLE SOCIETY WRITES IT 





Plans on Co-operative Basis Totaling 
$13,000,000 Give Employes Broad 


Insurance Protection 





The Equitable Life Assurance Society 
has underwritten and will administer a 
group pension plan covering the em- 
ployes of Peoples Drug Stores, Inc., one 
of the leading drug store chains in the 
country which, with the adoption of this 
plan, now has broad insurance protection. 
The total volume of group insurance and 
pensions in the Peoples Drug which have 
been placed with the Equitable Society 
is approximately $13,000,000. 

Malcolm G. Gibbs, president of the re- 
tail drug organization, with headquarters 
at Washington, D. C., stated that the 
pension, or retirement, program is in ad- 
dition to group life insurance, acciderit 
and health insurance, and accidental 
death and dismemberment insurance, 
which have been provided for employes 
under earlier contracts with the Equita- 
ble. All forms of protection are on the 
co-operative basis, with premiums shared 
by employer and employes. 

All employes with two years or more 
of service on August 1, 1934, and who 
are between the ages of 30 and 65 years, 
are eligible to participate in the group 
pension plan. Each contributing em- 
ploye will receive on retirement, normal- 
ly at age 65, a monthly life income equal 
to 1% of his monthly earnings as of 
August 1 for each year of service before 
that date, this income being provided 
entirely from payments by the corpora- 
tion. He will also receive as income, 
from payments made by the corporation 
and himself, 144% of earnings multiplied 
by the number of years of service after 
August 1. 

Peoples Drug Stores, Inc., and subsid- 
iary companies operate 115 drug stores 
in eight states and the District of Co- 
lumbia. Beginning with one store opened 
in Washington in 1905 by President 
Gibbs the organization has shown a 
steady growth through the years. 


Dividend Scale Increased 


By National Life of Vermont 
The 1935 dividend of the National Life 
of Vermont will be on a scale slightly 
more than 15% above that of 1934 and 
the interest rate on all funds left on 
deposit with the company will be 4% dur- 
ing 1935, it has been announced by Fred 
A. Howland, president of the company. 
President Howland in his announce- 
ment said: “Recognizing the primary im- 
portance of security the company has in 
the last two years maintained its already 
substantial surplus and at the same time 
set aside a contingency reserve sufficient 
to meet possible investment depreciation 
should business improvement be unduly 
delayed. In this strong position the com- 
pany is now able to increase the dividend 
distribution to policyholders for 1935.” 








J. B. MACLEAN BETTER 


Joseph B. Maclean, associate actuary 
Mutual Life, has returned to his home 
after spending seven wecks in an uptown 
hospital following an operation. He read 
enough literature while in the hospital to 
fill a thirty foot bookshelf. “He is one 
of the New Yorkers to have been deco- 
rated by the Prince of Wales. That was 
some years ago while the Prince was 
visiting New York and the presentation 
of the medal was on board the warship 
Renown. The citation had to do with a 
World War engagement. 





SUN LIFE MORTGAGE LOANS 

The mortgage department of the Sun 
Life, Canada, is prepared to consider ap- 
Plications for mortgage loans at 6% in 
moderate amounts. 























LIKE 2 WHEELS 
ON AN AXLE... 


One can move no 
faster than the other... yet to- 
gether they gain momentum and 


roll on and on in perfect harmony. 


e e © Like the relationship between 
agent and agency... each is de- 
pendent upon the other.. . That is 
why, on the one hand, we have a 
carefully selected group of men, 
and, on the other hand, are unstini- 


ed in our co-operation with them. 


RECHT & KUTCHER 


EMPIRE STATE BUILDING 
& 


General Agents for 


The NORTHWESTERN MUTUAL 


LIFE INSURANCE COMPANY 


"a billion dollar estate” 











New York C. L. U.’s 
Commend Riehle Stand 


HOLD SEASON’S FIRST LUNCHEON 





T. G. Murrell Is Speaker; Research 
Projects For Year Outlined; Seven 
New Members Elected 





The New York Chapter of Chartered 
Life Underwriters got off to a busy sea- 
son start on Tuesday when it held its 
first luncheon meeting at the Hotel Mar- 
tinique. Business transacted included 
adoption of a resolution praising the 
stand of T. M. Riehle, president of the 
National Association, in the matter of 
part-time and inferior agents with a rec- 
ommendation that the National Chapter 
do likewise; change of by-laws to pro- 
vide for proxy votes; election of seven 
new members from the last group to 
pass the examinations; and discussion of 
several projects, including research work, 
to be carried through by the chapter 
eventually. 

After the business meeting a talk on 
prospecting was given by T. G. Murrell. 
manager for the Connecticut General at 
225 Broadway, New York, who was pres- 
ident of the Chicago Chapter when ac- 
tive in that city. 

In discussion of the present increasing 
attitude against part-time agents in 
urban centers in competition with those 
devoting full time to the responsibilities 
of the business it was pointed out thar 
the ©. 1. Us since their founding have 
stood for improvement in selection of 
agents. 

The possibility of having a C. L. U. 
study course in addition to the review 
course now being given at N. Y. U. was 
also discussed. The present course is 
only for those who have taken the sub- 
jects previously. Review for all exami- 
nations is now being given, and review 
for Parts I and II will be repeated after 
January 1. 

Compilation of Company Procedures 

A project to be undertaken by the 
chapter later this year will be compila- 
tion of company procedures as to bene- 
ficiary agreements, it was announced by 
Leroy N. Whitelaw, chairman of the ed- 
ucational committee. Loose-leaf books 
would be distributed containing the in- 
formation. 

Growth in the size ot the chapter made 
necessary the provision for voting by 
proxy. C. Lamont Post, new president 
of the association, was in the chair. 

Mr. Murrell told the meeting how he 
uses the “back-scratching” method in 
getting prospects’ names from centers of 
influence. He is always helping to sell 
other people’s products to his acquaint- 
ances by tipping off salesmen in those 
lines, and in return gets good prospects 
from them. 





President Phillips Opens 


Actuaries Institute Meeting 


Chicago, Nov. 1.—In his address Presi- 
dent T. A. Phillips of the American In- 
stitute of Actuaries before the annual 
meeting of that body being held here 
said that intelligent medical selection is 
the greatest potential source of profit for 
companies and it is more important than 
ever that they know their element of 
strength and weakness in underwriting 
practices. ° 

He further said actuaries should be as 
quick to accept new ideas which are 
sound as they are ready to reject those 
which have been found wanting. And it 
is particularly important that minds of 
actuaries be centered on things which 
will recover lost ground and advance the 
cause of life insurance. 

A suggestion was made by Mr. Phillips 
that the American Institute of Actuaries 
ymnake an investigation of the mortality 
experienced by its member companies. 
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Agency Officers—Sales Research Bureau Meeting 














Research Bureau Does Good Work, 
Important for Future, Linton Reports 


What the Life Insurance Sales Re- 
search Bureau has done for the life in- 
surance business, specifically during 1934 
during the 


existence, was recounted by M. 


and years of its 
A. Lin- 
ton, president of the Provident Mutual, 
who as chairman of the exccutive com- 


Sureau 


generally 


mittee appraised the work of the 
in his report. 

Discussing finances Mr. Linton pointed 
out that the Bureau was being run on a 
sound, efficient basis with records that 
accurate. The 
organization lives within its budget, he 
As evidence of the vitality of 
announced that 
the membership is at the same level as 


are both thorough and 
reported. 
the Bureau’s work he 
a year ago—121—despite resignations due 
to mergers and receiverships. 

Discussing the purpose of the Bureau, 
Mr. Linton said: 

“Organizations, need 


like 
definite objectives, clearly stated and un- 


individuals, 
derstood. Our Bureau’s primary purpose 
is to assist its member companies to de- 
velop stable, efficient sales organizations 
worthy of the great institution of life 
which they The 


character and ability of the men and 


insurance represent. 
women who are presenting the message 
of life insurance to the public must be 
raised to the highest possible level. 
“Current conditions greatly emphasize 
the importance of the Bureau’s work in 
this field. 


is not easy to write. 


3ona fide new life insurance 
The amount that 
can be written should go to qualified un- 
derwriters, not to unqualified men and 
or the one-or-two case agents 
who make the path of qualified agents 
harder by taking away rightful commis- 
sions and building up an unfavorable pub- 
lic attitude toward soliciting agents gen- 
erally. 


women 


“If there were some way to evaluate 
the sales resistance engendered by poor 
field representation, I have no doubt we 
would be astounded by the results. Dur- 
ing this coming winter the public will 
have its attention focused on life insur- 
ance by the inevitable discussion of ways 
and means of dealing with the financial 
consequences of unemployment, old age 
and illness. If there ever was a time 
when the field representation of life in- 
surance companies should be on a high 
plane, it is in the years immediately 
ahead. It is my hope that this meeting 
will accelerate the steps in that direc- 
tion and bring increased interest in the 
possibilities of progress through our co- 
operative organization, the Research Bu- 
reau. 


Finances Well Managed 


“Financial matters are always in order 
‘n an annua! report and therefore I shall 
cover briefly the basis upon which the 
3uteau is being operated. The organi- 
zation runs on a budget, and what is 
more lives within it! Revisions are, of 
course, made in the course of the year 
in harmony with changed plans or with 
new light on various features of the 
budget. All expenses are specifically al- 
located to each Bureau operation so that 
the management can tell at any time just 
how it stands in regard to any one ser- 
vice. 

“A certified public accountant audits 





M. A. LINTON 


the accounts each year and his report 
is reviewed by the executive committee. 
It is my judgment, shared, I believe, by 
the members of that committee, that the 
3ureau is being run on a sound, efficient 
basis with records that are both thor- 
ough and accurate. We are all acquaint- 
ed with Miss Stevens, and I want to 
bear testimony to her exceedingly able 
handling of the Bureau’s finances. 


Bureau Is Example of Foresight 


“As we review the record of these last 
five years and the increasingly favorable 
attitude of the public toward the insti- 
tution of life insurance, we realize that 
the presence of the Bureau is merely one 
more example of the foresight of life 
insurance men. Its importance today far 
transcends what could have been pictured 
even five years ago. In our contacts 
with the public we can point with pride 
to the fact that life insurance is the only 
business on this continent which has cre- 
ated and maintained an association the 








wii 


sole purpose of which is the study of its 
sales problems. 


“One evening back in 1927 a far-seeing 
man was asked to approve his son-in- 
law’s expressed desire to join the Bureau 
staff. After some discussion with the 
3ureau’s manager, the father-in-law in- 
cuired ‘Will the companies continue to 
support the Bureau when the next de- 
pression occurs ?? Our manager could not 
then answer him with certainty. Since 
that time our companies have answered 
in glowing terms, and tomorrow when I 
lay down my responsibilities as your 
chairman I shall do so with a realization 
that we have in Hartford a group of 
young men and women who view their 
work on a truly professional basis and 
who are giving back to us information 
and material which we are rapidly com- 
ing to regard as essential to the success- 
ful conduct of our companies.” 


Research Projects Described 


Among the research projects described 
by Mr. Linton was the study on devel- 
oping proper field representation. This 
study has had two branches; the one, 
recently published, on the relation of 
early production to eventual success, and 
the other on the possibilities of psycho- 
legical measurements in improving selec- 
tion of agents, discussed by H. G. Ken- 
agy at the conference. 

Other research has involved studies on 
trends of types of contracts sold, per- 
sistency of replaced business, costs and 
results of various types of advertising 
and sales promotion efforts. He quoted 
Harrison Amber, vice-president of the 
Berkshire Life, on developments along 
the line of assisting general agents in the 
financial operation of their agencies, a 
subject being given particular attention 
by the Berkshire. 

One of the Bureau’s outstanding proj- 
ects was that in co-operation with the 
Curtis Publishing Co. on a buyer study, 
results of which were announced at the 
meeting. “The first thorough-going re- 
search on Mr. Life Insurance Buyer that 
has ever been made,” Mr. Linton called it. 

He quoted Henry Bossert, Jr., of the 
Provident Mutual on results of research 
in that company and pointed out the 
value of the Bureau’s various publications. 

S. T. Whatley, vice-president of the 
Aetna Life. was quoted in regard to the 
value of the Bureau’s agency schools, 
from which thirty-five Aetna Life men 
have graduated in the past four years. 
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CONVENTION VETERANS 

A. L. Dern, Lincoln National, and w 
R. Smith of Lafayette Life, head the te 
of the “veterans” attending annual meet. 
ings of production chiefs in Chicago this 
week. Both have attended sixteen cop. 
secutive meetings, excluding the presen 
gathering. L. J. Dougherty, Guaranty 
Life, and John Marshall Holcombe of the 
Research Bureau have been to twelye 
consecutive meetings. Others who haye 
been to ten or more are H. J. Cummings, 
Minnesota Mutual; M. A. Linton, Proyj. 
dent Mutual; Arthur C. Louette, Peo. 
ples; H. E. Niles, management consult. 
ant; E. C. Budlong, Federal; R. E. Irish, 
Union Mutual; W. W. Jaeger, Bankers 
of Iowa; H. W. Manning, Great-West; 
E. P. Oertel, Great Northern; J. Charles 
Seitz, consulting actuary; Elizabeth ¢ 
Stevens, Research Bureau, and Walter E. 
Webb, Hercules. 





BUREAU STAFF IN CHICAGO 


The staff of the Life Insurance Sales 
Research Bureau which is at the Chicago 
convention this week includes John Mar- 
shall Holcombe, Jr., manager; H. 6G. 
Kenagy, assistant manager; E. C. Stey- 
ens, offce manager; L. W. S. Chapman, 
L. J. Doolin, R. N. Ford, Kenneth R. 
Miller, L. S. Morrison, Ward Phelps and 
J. Harry Wood. 





Holcombe Report 


(Continued From Page 3) 

was indulging in a wholly mad _ whirl 
to hire all the agents possible. I do not 
feel quite that way now. On all sides 
we seem to be striking a better balance 
a recognition of the fact that, on the 
one hand, we must hire new men even 
to keep the number of our sales force 
level, and on the other that it is indeed 
“profitless prosperity” to hire so many 
men that not any of them can be given 
enough attention to have more than a 
remote chance of success. 

There is a clear trend in recent months 
to go after younger men because of their 
smaller requirements in income and in 
recent weeks we have seen much evi- 
dence that agency builders have begun 
seeking new agents among the ranks of 
the employed rather than the unem- 
ployed, even though the process is slower 
and more difficult. There is clear evi- 
dence of greater interest in the matter 
of hiring women agents. 








Training 


No review of the year’s agency affairs 
could omit the subject of training agents. 
The Bureau sees a continuation of the 
trend of recent years in direction of in- 
creasing emphasis on way agents work; 
on development of good habits of work; 
on improvement of agents’ skill. 

Another trend in training is the work 
of some companies and managers in 
building a training course designed to be 
of help to the better men only and which 
is “over the heads” of what may well 
constitute the majority of the men hired. 
An investment in any agency training 
program is largely wasted if the neces- 
sary investment has not been made to 
secure general agents or managers cap- 
able of using the tools thus provided. 
In the preparation of sales plans there 
is a trend away from the attempt of the 
last several years at regimentation. 
Marked strides have been made in plans 
giving more opportunity for the devel- 
opment of the agent as an individual. 





Cold canvassing is diminishing. _, 
Improvement is noted in the rewriting 
and the conservation situations. 
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Separate Department for Conservation 


Advocated By E. A. Brock 


Conservation of life insurance is a 
matter that goes deeper than reinstate- 
ment of lapsed policies; it is more than 
q sideline to agency executive activity; 
it is a separate activity which should be 
handled by a separate department and 
should figure in transactions as far back 
as the original sale, the Research 
Bureau-Agency Officers convention was 
told by Eustace A. Brock, secretary of 
the Great-West Life of Winnipeg. 

Mr. Brock’s recommendation was that 
every company have a conservation de- 
partment even though it consist of only 
one man. Conservation, having a dis- 
tant end, is too easily shoved aside for 
other matters by people who have more 
immediate problems to handle. 

Revision of mental attitude away from 
volume to persistence-quality is neces- 
sary, Mr. Brock said. In dealing with 
replacements he praised the achieve- 
ments of the committee headed by Frank 
L. Jones, vice-president of the Equitable 
Society, which has secured signatures of 
many companies not to accept replaced 
business without notifying the other 
company in which a policy is_ being 
lapsed. 

Among Mr. Brock’s comments were: 
Insurance Problems Not Like 
Manufacturers’ 
Conservation is not a specialized nor 
separable function of the life insurance 
business. It is the life insurance busi- 
ness—the very essence of our work. Un- 
like the manufacturer who makes articles 
to sell and make again (his profit being 
in his turnover), we sell to keep in force, 
and to make a continuing profit year 
after year. It is the volume of business 
in force that pays us our salaries and 
our agents their livelihood, not the vol- 
ume of sales. Conservation is simply 

business-building. 

Conservation runs through the whole 
of a company’s activities, but in its main 
aspects it is essentially an agency func- 
tion, and particularly in so far as ad- 
ministration and implementation are con- 
cerned. What then should be the atti- 
tude and relationship of the agency de- 
partment to conservation work? 

Let us leave relationship for the mo- 
ment and think of attitude and function. 
It can be summed up in a sentence. “If 
we could get the idea of volume out of 
our minds and study the subject of qual- 
ity, volume would take care of itself.” I 
believe that statement implicitly. 

Policyholders’ Attitude 
_ Now if you will analyze the question 
in any way you like you will arrive at 
the conclusion that it is the attitude of 
the policyholder’s mind toward his life 
insurance that determines persistency or 
lapsation; and it is equally true that it 
is the attitude of our minds toward the 
policyholder and toward our business 
that determines very largely the attitude 
of the policyholder’s mind toward his 
policy. Premium notice systems, re- 
writing and re-dating schemes, loan re- 
Payment plans, and all the other me- 
chanics of conservation effort are trifles 


compared with the attitude of mind we 
engender in ourselves and in the public. 
These plans and systems are all good in 
their way, but they are specific remedies 
for specific difficulties; they do not touch 
the heart of the problem; they are pal- 
liatives. 

The attitude and the function, then, of 
the Agency Department should be to de- 
velop by every means possible a real ap- 
preciation in the public mind of what 
life insurance is and what it does. 


Missed the Boat 


During the last four years or so the 
companies have missed the best of op- 
portunities. During those years most 
companies have had to face a loss of 
business each year no matter what wé 
might have done to prevent it. There 
was the golden opportunity to clean 
house, to re-orient our minds and our 
practice from the new business viewpoint 
to the quality viewpoint and we missed 
the boat. We worked hard at pallia- 
tives and temporary expedients to stem 
the tide of terminations but we did not 
go to the root of the disease. 

Practically all the studies I have seen 
dealing with the selection of agents are 
based upon the potential capacity to pro- 
duce new business. The most recent in- 
vestigation published by the Bureau 
along these lines was to show the cor- 
relation between a man’s interests and 
his ability to produce new business; not 
quality of business, but quantity. I sug- 
gest to you there is a fruitful field for 
study here. What correlation is there 
between a prospective agent’s interests, 
or his age, or his education and back- 
ground, or anything else, and his ability 
to produce quality business? One thing 
you will find is a striking correlation be- 
tween the turn-over of agents and the 
persistency record of the agency as a 
whole. 

Manager’s Attitude Important 


All our efforts should be directed ulti- 
mately toward educating the mind of the 
policyholder to understand his life insur- 
ance. The agent is the logical and most 
powerful influence in this direction, but 
he is little better than useless if his own 
mental attitude toward life insurance is 
faulty. Agency builders will never reach 
their maximum effectiveness in agency 
building while they have men represent- 
ing them out in the field whose attitude 
toward the business is faulty. The at- 
titude of the manager or general agent 
toward the question of twisting, replace- 





EUSTACE A. BROCK 


ment, and the use of values to purchase 
new insurance is one good index of his 
attitude of mind on this subject. 

It is futile to expect that business writ- 
ten by the wrong type of agent will 
persist. 


Conservation A Wide-Branched 


Function 


It is a widely accepted theory that 
conservation work is a_ function of 
agency management. In its main as- 
pects this is true, but conservation is 
also a function of management in almost 
every department of a life insurance 
It is what might be termed a 


company. 
permeating function. For this reason, I 
believe the conservation department 


should not be a subordinate part of the 
agency department. It should be a sep- 
arate unit headed by an executive officer. 
It need not be, and probably should not 
be, a large unit. Its primary function 
should be to study, to create, to develop 
and to observe. 

The task of the conservation man 
should be to originate and develop and 
place in the hands of the agency (or 
other) executive suitable ideas and ma- 
terial to implement the ideal that has 
been set up, i. e. to make the whole or- 
ganization conservation conscious. The 
conservation man should not direct the 
operation of (i. e. administer) plans and 
systems except in so far as that is nec- 
essary to inaugurate them and to train 
the personnel, but he should be in a 
position to observe their operation and 
results. Changes should not be made 
without an opportunity being given to 


Agent’s Poor Underwriting Can Be 
Cut By Co-operation, Says Morgan 


When an individual agent is turning 
in too great an amount of poorly sc- 
lected business it is helpful to have the 
underwriting and agency departments 
get together on the case and either teach 
the agent how to get better business 
or, if he is incorrigible, remove him from 
the company’s rolls, the Research Bu- 
reau-Life Agency Officers, convention 
was told by Laurence W. Morgan, Paci- 
fic Mutual Life. Some of his remarks 
follow: 

If the underwriting department can 
point out to the agency department the 


unfavorable experiences where a poor 
class of agents is employed, and if this 
can be used by the agency department 
as the basis for educational work in the 
field, much can be accomplished. As an 
illustration, in our own company we re- 
cently made a study of the work of one 
agent where it was the impression of 
our underwriters that an unusually large 
number of unsatisfactory risks had been 
submitted. We found that 63% of the 
applications were. on lives of women of 
an industrial grade. About half of these 


(Continued on Page 14) 


the conservation 
Opinion. 

He should be in a position to bring 
pressure to bear, if necessary, on the 
agency department for example ;—to in- 
sist on the correction of methods in 
branch offices or to get rid of unsatis- 
factory agents in spite of production 
records. Many managers and general 
agents, and even agency directors are 
still reluctant to eliminate a large pro- 
ducer even if he has been actually dis- 
honest. This attitude reveals clearly 
that we still cling to the fetish of volume. 


Large Sales That Don’t Persist 
Are Waste 


New business, of course, is essential, 
but large sales are so much waste effort 
unless the business persists. The true 
index of the company’s progress is not 
the volume of sales but the increase of 
business in force. Is there not then an 
opportunity to develop conservation-con- 
sciousness even by so simple a method 
as compiling records to place the em- 
phasis where it belongs, on the increase 
in business in force, on steady progress 
in one direction. 

Think how our mental attitude would 
change; the thought that would be given 
to the quality of new business. The 
manager or general agent would think 
himself successful only if his ratio of 
increase compared favorably with other 
agencies. The agent would regard him- 
self as an underwriter, a permanerit 
salesman, building a business of his own. 
We would all come to think that the 
managers and agents most valuable to 
the company are those who contribute 
most to our growth. 

Recently I examined twenty-five 
house-organs and found in them sixty- 
three honor rolls or other special men- 
tion for achievement. Of these sixty- 
three, fifty-two were based on some as- 
pect of new business production while 
only eleven had any reference to real 
business. building. 


man to express an 


Predicts Selection for Persistence 


I am neither a prophet nor the son of 
a prophet but do not hesitate to say 
that the time is surely coming when 
new business will be selected by the un- 
derwriting department with a view to 
its persistency just as it is at present 
selected with a view to its mortality. It 
is illogical .to reject or rate risks we 
know to be unprofitable because of phys- 
ical impairment and yet accept those we 
know to be unprofitable because of poor 
staying power. 

No company would deliberately accept 
impaired lives and then spend money in 
an effort to improve ‘their longevity; yet 
that is precisely what we are doing with 
this other class of unprofitable risks. 
Some good work has already been done 
and more is now being done to ascertain 
what types are undesirable with refer- 
ence to persistency. Here is another 
field for original thought and research. 

That building up does not mean merely 
the writing of new business—the piling 
up of brick upon brick—but it includes 
the concurrent cementing together of 
those bricks with the mortar of conser- 
vation effort so that the institution of 
life insurance, that fair edifice that you 
are building, may stand four-square 
against all the winds of adversity and 
may continue to give shelter to all those 
who seek its protection. 
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Agency Officers Appoint Committee 
To Review Part-Time Agent’s Status 


John A. Stevenson, Surprise Speaker, Says Not All Resistanc: 
Is Built by Part-Timers; T. M. Riehle Presents Views 


Chicago, Oct. 31.—Following the ad- 
dress of President Theodore M. Riehle 
of the National Association of Life Un- 
derwriters this morning in which he made 
a plea to the Life Agency Officers’ As- 
sociation “for placing the marketing and 
distribution of life insurance service 
somewhere near the plane of its vital 
value to humanity” and took the position 
that part-time agents should not be per- 
mitted in urban centers on any basis, a 
surprise was sprung on the convention 
by the appearance of John A. Stevenson, 
home office general agent of the Penn 
Mutual Life, Philadelphia. 

Mr. Stevenson’s position was that not 
all sales resistance against life insurance 
is built up by part-time agents or obvi- 
ously unfit agents, but he was just as 
much disturbed by methods employed by 
some full-time and experienced agents 
under the present financial situation. 

“If we are going to attack the problem 
of the attitude of the public towards 
agents, let us do a good job. Let us 
find out what is at the bottom of sales 
resistance. Let us face facts and then 
begin working out a solution.” 

Upon motion of H. H. Armstrong, vice- 
president, the Travelers, the Life Agency 
Officers Association appointed a commit- 
tee to review suggestions made by Na- 
tional President Riehle. 


Members of the Committee 


Frank H. Davis, vice-president of the 
Penn Mutual Life, is chairman of the 
committee, other members of the com- 
mittee being H. H. Armstrong, the Trav- 
elers; Henry E. North, Metropolitan; 
W. W. Klingman, Equitable Society; D. 
C. MacEwen, Pacific Mutual; T. A. Phil- 
lips, Minnesota Mutual; W. P. Coler, 
American Central; W. W. Jaeger, Bank- 
ers Life of Iowa, with John Marshall 
Holcombe, Jr., secretary of the commit- 
tee. 


President Riehle said in part: “I would 
not tell the Life Agency Officers’ Asso- 
ciation what an urban center is; what a 


full-time agent is, what a part- time agent 
is, what the basis for elimination of 
agents should be, or what the basis for 
selection of agents should be. 

“You know those things better than I 
do. Moreover, the field thinks that you 
know the answers to these problems. 
They offer you their whole-hearted co- 
operation in applying those answers to a 
practical operating program. 

“I am quite certain that the efforts of 
the National Association of Life Under- 
writers and its constituent units can be 
used to aid you in the ultimate solution 
of these questions. 

“The field believes that part-time 
agents should not be permitted in urban 
centers, on any basis, even on the theory 


that they are thus in training for full- 
time contracts. 


Riehle Against Reservations 


“It is easy to make the mental reser- 
vation that a part-timer must become a 
whole-timer—otherwise be eliminated. 
Once you have employed a man, how- 
ever, it is more difficult to get rid of 
him than it is to refuse originally to em- 
ploy one who is obviously not the right 
type. This applies to the induction of 
part-time men as well as to the selectioi: 
of agents generally. 

“It is the field’s desire not to drive 
men out of the business, but that men 
who stay in it shall have a chance to do 
a better job, and therefore make a reca- 
sonable living. 

“Should it not be our attitude not to 


put a man into the business unless we 
sincerely feel that he can make a better 
living than he has ever made before? 
Should we not protect our standard pro- 
ducers, who give us the vast volume of 
our business, certainly our quality busi- 
ness, and are we doing anything but a 
kindness when we eliminate those who 
have demonstrated that they never can 
succeed ? 

“While argument is used that many 
good men have come into the business 
through the part-time door, the answer 
seems to be that more men have been 
kept out because of starting as part-time 
men and deciding that the business is no 
good because their only experience with 
it has been as a side-line. 


Believes Number of Agents Could Be 
Reduced Without Harm 


“The field believes that you could prop- 
erly reduce the number of representa- 
tives by a substantial percentage without 
causing harm to anyone or legitimate 
criticism from any source and at th- 
same time increase your quality volume 
_ “All the life career underwriter asks 
is that his task, difficult at best, shall not 

(Continued on Page 16) 


Improvement In Replacement Situation 


Seen By F. L. Jones Committee 


Distinct progress in fighting the prac- 
tice of replacing the life insurance of 
one company by new insurance in an- 
other company was reported by Chair- 
man Frank L. Jones of the replacement 
committee at the meeting in Chicago of 
the Life Insurance Sales Research Bu- 
reau and Association of Life Agency 
Officers this week. Chairman Jones said 
that, with only a few exceptions, the 
signatory companies reported a decided 
decline in the number of cases and 
amounts involved in replacement. He 
further stated that there is ample evi- 
dence that the signatory companies are 
earnestly striving to deal fairly with each 
other. “It is evident that the inter- 
company agreement is serving a good 
purpose effectively.” was his comment. 

Some time ago the replacement com- 
mittee sent out a question to signatory 
companies reading as follows: “Does 
the experience of your company show a 
decline in 1934, in comparison with 1933 
and 1932, in the practice of replacing the 
old insurance of your company by new 
insurance issued by other companies?” 

In replying, some companies said that 
there had been improvement of a high 
percentage in cases which were saved. 

“A growing sentiment and a note- 
worthy spirit of co-operation to blot out 
twisting is evident,” he said. 

Co-operation 

The signatory companies also report 
that they have been able to exercise a 
greater control over threatened replacc- 
ment. 

Discussing 


co-operation in the busi- 








FRANK L. 


JONES 


ness on this subject Chairman Jones said 


in part: 
“The National Association of Life 
Underwriters has been very useful to 


all of us in its resolutions, its instruc- 
tions and its leadership in bringing the 
field forces of all companies into line in 
the fight against replacements. During 
the past year President Anderson of the 
National Association and Roger B. Hull, 
managing director and general counsel, 
have urged upon local associations the 


——— , 


organizing of special committees to jp. 
vestigate reported cases of replacement 
and to bring such information as is need. 
ful before their committees on ethical 
standards and before insurance commis. 
sioners, and even into the courts. Pog. 
sibly the most successful local instry. 
ment of control has been the managers’ 
group of the local associations of life yn- 
derwriters.” 

Chairman Jones also thanked the in- 
surance press which has been an im. 
portant factor, he said, in the fight 
against twisting both in editorial policy 
and in treatment of news items. 

Developments of Year 


The most important developments jn 
the practice of replacing the life insur- 
ance of one company by new insurance 
in another company during the past year 
are the following: 

(a) A decided decrease in the practice 

of replacement through company co- 

operation, as indicated by the re- 
ports of most of the signatory com- 
panies, now numbering eighty-six. 

The amendment to paragraph 3 of 

the original agreement, by seventy- 

two signatory companies, to effect 
an exchange of the names of agents 
in replacements. 

The appointment of a committee of 

investigation and co-operation by the 

Association of Life Insurance Presi- 

dents. 

(d) The statistical investigations of the 
Life Insurance Sales Research Bu- 
reau. 

(e) The study and report of the con- 
servation committee of the Life Of- 
fice Management Association. 

(f) The studies and reports of individual 
companies with reference to the 
lapse rates on replaced business. 

(z) The organization of plans and com- 
mittees to fight replacements by Na- 
tional and Local Associations of Life 
Underwriters and Local Managers 
Associations. 

(h) Continued support from the insur- 
ance press. 

(i) Increasing control by insurance com- 
missioners in some of the states. 

(j) The co-operation of Better Business 
Bureaus. 


Replaced Business Is Unprofitable 
Business 

In discussing persistency Chairman 
Jones said that when it can be proved 
that replaced business is of a much 
poorer quality than so-called new busi- 
ness, regularly written, there is devel- 
oped a consideration of the whole prob- 
lem of replacement which may become 
the strongest argument for its control. 

The Life Insurance Sales Research 
Bureau made an important contribution 
in the past year on this point. Supple- 
menting its study, there was one made 
by the conservation committee of the 
Life Office Management Association. 
Both of those organizations have been 
able to reach the same_ conclusion: 
namely, that replaced business is un- 
profitable business. When companies 
really understand that this is the case, 
Mr. Jones said, there will be a much 
more serious consideration given to all 
business which has its origin in replace- 
ments and twisting. 
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Attractive Policies 
Children's Insurance 
Retirement Income Endowment 


Philadelphia Life 
111 N. Broad St. 





Opportunity In West Virginia 
Can you build a General Agency? 
Do you live in Wheeling, Charleston, or Huntington? 


Glad to furnish full information. 


Insurance Company 


Par and Non Par 
Low Cost Life Policies 
Special Adjustment Policies 


Philadelphia, Pa. 














from birth to 65 next birthday. 


Basil S. Walsh 
President 


INDEPENDENCE SQUARE, 





THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance. 
Modern policies are issued, on both Industrial and Ordinary plans, 


A POLICY FOR EVERY PURSE AND PURPOSE 


Joseph L. Durkin 
Secretary 


John J. Gallagher 


Treasurer 


PHILADELPHIA, PENNA. 
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HEN aman dies, his earnings cease. His estate is tied up 

for a year or more while it is being settled —but his widow 

and children must continue to eat. Usually what happens is 

that his family lives on the principal of any Life insurance he 
left until the estate is settled or the widow finds a job. 

The Travelers Hundred a Month plan bridges the gap 

between the cessation of the husband's earnings and the re- 

sumption of the income from his estate or until the widow is 


able to find a position and earn her own living. 
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A MONTH 


It provides an income of $100 or more a month starting 
when needed most and lasting as long as you care to arrange. 

Hundred a Month policies may be issued for 5, 10 or 20 
years, or even better, guaranteed for as long as the beneficiary 
may live. 

The great advantage of this plan today is that a man can 
start it for a very small sum—perhaps the most he can afford 
to pay at this time—and continue to extend it as his buying 


power increases. 


THE 


The Travelers Insurance Company 
The Travelers Indemnity Company 
The Travelers Fire Insurance Company 


HARTFORD » . . 


TRAVELERS 


CONNECTICUT 
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Consumer Survey 


Current Insurance Markets Seen 
By Curtis Consumer Survey 


In its summary of the survey of the 
life insurance consumer market, as re- 
ported to the Life Insurance Sales Re- 
search Bureau and Life Agency Officers’ 
conventions in Chicago this week, the 
Curtis Publishing Co. lists some of the 
opportunities in the business of selling 
life insurance indicated by its survey and 
points out as well some probiems con- 
fronting the life insurance institution. 
The summary follows: 

Opportunities in the Business of Selling 

Life Insurance Indicated by the Survey 

1. Additional insurance in amount 2% 
times their present holdings is desired 
by half the men. 

a. 92% of this additional amount is 
desired by men rating excellent 
and good. 

2. Some worth-while markets seem to 
be neglected. 

a. Young men. 

b. Farmers and men in small towns. 

c. Wives and women for insurance 
on themselves, and influence on 
husbands and other men in the 
family. 

Some of the Problems Confronting the 
Life Insurance Industry as In- 
dicated by the Survey 

1. The trend in future buying is toward 
annuity or income insurance for the pur- 
pose of old age income. 

2. The consumer needs education on 
the investment features of life insurance, 


and consideration of insurance as a re- 
placement of monthly income instead of 
lump sum payment. 

3. Consumers interviewed appear to 
have a preference for the well-trained 
agent, as indicated by their comments 
and opinions, and manifested a greater 
willingness to see and do business with 
him. 

a. Of the agents’ replies, more than 


60% believe part-time agents 
should be discontinued, and 
greater care exercised in ‘the 


selection and training of agents. 

4. The belief of almost half the men 

that they initiated the purchase of a pol- 

icy is confirmed by the agents them- 
selves. 

a. Notwithstanding this indication 
of consumer acceptance for life 
insurance, 35.9% of the agents 
report their major selling diffi- 
culty is “finding good prospects.” 

5. The consumer appears to need ed- 
ucation on the subject of lapsing poli- 
cies, and the benefits from retaining his 
insurance should be made known to him. 

6. A fundamental achievement cus- 
tomarily desired by business is that the 
reputation of the company stand su- 
preme over the personality of its sales- 
men, yet in the insurance industry the 
personality of the agent appears to tran- 
scend the reputation of the company rep- 
resented. 


Results of Consumer Survey 


(Continued from Page 1) 


14 to July 3. In addition to some out- 
standing women from insurance compan- 
ies local investigators were employed for 
the work of interviewing “consumers.” 
Often they were principals and teachers 
of schools with previous experience in 
research work. 

Another phase of the survey was a 
policyholder analysis in Philadelphia and 
suburbs. 

In the case of 3,223 men interviewed it 
was found that 89.7% reported that they 
own life insurance now; and of 434 busi- 
ness women seen, 79.7% reported they 
own life insurance. Of the men who do 
not own insurance now 5.2% said that 
they formerly owned it, but had to drop 
all of what they formerly owned; 3.2% 
never owned insurance; .3% were found 
to be poor risks, and 1.6% owned fra- 
ternal and beneficial only. In the case 
of business women 5.1% reported that 
they formerly owned insurance; 12.9% 
said they never owned insurance; .7% 
were found to be poor risks; 1.6% were 
and beneficial 


found to have fraternal 


only. 
Attitude of Wives 

Almost all of the wives of the men 
interviewed are reported as favorable to 
the insurance owned now. Only a little 
over half are favorable to the purchase 
of additional insurance. Only one-third 
approve the purchase of more insurance. 
“This situation,” says the survey, “seems 
to indicate that wives offer a difficulty 
of resistance in the selling of life insur- 
ance.” 

The response of agents to the ques- 


tion, “In your selling of life insurance 
to men, how important do you consider 
wives?” appears to confirm the attitude 
of the consumer in this respect. More 
than half of the agents say that the wife 
is vital in the selling of life insurance 
to men, and an additional 35.4% say that 
the wife is important in the transaction. 

It appears from the survey that 28% 
of the wives of men owning Ordinary 
insurance also own insurance. From the 
analysis of the Philadelphia and suburb 
policyholders of a large representative 
Ordinary insurance company 22.3% are 
women. 

“From this it would seem that women 
themselves offer a worth-while sales po- 
tential to the life insurance industry. 
Perhaps of even greater importance ap- 
pears to be the need of educating wom- 
en to the desirability and need for ade- 


quate insurance on the lives of their hus- 
bands,” the survey comments. 


Want More Advertising and Would 
Eliminate Part-Time Agents 


In answering questionnaires the larg- 
est proportion of agents responding made 
two suggestions for things which the in- 
surance companies can do to help them 
sell more insurance and to make the pro- 
fession of selling insurance more attrac- 
tive. One is to advertise. The other is 
to discontinue part-time agents and to 
make more careful selection of agents 
and to train them better. 

Almost all of the men seen reported 
a favorable attitude towards the principle 
of life insurance. 

Slightly more than half of the men 
who own Ordinary insurance said they 
did not think they owned enough insur- 
ance. 

While 17.5% 


had an insurance estate 


By Publishing Company 





administered by a trust company only 
2.7% expect to have future insurance pur- 
chased administered by a trust company. 


Of the men owning Ordinary 19% re- 
ported that the purpose for the purchase 
was to return to them an old age in- 
.come, whereas 46.9% of those who will 
buy future insurance desire it for the 
purpose of old age income. From this 
it appears that of the men owning Ordi- 
nary insurance a large proportion mani- 
fest an interest in the investment fea- 
tures of insurance and desire a type that 
will return benefit to them in their own 
lifetime. 


Prospects Hard to Find 


A surprising feature of the survey was 
the large number of men who said they 
actually initiated the purchase of a pol- 
icy with an agent. 

Agents said that their hardest problem 
was “finding good prospects.” 

The survey indicates that the amount 
of life insurance owned by farmers is 
between seven and eight billions of dol- 
lars. The survey further says that about 
fifteen billions of life insurance is prob- 
ably owned by men living in small towns 
and on farms. 

More than one-third of farmers 
men in small towns did not have 
calls from life insurance agents. 


and 
any 
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Improving Agents’ Underwriting 


(Continued from Page 11) 


applicants were between the ages of 50 
and 63. 

It was necessary to decline about 22% 
of these women because of speculative 
features, race and general class of risk 
submitted. The declined ratio as a whole 
for this agent was 24%, or three times 
the average for the company. The aver- 
age size of application was approximate- 
ly $1,100, and most of the business was 
sold on a quarterly premium basis. 


Brought to Manager’s Attention 


We brought this situation to the at- 
tention of our manager. He had worked 
with this agent for about a year to try 
to get him to improve the quality of his 
business. It seemed that practically all 
of the business written was on a cold 
canvass. What this agent was doing 
was virtually selling ordinary business to 
industrial risks. After our manager 
found that it was impossible to get this 
agent to change his methods, he sug- 
gested to him that he form a connection 
with one of the large industrial com- 
panies. The business written was proba- 
bly thoroughly acceptable on the indus- 
trial plan, but ordinary contracts could 
only be sold at a loss. 

In this business of ours there has 
been much lost motion, and you all know 
that the man in the field wastes an im- 
mense amount of time in writing busi- 
ness that is altogether unacceptable to 
the underwriting department. I venture 
to say that every company represented 
here today receives almost daily appli- 
cations that never should have been writ- 
ten. In many instances the applicant 
has not the money to pay the first pre- 
mium, and one can hardly conceive of 
anything more useless than to spend a 
lot of sales energy on a man who is 
unable to pay. 


8% Declined 


Inevitably, many risks are declined. I 
think the average for most companies 
is about 8% of applications submitted. 
It is interesting in this connection to 
study the experience of individual agents. 
In our own company we found one agent 
who wrote 229 applications in the course 
of a year with 14, or 6%, declined. An- 
other agent wrote 74 applications with 
16, or 22%, declined. This first agent 


had very little difficulty with the under- 
writing department simply because he 
knew our requirements and also knew 
the kind of business that would be 
profitable for himself. The other agent 
knows little about selection and because 
of the very heavy percentage of rejec- 
tions becomes irritated at the underwrit- 
ing department, discouraged, and proba- 
bly, unless he can change his methods, 
will fade out of the business. 

I think right here is where underwrit- 
ing and agency departments can get to- 
gether. Most of us, perhaps, do not 
watch closely enough the production of 
individual agents, although there are 
some companies that are giving very 
close attention to this subject, realizing 
that an agent who consistently produces 
a poor quality of business and _ business 
that does not persist is not a source of 
profit to himself or anyone else. 

If the underwriting department would 
from time to time pass on information 
to the agency department where an agent 
is submitting unsatisfactory applications, 
or the records show a high percentage 
of not taken and lapsed business, the 
agency department could then take the 
matter in hand and do much in the way 
of constructive educational work. 


May Save Agent 


It does not, by any means, indicate 
that the particular agent has to be dis- 
continued. He may have the makings 
of a thoroughly satisfactory salesman, 
and competent advice by a general agent 
or manager may often put him on the 
right track. It is obviouus that unless 
the methods of such an agent can be 
changed, he will gradually automatically 
eliminate himself. ; 

I think some general agents are i- 
clined to rely too much upon training 
courses and other information sent di- 
rect to the men in the field from the 
home office. In the very nature of the 
case, it is difficult for the average sales- 
man to come in very close contact with 
the officers or department heads of his 
company; perhaps the majority of them 
have never been to the home office. 
Therefore the responsibility lies with the 
general agent or manager to bring 10 
the men in the field information as 
the company’s spirit, aims and ambitiom. 
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Cross - Section of Sales Campaign 


Shown in Analysis By K. R. Miller 


An outline of a suggested procedure 
for building a sales plan was given by 
Kenneth R. Miller of the Research Bu- 
reau staff at the Bureau-Agency Officers 
meeting. Printed copies of the outline 
were distributed. Mr. Miller broke his 
outline into five different parts: Deter- 
mining the objective, determining phy- 
sical set-up of plan, building the plan, 
‘ntroducing plan to field force, organiz- 
ing the follow-up. Steps to be taken 
were analyzed in cach division. Some of 
Mr. Milier’s comments follow: 

Many Possible Purposes of Plan 


The purpose of any plan, of course, is 
to bring about definiteness in objectives 
and in the methods used to reach those 
objectives. There may be general or 
long-time objectives which must be re- 
stated regularly in terms of current prob- 
lens. In other words, basic general plans 
may be translated from time to time into 
specific short term activities to empha- 
size or motivate a lagging phase of a 
general program. The objectives of a 
sales plan may be roughly divided into 
two groups, qualitative and quantitative. 
A particular plan may have one or more 
objectives of either group or a combina- 
tion of them, depending upon the job to 
be accomplished. 

Under qualitative objectives we may 
have: 

Improvement in quality of new business. 
Increase in average policy. 
Emphasis on profitable types of policies. 
Cultivation of new or undeveloped markets. 
Withdrawal of unprofitable types of policies. 
Quantitative objectives may include: 
Increase in total production. 
Increase in average production of new men. 
Increase in average production of estab- 
lished agents. 
Increase in average production of 
groups, such as leaders’ club members and 
the higher brackets of pro- 


special 


others in 
duction. 


Not infrequently changes are made in 
company policy that are likely to be con- 
sidered restrictive by the men in the field, 
and very often one of the objectives of 
a sales plan is to give these men a new 
job to do so they will not brood over 
their real or imagined grievances. A few 
companies may be said to have as their 
objective a combination of several of 
those we have mentioned, their recruit- 
ing, training and supervisory activities 
being carried on as a part of the opera- 
tion of their sales plan. 


Individualism and Sales 


In many cases some of the require- 
ments of organized sales plans seem 
rather illogical, stressing, as they have, 
the same amount of work in the same 
way from every man in the _ field—so 
many calls, so many interviews, so many 
sales, and so on for so much business. 
In this effort at regimentation many of 
us have found ourselves in an heroic but 
none the less futile battle with human 
nature. We have found that men re- 
belled against the requirements of these 
sales plans and declined to follow them 
except for brief periods. While it is true 
that these men might have produced 
more business by following these sales 
plans, they did not adhere to them. Even 
in the most successful cases it has been 
difficult to get acceptance by over 20% 
of the field force. In other situations 
we may get a larger percentage of ac- 
ceptance but find that the average length 
of participation is not over six weeks. 

_ Though we may be said to be revers- 
ing trends, if we compare ourselves to 
our National Government, it appears that 











we are in a period when sales plans ought 





KENNETH R. MILLER 


to allow for the individual differences. 
The process of rebuilding our sales 
ierces is now seen as a long, hard one, 
consisting chiefly of developing each 
man according to his individual capaci- 
tices and requirements. If we think back 
to the early days of attempted regimen- 
tation, we recall how men neglected to 
do those things which they knew they 
should do. A good sales plan today 
mixes what men need with a generous 
quantity of what they want. This may 
or may not be a long-time principle but 
at the moment it seems to be a key to 
successful management. 


Why Do Some Plans Fail? 


Perhaps we have now reached the 
point in this discussion where we ought 
to ask why sales plans sometimes fail. 
What are the principles violated in these 
failures? One reason seems to be that 
we attempt to superimpose upon our 
men a plan which expects more from 
them than they can see themselves doing 
in addition to what they consider their 
necessary daily activity. Many broad 
sales plans, as well as plans of time con- 
trol and direct mail, have met with re- 
sistance because of the direct implication 
that men were lazy. Here was a plan 
which would make them put forth an 
honest amount of effort. 


Perhaps another principle which we 
neglect is that the specific jobs in the 
sales plan are not appealing as well as 
logical. We forget that the average in- 
dividual is an exceedingly illogical per- 
son and that to apply logic alone to his 
supervision is to court disaster. The 
principle may be stated as one of set- 
ting up tasks which meet the require- 
ments of logic and at the same time are 
easy to do. What men really want is to 
have their jobs made easier and more 
productive, rather than harder and more 
productive. Unless they see the relation 
of a requirement in the plan to an im- 
provement in their income they will like- 
ly reject it. 


Principles Back of Campaign 


By way of a summary, I shall try to 
restate briefly the principles which have 
been developed in our analysis. 

A sales plan may have either qualita- 
tive or quantitative objectives. 

To determine the objectives, the first 
step is analysis. 

Successful. sales plans are based on 
conditions within the individual company 








and are not a conglomeration of ideas 
used by others. 

A good sales plan today combines what 
men need with what they want. 

A sound policy in sales planning allows 
for the development of individuals. 

No one phase of a program should con- 
tinue so long that men tire of it. 

Ample time must be allowed for the 


plan to become operative. “You cannot 
change selling habits overnight.” 

Field testing is advisable where pos- 
sible. 

A good plan preserves the identity and 
functions of the manager or general 
agent. 

The specific tasks in the plan should 
be appealing as well as logical. 


Psychological Selection Not Yet 


Practicable, H. G. 


Selection of agents by psychological 
methods is being watched seriously but 
is as yet far from developed to a prac- 
ical point, it was indicated by H. G. 
Kenagy of the Sales Research Bureau 
at the organization’s joint meeting with 
the Life Agency Officers. A number of 
psychologists of scientific standing have 
made experiments, but they themselves 
admit that the road ahead is long, Mr. 
Kenagy added. There have been others 
who were too ready to “sell” their re- 
sults when far from finished, and ex- 
perience with these plans has caused 
some loss of confidence in psychology 
among the practical men of the busi- 
ness. 

Some of the better results, however, 
have been promising enough to be de- 
serving of further experimentation, said 
Mr. Kenagy, and it is in this direction 
that further advances in selection of 
agents may be made. He recommended 
that agencies which have been doing a 
comparatively good job do some serious 
experimentation with the psychological 
tests of two men who have done the 
best work: Dr. E. K. Strong, Jr., Stan- 
ford University, and Dr. Verne Steward, 
Los Angeles. The work done for one 
large insurance company (Metropolitan) 
by the Psychological Corp. under Dr. 
Paul S. Achilles was also cited. 

Many of the difficulties at present 
standing in the way of successful use of 
the psychological tests was reported by 
Mr. Kenagy. The Bureau for the past 
two years has been working in co-oper- 
ation with Dr. Arthur W. Kornhauser 
of the University of Chicago, carrying 
on a research project to discover the 
extent to which these new theories can 
be used in discovering men who belong 
in the business and in forecasting the 
degree of success. The research is far 
from complete and the Bureau has no 
selection procedure to offer as yet. 


Methods Used Too Soon 


Mr. Kenagy remarked: 


All through the history of salesman- 
ship testing, as well as other testing, 
investigators have been over-ready to 
sell their results. The dominating spirit 
has been that of “putting over” the tests 
instead of honestly evaluating them. As 
a consequence, disillusionment and skep- 
ticism have followed. The development 
of selective tests has suffered more from 
excessive optimism than from too much 
caution. 

Laymen, such as you and I, lose faith 
in the disinterestedness, objectivity and 
honesty of scientific workers who deal 
with our practical problems. The Re- 
search Bureau hopes, in fact it believes, 
that the true scientists among present 
day psychologists are on the right road 
at last and are moving in the right di- 
rection—as far as practical assistance in 
the solution of the human relations prob- 
lems of business are concerned. We 
want to encourage truly scientific work; 
but we also want to protect companies 
and managers from reformers or sales- 
men peddling untested psychological 
wares. 

Because the Bureau hopes to see real 
progress in this field in the coming years, 
it hopes that its member companies will 
maintain an open-minded skepticism on 


Kenagy Concludes 


the use and value of psychological meas- 
urements until such time as a more con- 
clusive report can be given. However, 
that does not mean that experimental 
work should not be carried on with test 
procedures now available. 


Work of Drs. Strong and Steward 


Dr. Strong’s procedure is based on an 
appealing hypothesis and his results to 
date offer promise. The scoring of his 
test blank is a simple matter, and there 
are no complications such as time limits, 
or translation of raw scores into weight- 
ed scores. Dr. Strong has made no ef- 
fort to sell his blank or his procedure, 
has made no claim that he has a sure- 
fire formula. In fact, he found fault 
with our presentation of his results in 
the Manager’s Magazine, which was the 
editor’s rewrite of an article prepared 
for a_ scientific journal, because he 
thought it too favorable. But Dr. Strong 
believes he has found something useful, 
will continue his researches, and would 
welcome broad experiments by compa- 
nies in the use of his procedure. The 
Research Bureau is now assisting him 
in securing test results on 500 women 
agents throughout the United States. 


Dr. Steward’s selection procedure has 
a broader base than Dr. Strong’s, in 
that it includes a mental test, a back- 
ground knowledge examination, and a 
rating on personal history factors. 
Though the validity of the composite ex- 
amination has not been established, yet 
the preliminary results show promise and 
have a common-sense flavor. There is 
no reason why companies and agencies 
should not give his plan a tryout, pro- 
vided they regard it as purely experi- 
mental and are willing to wait a year to 
two to see what the tests prove. Accu- 
rate records must be kept, instructions 
must be carefully followed, and a con- 
siderable amount of time must be given 
if the experimental work is to be worth 
while. Then we must be prepared to 
discover that the tests are no good, that 
all our time and effort have been prac- 
tically wasted. It is only thus, however, 
that truly scientific research can be ad- 
vanced. 





Laflin C. Jones Takes Part 
In Playlet of Own Writing 


Laflin C. Jones, agency division North- 
western Mutual Life, author of several 
dramatic insurance playlets which have 
been a feature of many conventions in 
the past year, made his appearance on 
the stage in one of these playlets per- 
formed at the Life Insurance Sales Re- 
search Convention in Chicago this week. 

Other actors were Lawrence J. Evans, 
also of Northwestern’s agency division, 
and Ferdinand A. Bartlett, Milwaukee 
agent of the same company who has paid 
for $10,000,000 in the past ten years with 
only 1% lapse ratio. 

Marian Sager, Northwestern home of- 
fice, took the ingenue lead. The sketch 
joshed both the Bureau and the self-im- 
portant agency executive who thinks he 
can get along without it. Olivia Orth di- 
rected the playlet. 
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CUSTOMER LOYALTY 


and the Insurance Agent 


By O. J. Hebel, 
Berkshire Life, Newark 


Modern merchandising and selling has 
for one of its chief objectives what is 
known as customer loyalty. Having gone 
to considerable expense to secure an in- 
itial order from an individual, the aim 
of any wide-awake business house is to 
make him a permanent patron by build- 
ing good will through 100% satisfaction. 

The same holds true in life insurance. 
The preference of a policyholder should 
be for his own company, and he will be 
quite open to the suggestion of keeping 
his policy or policies in force with his 
company, and most likely to repeat buy- 
ing if he feels that his interests are be- 
ing constantly studied and served. If he 
owns insurance in another company in a 
total line you may also be able to render 
him a distinct service. One of the best 
ways to build up good will, and hence 
policyholders loyalty, is a thorough plan 
of service for the benefit of every policy- 
holder with regular periodic service calls 
in their behalf. 

You Made Them Policyholders 

Your policyholders are yours because 
you made them such. Your policyholders 
deserve no less of your thought, time and 
attention than your prospects. They 
have proved themselves your friends. 
They have listened to your suggestions, 
they have admitted your arguments, be- 
lieved your word, heeded your counsel 
and answered your appeals. Could they 
have done more? Could you have asked 
more ? 


Of course you are constantly on the 
lookout for new business—seeking and 
finding prospects, developing them into 
new clients; but do not overlook your 
old policyholders. They are one of your 
richest sources of new business. They 
should be classified as preferred clients. 
By reason of your having sold them be- 
fore you know their capacity to pay. 
You know they have passed before. No 
one knows their needs better than you, 
besides being the right type for you as 
you sold them before. 

I know of several agencies whose in- 
crease in new business ranged from 40 
to 45% in one year from old policyhold- 


ers. Keep in constant touch with them 
and their life insurance affairs. Call on 
them regularly—at least once a year, 


preferably twice a year. In many in- 
stances where my policyholders are apt 
to be solicited by my competitors I make 
it a point to keep in touch with them 
every three months, even if only in a 
passing perfunctory way. 

First keep in touch with them as a 
matter of service and, second, for the 
purpose of taking care of their increased 
insurance needs. Make your policyhold- 
ers feel that their best interests are of 
great concern to you and you are very 
desirous of rendering them real life in- 
surance service. Upon the foundation of 
confidence and good will thus earned you 
will create and maintain a permanent 
and profitable clientele. 





Part-Time Agents’ Status 


(Continued from Page 12) 


be made more difficult by unfair compe- 
tition. 

“It should be possible to find some 
practical standard for a life underwriter 
not only for each company or group of 
companies but for each locality. 

“This is not a job for insurance com- 
missioners but for home offices and man- 
agers. Home offices must bring to man- 
agers and general agents a philosophy of 
selection. Very definite steps should be 
taken and processes established leading 
to field representation improvement. 

“These steps and processes will filter 
through if they are thoughtfully worked 
out and rightly promulgated. 

“Personally, I do not see why a com- 
pany should not be as careful in passing 
upon applications for agency contracts 
as it is in underwriting applications for 
insurance. It has always seemed to me 
that an agency contract committee makes 
just as much sense as a committee on 
underwriting.” 

“Get at Roots of Problem,” Stevenson 
Says 

Mr. Stevenson said in part: “In the 
last analysis the public’s impression of 
the producers’ work will be determined 
by what the people do who are in the 
business rather than by the number of 
men we put out of the business. If we 
really want to build public appreciation 
of life insurance it is important that we 
try to get at the roots of sales resistance 
which might form a barrier to future 
growth rather than merely to break off 
a few branches here and there. 

“When I say that I think research can 
play an important part in our business 
I am not referring to the charts which 
have been submitted to all of us as a 
basis for selecting salesmen. Possibly 


in the future these charts may prove to 
be a valuable part of our equipment just 
as a scholastic aptitude test may be val- 
judging a 


uable in college student’s 


ability. 

“But, for the present at least, tests of 
this kind are still in the experimental 
stage. In our business at the present 
time, of course, we are faced not only 
with the problem of the poorly selected 
but poorly qualified agent. 

“We have the problem of keeping our 
business on the books. We have the 
problem of adjusting our contracts to 
present-day needs. In my opinion, for 
instance, the prescnt interest in old-age 
income contracts isn’t merely becaus> 
people want safe investments. I think 
this interest is, to some extent, an out- 
growth of the conditions painted in the 
book ‘Years Are So Long.’ And cer- 
tainly, if our contracts are to carry out 
financial plans, they must be adjusted to 
meet the situations which changes in our 
economic life are bound to_bring. Any 
business will fall out of step if it relies 
on traditional methods and neglects re- 
search on possible roads to improvement. 

“Progress is made, of course, when we 
turn the spotlight on existing conditions, 
and if this spotlight shows up evils we 
want to get busy ourselves in correcting 
them rather than having them corrected 
for us. 

Everyone Wants Efficiency 

“It goes without saying that every 
company is interested in maximum eff- 
ciency among its field force and realizes 
that, to a large extent, the future suc- 
cess of the business will be measured by 
their success. 

“If the companies are convinced, there- 
fore, that an improvement can _ be 
brought about by departure from present 
methods, among all of us the question 
will not be ‘Shall we change our meth- 
eds?’ but ‘How shall we change our 
methods to best advantage?’ In other 
words, I think among all of us education 
can exert a more powerful influence than 
legislation.” 
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ARE YOU ANXIOUS TO ADVANCE? 


— HERE’S YOUR OPPORTUNITY — 


The Colonial Life Insurance Company 


— of America — 


— PUBLIC SERVANT SINCE 1897 — 


Operating in New Jersey—New York—Pennsylvania 
and Connecticut 


MAKE GOOD WITH A GOOD COMPANY 





ORDINARY 


JERSEY CITY, N. J. 


GROUP 














Wayne, Indiana. 


Live leads that give a direct introduction to pros 


pects are provided field men of THE LINCOLN 


NATIONAL LIFE INSURANCE COMPANY of Fort 


National magazine advertising and direct 


mail to prospects and old policyholders supply a steady volume 


of new inquiries for LNL men. 


* * * * 





Penny a Day Policy 
Launched in Newark 


JAMES A. PRESTON MANAGER 





Hugh Hart, President American Agency 
Ass’n, Explains Low Premium Pol- 
icy of Bankers National 





The American Agency Association, 
headed by Hugh Hart, launched its sales 
campaign of the Penny-a-Day policy yes- 
terday with the opening sales meeting at 
10 o’clock in the Newark branch office 
at 901 Broad Street. 

The Penny-a-Day plan is a life insur- 
ance policy designed to meet depression 
sales resistance and written by the 
Bankers National Life of Jersey City. 
It is a non-medical policy which sells at 
an annual premium of $3.65 per unit. 
Test sales made in New Jersey showed 
splendid results. 

James A. Preston, associated for many 
years with Mr. Hart in the educational 
department of the Penn Mutual and for 
the past two and a half years general 
agent in Baltimore for the State Mutual 
of Worcester, Mass., is manager of the 
Newark office and New Jersey resident 
vice-president of the American Agency 
Association. 

An initial meeting to interest salesmen 
was held in the Douglas Hotel, Newark. 
on Wednesday. Mr. Hart was introduced 
by Graham Wells, his partner in the 
Hart-Wells-Bailey combination which is 
featuring the plan. Officials of the Bank- 
ers National present were R. R. Louns- 
bury, president; W. J. Sieger, superin- 
tendent of agents, and A. White, assist- 
ant superintendent of agents. 


LINDQUIST A LIFE PRESIDENT 

Gustaf Lindquist, new president of the 
Abraham Lincoln Life of Springfield, IIl., 
is former insurance commissioner of 
Minnesota and has been with the Equi- 
table Society for the past four years. 
He succeeds H. B. Hill who becomes 
chairman of the board. 





Field Change Made By 
Union Mutual, Portland 

PHILADELPHIA AND BUFFALO 

Earl H. Weltz & Co. Made General 


Agents in Former City; Jesse 
J. Letts in Latter 








New general agency appointments have 
been made by the Union Mutual of 
Portland, Me., in Philadelphia and Buf- 
falo. 

The new general agent in Philadelphia 
is Earl H. Weltz & Co. This firm is 
general agents for the Massachusetts 


Accident and has offices in Philadelphia, 
Camden, Wilmington, Pittsburgh, De- 
troit and Chicago. 

For many years Mr. Weltz has been 
an outstanding life and accident man in 
Philadelphia, and until quite recently 
also represented the National Life ot 
Vermont as general agent. Frederick 
Tucker, formerly general agent of the 
Union Mutual Life at Philadelphia, be- 
comes associate general agent and will 
be connected with Mr. Weltz’s office. 
Arthur Tucker, assistant general agent, 
also becomes associated with Mr. Weltz 
in the same capacity. New offices will 
be in the Lincoln-Liberty Building. 

Buffalo Appointment 

Jesse J. Letts, new Buffalo managet, 
for the past eight years has been super- 
visor in the Syracuse agency of the 
Massachusetts Mutual Life, where he 
has been a large producer. He has been 
prominent in the life underwriters asso- 
ciation where, at the present time, he !s 
vice-president. Mr. Letts assumed his 
new duties November 1. 





P. F. CLARK CLUB OFFICERS 

At a meeting of the Paul F. Clark 
Agency Club, John Hancock, Boston, 
Walter C. Knowles was elected president 
and Esther J. MacKay and Hancock 
Dorr vice-presidents. 





Novet 
a 


S—— 


— 


















2, 1934 


ee 


R, Ine, 





) pros. 
COLN 
f Fort 
direct 


olume 


FFALO 
General 


se 


its have 
tual of 
id Buf- 


delphia 
firm is 


husetts [ 


lel phia, 
h, De- 


s been 
man in 
ecently 
ife of 
-derick 





of the 
ia, be- 
id will 
office. 
agent, 


Weltz 


2s will 


x 
3° 


nager, ff 
super- 
f the 
re he § 
; been 
asso- — 
he is 
‘d_ his 


RS 

Clark 
oston, 
sident 
ncock 













November 2, 1934 











(ows on the (‘ommon¢ 


Ridiculous today, such a sight would not have aroused 
even a passing thought in the minds of Bostonians one hun- 
dred and fifty years ago. 


Originally laid out as 
“a plan for a trayning field ... and for the 
feeding of cattel,” 


Boston Common, a world-famous spot has built its 
modern reputation on a calm dignity and restful security 
from the teeming world around it. 


The Columbian National Life Insurance Company has 
earned its reputation through square and honorable business 
methods. 


And it is a faithful source of pride, security and profit to 
those who, as policyholders and as agents, are guarding its 
integrity. 


THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


HOME OFFICE - - BOSTON, MASSACHUSETTS 


A NEW ENGLAND INSTITUTION 











THRIFT 
IS NOT ENOUGH 


It is not enough to be thrifty; to put aside a portion, however small, 
of the family income. One must be sure that the savings, often accu- 
mulated at great sacrifice, will be available when required. 





Those institutions which have weathered the past few years have proved 
their strength and dependability. 





Life Insurance, for example! Day by day, month by month, year by 
year, life insurance companies have continued to meet their obligations 
dollar for dollar, without postponement, without discount. 





During the three years 1931-32-33, the Sun Life paid to policyholders 
and beneficiaries the sum of $328,000,000, an equivalent of $364,000 
for each working day. 






From time of organization to December 3!st, 1933, the Company paid 
to policyholders or their dependents the remarkable total of 
$800, 170,033. 


There is a Sun Life policy for every require- 
ment and a trained Sun Life representative 
ready to give you expert advice on request. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA _ | 


Head Office: MONTREAL 

















GUARDIAN LIFE 


NEWS 


“JUNIOR PREMIUM GUARANTOR” 
MAKES SALES! 



































Experience—in the form of sales—has proven that in the 
new Junior Premium Guarantor, Guardian Agents have an 
effective means of increasing interest in, and facilitating the 
sale of insurance on the lives of the junior partners in the 
home—sons and daughters ten years of age and older. 


Guardian men and women tell us that the contract is a winner. 








It helps close sales . . . it adds commission dollars. 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


Established 1860 
50 UNION SQUARE NEW YORK CITY 











| 








reasons. why 
Occidental Life zs. 
“Winning the West 


|. Highly-saleable life insurance policy forms. 
2. A company of unquestioned financial stabi ity. 


3. A highly-satisfactory, liberal agency bonus 
contract. ». 


4. An outstanding advertising program that fur- 
nishes real live leads. 


Here are the four reasons why the Occidental Life Insurance Company 
of California has just concluded a banner year—why it will win still 
higher production marks during 1934. 


Agencies now in western states, Alaska, Canada, Hawaiian Islands and 
treaty ports of China. Openings available for live and aggressive 
agencies and men. 


Occidental Life Insurance Company 
of California 


Old line legal reserve Life, accident, health 


Home Office, 548 South Spring St., Los Angeles, Calif. 
V. H. JENKINS, Vice President, in charge of production. 
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sittin Experience With Agent 
Rating System Found Helpful 


Frank F. Weidenborner, superintend- 
ent of agencies for the Guardian Life, 
told of the Guardian’s initial study of 
facts disclosed by that company’s rating 
system. The study covered the group of 
full-time agents appointed by the Guard- 
ian between July 1, 1932, and June 30, 
1933, using each agent’s first contract 
year following appointment. The rating 
chart developed by the Guardian had its 
inception in the study of 21,000 agents re- 





F. F. WEIDENBORNE R 


ported in 1931 by the man-power com- 
mittee of the Bureau. 

Particular attention to the conclusions 
reached from that study regarding pre- 
vious occupation, age of the agent at date 
of contract, and previous education, led 
to the incorporation of these factors in 
the Guardian’s system. To them were 
added factors of marital status, financial 
status, years in community, and whether 
prospective agent was employed at the 
time. 

A point scale was adopted for each 
item, having a maximum score of twenty 
points in the aggregate. Similarly, a 
penalty point table was devised and in- 
cluded on the chart. With the scale thus 
arrived at, the Guardian applied it to its 
existing organization as a direct test be- 
fore presenting it to the company’s man- 
agers in January, 1932. 

A result of this preliminary study was 
the decision that, in order to have a rea- 
sonable chance of success, a prospective 
agent should have a net score of at least 
sixteen points on the chart. 

Aid in Selection and Recruiting 

The chart was not only helpful to the 
managers in selecting agents, but also 
constituted an effective point in his re- 
cruiting sales talk. 

The Guardian’s organized recruiting 
method, in its presentation of selling life 
insurance with the Guardian, maintains 
that the company assumes a responsi- 
bility when it inducts a man into the 
business and therefore he must qualify 
for the work in the manager’s judgment. 
Use of the chart for this purpose makes 
a favorable impression on the right type 
of prospective agent. The chart clearly 
indicates to the manager some of the 
new agent’s strong points and, more im- 
portant, his weak ones. 

Knowledge of these facts is equally 
helpful to the agent in establishing him- 
self successfully in the business and the 
picture disclosed by his rating chart af- 
fords the prospective agent a reasonable 
basis on which to judge his probable 
chances of success in life insurance sell- 
ing as measured by the general averages. 

The question of agent’s ability to fi- 





nance himself; essential details around 
which a budget can be set up for the 
agent; emphasis on agent’s prospecting 
problem; and a guide to probable results 
through comparing the agent’s chart with 
the facts disclosed in the study previous- 
ly referred to regarding age, education 
and former occupation, are all benefits 
accruing to both manager and agent from 
the use of the chart. 


80% of Business From Acceptably 
Rated Agents 

An extensive series of charts was pre- 
sented by Mr. Weidenborner, giving the 
results of the Guardian’s experience. 

Of the group of new agents appointed 
71% rated sixteen points or better. These 
men accounted for 80% of the business 
paid for during the first contract year 
by all men appointed. A general tenden- 
cy was found for the average production 
of agents in each rating class to be less 
for each successively lower rating. 

Another interesting observation made 
by Mr. Weidenborner showed the experi- 
ence of these agents in the company’s 
educational correspondence course, en- 
rollment in which is compulsory for all 
new agents. Of the agents graduating 
from this course of study 76% had rat- 
ings of sixteen points or better on their 
charts. 





Questionnaire Reveals Facts 


About Non-Producing Agents 

E. C. Sparver, director of agencies. 
Reliance Life, told the Sales Research 
Bureau convention of a questionnaire on 
all non-producers which was made in 
August. The company had 364 chronic 
non-producers. The analysis showed that 
fifty-three of them were part-timers, 72% 
were married and 56% had no children, 
62% had other employment, 42% had no 
sales training and 7% had had no field 
assistance, 64% kept no daily or weekly 
records, 

These men will be eliminated by the 
company. The Reliance managers’ con- 
ference of last February was given over 
almost entirely for four days to the sub- 
ject of motivation. 


North Elected Chairman 





HENRY E. NORTH 


Henry E. North, second vice-president 
Metropolitan Life, is the new chairman 
of the executive committee for the Asso- 
ciation of Life Agency Officers. 





WOODWARD, RYAN, SHARP, 
DAVIS & HEZLETT 


Consulting Actuaries 


Jonathan G. Sharp, 
Evelyn M. Davis, 
Edward H. Hezlett, 
Partners 

W. Harold Bittel, 
Robert S. Hull, 
John Y. Ruddock, 

Associates 

Ninety John Street, New York, N. Y. 











How Canada Cos. Dealt With 
Unfit Told by J. G. Parker 


One of the most interesting papers at 
the Life Insurance Sales Research Bu- 
reau convention at Chicago this week 
was the discussion by J. G. Parker, Im- 
perial Life, on how Canadian companies 
are meeting agency problems there. He 
told how a joint committee of agents, 
company men and underwriters’ associa- 
tion representatives is bringing uniform- 
ity in the production end of the field and 
making it less overcrowded. 

Men who have not proved their ability 
to earn a livelihood in their first two 
years are being eliminated. The mini- 
mum production requirement has already 
been given wide publicity. Mr. Parker 
said that the agreement between com- 
panies is being respected and is definitely 
improving agency conditions. It is some- 
thing more than a gesture, he said. 


PRAISES BUREAU’S PERSONNEL 


E. B. Stevenson, Jr., vice-president Na- 
tional Life & Accident, was chairman of 
the first session of the Life Insurance 
Sales Research Bureau convention in 
Chicago. In talking about the Bureau’s 
board of directors he said it consisted 
of fifteen men, all of whom take an active 
interest, and that the executive commit- 
tee, which consists of five members, at- 
tended a three days’ conference in Hart- 
ford. He highly praised the personnel. 








NEW DIRECTORS FOR BUREAU 


Five new members named to the board 
of directors for the Life Insurance Sales 
Research Bureau are O. J. Arnold, presi- 
dent Northwestern National ; George H. 
Chace, assistant secretary in charge of 
Ordinary Agencies, Prudential; Frank P. 
Samford, superintendent of agencies, Lib- 
erty National; J. G. Stephenson, agency 
vice-president. London Life, and D. C. 
MacEwen, vice-president and _ superin- 
tendent of agencies, Pacific Mutual. 





FOUR COMPANIES JOIN BUREAU 


Four additional companies have joined 
the Life Insurance Sales Research Bu- 
reau. The new members are the Farm- 
ers and Bankers, Wichita, Kan.; Great 
National, Dallas, Tex.; New World, Se- 
attle, Wash.; Standard Life, Pittsburgh. 





VICTOR R. SMITH ON HAND 


Victor R. Smith, general manager and 
actuary, Confederation Life, Toronto, 
who had a siege of seven months in the 
hospital, is attending the Bureau and 
Life Agency officers’ convention and 
looks in fine health again. 





Agency Men Special Guests 
At Chicago Ass’n Meeting 


Chicago, October 31—Among agency 
men who were special guests at a meet- 
ing of the Chicago Association of Life 
Underwriters held yesterday attended by 
500 members of the association were 
Joseph C. Behan, second vice-president, 
and W. M. Benton, superintendent of 
agencies, Massachusetts Mutual; Henry 
Schafer, manager of general’ agencies, 
John Hancock, and Frank H. Davis, vice- 
president in charge of agencies, Penn 
Mutual. 

John A. Stevenson, home office general 
agent, Penn Mutual, was chief speaker. 


_, 


Agents of the 


EASTERN LIFE 


Insurance Company 
of New York 


Are Earning More Money by Selling 
Our 
“Insurance with Annuity” 
Policies 


Illustrations sent on request for individual 


ages. Annuities at Ages 50-60-65. Options at 
maturity per $1,000. 

At 55 At 60 At 65 
Cash .. ... $1606.84 $1434.07 $1279.55 
Cash ....... 1040.69 807.15 591.31 
Paid-up Ins... 1000.00 1000.00 1000.00 
Paid-up Ins... 2838.00 2287.00 1859.00 


303 FOURTH AVENUE, N. Y. CITY 
Telephone: GR. 5-1060 











Resolution Praises Work of 


1934 F.I.W. Committee 
Chicago, Oct. 31—The splendid work 
of the Financial Independence Week in 
1934 was praised today in a resolution 
adopted by the Life Insurance Sales Re- 
search Bureau convention. It was offered 
by William Thomas Grant, president of 
the Business Men’s Assurance Co. 

Chairman Henry E. North, in reciting 
events of Financial Independence Week, 
said that it was the most outstanding co- 
operative effort which has yet been made 
in insurance business. He said that the 
upward trend of life insurance in 1934 
started with Financial Independence 
Week. 

Chairman North is against making Fi- 
nancial Independence Week a mere sales 
campaign. He thanked the National As- 
sociation of Life Underwriters for what 
their members did. Mr. North said that 
John Marshall Holcombe, Jr., manager 
of the Life Insurance Sales Research Bu- 
reau, secured the letter from President 
Roosevelt about Financial Independence 
Week and that the response to’ the let- 
ter was remarkable. 

The Life Insurance Sales Research Bu- 
reau sold 2,500,000 copies of Bruce Bar- 
ton’s book, requests having come from all 
parts of the world. 

John A. Stevenson, chairman of the 
session, said that the entire Life Agency 
Officers’ Association is behind Financial 
Independence Week. The 1935 Finan- 
cial Independence Week activities will 
be greater than ever. The new chairman 
will not be announced until later. 

George L. Hunt, vice-president and su- 
perintendent of agencies of the New 
England Mutual, thought that the edu- 
cational side of Financial Independence 
Week was one of the best things about 
the week, and he thought that the inter- 
cst should continue throughout the year 
with Financial Independence Week as 
the climax. 

George H. Hunt, chairman of the Ca- 
nadian Life Underwriters’ Association 
told of Canadian Financial Independence 
Week. 





Jaeger Bureau Chairman 


Chicago, Oct. 31—W. W. Jaeger, vice- 
president, Bankers Life of Iowa, is the 
new chairman of the executive committee 
of the Life Insurance Sales Research 
Bureau. The other members who were 
elected are J. C. Higdon, Business Men’s 
Assurance; H. W. Manning, Great West 
Life; F. B. Wilde, Connecticut General, 
and A. L. Dern, Lincoln National. 
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Changes In Agents’ Compensation 


Plan Disapproved By O. J. Arnold 


Would Not Solve Problem, President of Northwestern Na- 
tional Life Believes; Reviews Home Office Responsi- 


bility Toward Field 


The responsibility of the home office 
to the soliciting agent was discussed at 
length by O. J. Arnold, president of the 
Northwestern National Life of Minne- 
apolis, at the Agency Officers-Research 
Bureau Meeting and his conclusion, 
reached after going over many angles of 
the situation. was that the greatest pres- 
ent responsibility lies in getting the 
agency force to use properly all of the 
assistance in sales methods at its com- 
mand. 

Suggested financial re-arrangements or 
changed commission bases are but tem- 
porary, he said, and while it -has been 
necessary to take certain steps during 
the low-production years just past to pre- 
ferve the better agents struggling with 
conservation difficulties and loss of mar- 
ket, those measures have not fully met 
the situation under conditions that have 
prevailed. 

“I say this with full recognition of the 
fact that by and large we have had but 
mediocre success in getting our agency 
organizations to function in accordance 
with the plans and programs that have 
been developed both by the Bureau and 
by the home office organizations of our 
member companies,” Mr. Arnold said. 
The rank and file has not made general 
adoption or sustained use of such im- 
proved methods. “I firmly believe that 
a more intensive program than has as 
yet been generally attempted to lead our 
agents to the sustained use of upper level 
selling methods will make it possible for 
any agent possessing a modicum of sales 
ability, as demonstrated by a production 
of not less than $60,000 or $70,000 annu- 
ally under ordinary procedures and pres- 
ent conditions, to step into a higher pro- 
duction bracket.” 

One reason why many agents are mak- 
ing but intermittent use of plans and 
procedures recommended by home offices 
is that these plans are more or less un- 
related and therefore confusing to the 
agent. 

Suggests Special Staff of Supervisors 

Use of a staff of special supervisors or 
field instructors, not attached to any par- 
ticular agency but rotated several times 
a year, was suggested by Mr. Arnold to 
accomplish the job that agency meetings, 
sales conferences and the excellent work 
of general agents and managers have 
somehow failed to do; teach the agents 
to conform in their everyday selling to 
the routines which their companies have 
found will work. One or more supervis- 
ors would be attached to each agency, 
paid by the general agent, not displacing 
existing supervisors. 

“The cost of such a staff of men, since 
they would instruct only those agents 
who had demonstrated their ability to 
produce—a relatively small proportion of 
the total agents—would not be excessive. 
Certainly such an expense to conserve 
the tremendous investment in our agency 
plants is as justifiable as the similar ex- 
penditures we are making to conserve our 
mortgage investments and to operate and 
dispose of our real estate holdings. 

Sound Financing Possible 

“The financing of agents has long been 
a practice of life insurance companies 
but unfortunately much of the financing 
in the past and during the earlier years 
of the depression has consisted of ad- 
vances secured not only by first year 
commissions but by the value of future 
renewals, with the result that many an 
agent finds that his renewal commissions 
now needed to bolster up his income have 
been to a great extent hypothecated. 

“Such a method of financing not only 
has been no kindness. to the continuing 
agent but has been costly to the com- 
panies through over-financing of promis- 





Biackstone-Western 


ARNOLD 


O. J. 


ing men who failed to develop as it was 
expected they would. It seems to me 
that any plan of financing which runs 
an agent into debt or permits him to live 
on borrowed money is basically wrong 
and in justice to the agent should be 
avoided. 

“It can be avoided by the adoption of 
a plan consisting of making available to 
the agent at the time he writes the busi- 
ness the major portion of the full first 
year commission whether he takes set- 
tlement on an annual, semi-annual, or 
quarterly basis, and whether he gets cash 
or takes a note. It goes without saying 
that only business of good quality should 
be financed. Not only can good agents 
be put to work but old agents retained 
by the use of this method.” 

Tables Show Earnings for Last 
Four Years 

Reviewing the happenings of the past 
five years in the life insurance business 
Mr. Arnold presented a series of tables 
showing how income to agents has drop- 
ped since 1930. 

Sixty companies in four different class- 
es in 1933 paid to their agents 50.1% of 
what they had paid in first year com- 
missions in 1930. First year premiums on 
insurance were only 44.9% of the 1930 
figure; annuities were 198.5%. Renewal 
commissions paid in 1933 were 77.1% of 
those in 1930. 

The salesman has played an important 
part in building all business and industry. 
In life insurance his place has been an 
especially important one, said Mr. Arn- 
old, and millions of dollars have been 
spent building agency forces to their 
present strength and efficiency. In the 
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last four years the sale of smaller aver- 
age sized policies and higher percentage 
of term and other low-premium policies 
has severely cut the agent’s income. 

First year commissions decreased 50% 
from 1930 to 1933. Renewal commissions, 
however, dropped only 22%. Total com- 
pensation, therefore, dropped only 39%, 
which is not nearly as deep as the drop 
in national income. These figures, Mr. 
Arnold believes, to a certain extent over- 
state the drop since they include many 
men who were fair-weather agents and 
now have passed out of the business; 
also new men replacing the others whose 
income expectations are not quite so high 
as yet. 

Older Man’s Problem 

The older man has had to give a large 
part of his time to conservation and at 
the same time has had to build a new 
prospect file from a different class of 
buyers. “His job has been much more 
difficult than that of the new man. He 
deserves and should have every consid- 
eration.” 

Mr. Arnold gave it as his opinion that 
while the issuance of annuities, both an- 
nual premium and single premium, is a 
proper function of a life insurance com- 
pany, when the annuity forms include 
provision for a cash value, easily ob- 
tainable, it is a perversion of life insur- 
ance and approximates a banking func- 
tion. The same is also true of single 
premium life and annuities in the same 
contract. “Only on the ‘made work’ the- 
ory can placing these contracts in the 
hands of agents be justified,” said Mr. 
Arnold. Furthermore, annuities are and 
for years have been unprofitable even 
in times of good interest, and even higher 
premiums may not help, as they increase 
selection against the company. 

Policies at the other extreme—term in 
combination with whole life in various 
degrees—are sound and have done much 
to uphold the agents’ income. 


Rewritten Business High Lapse Rate 


Lapse ratio on rewritten business is 
even higher than on policies encumbered 
with loans, Mr. Arnold pointed out, al- 
though rewritten policies may be more 
subject to lapse, inasmuch as they are 
often the result of request by the policy- 
holder for surrender. New business com- 
ing from rewritten policies has not been 
particularly large, reaching a maximum 
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of 15% in 1932 and dropped to less than 
9% so far in 1934. “Notwithstanding ad- 
verse experience I am not prepared to 
say that rewriting was a mistake. It has 
been of great value in holding up incomes 
of agents in distressed agricultural areas 
even though commission was substantial- 
ly reduced.” During 1934, first nine 
months, only sixteen Northwestern Na- 
tional policies were reported as being 
replaced in other companies. In 1933 
there were only seventeen. 
Financing Agents 

“All that a sound system of financing 
can do for an agent is to give him the 
benefit of his first year commissions at 
the time he produces the business. If 
to keep an agent in the business it is 
necessary to go beyond that point and 
make excessive advances which include 
loans against renewals, we might as well 
take the bull by the horns and pay first 
year and renewal commissions at one 
time. 

“Certainly any modification in the 
agent’s compensation by whatever meth- 
od it is accomplished must, if it is to 
benefit him, involve a revision upward in 
his rate of compensation, or must mak« 
available to him in a shorter period a 
larger proportion of what he now re- 
ceives over a period of ten years. The 
former would increase acquisition cost 
permanently unless it took the form of 
a temporary subsidy since it would be 
extremely difficult at a later date to mak« 
a revision downward without disturbance 
to the agency forces. The latter modi- 
fication, entailing larger immedate out- 
lays though the ultimate cost might not 
be increased, would not be possible for 
many companies because of statutory ex- 
pense limitations in states in which they 
are operating.” 

Compensation Suggestions Disapproved 

As to paying agents partly on a salary 
basis, Mr. Arnold thinks that the duties 
of an agent are not sufficiently defined 
to be readily adaptable to a salary com- 
pensation. Basing part of commission on 
increase of agent’s insurance in force is 
doubtful at a time when all companies’ 
insurance in force is decreasing. Man- 
agement costs would be increased by any 
revision upward in agents’ commissions, 
and costs are already high due to low 
interest, high reserves. 

“While I do not mean to infer that | 
would turn a deaf ear to a modification 
of agents’ compensation, I would be ex 
tremely hesitant to discard or disturb a 
plan of compensation upon which Amer- 
ican life companies have been built to 
their present size and strength until oth 
er methods of increasing the agents’ in- 
come have been tried and failed. In the 
meantime careful thought and exhaustive 
study should be given the subject.” 
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LABORATORY CAR DRIVING 
TESTS 
psychological 


Interesting experiments 


are being conducted in the Massachu- 
setts State College at Amherst under the 
sponsorship of the Governor’s committee 
on street and highway safety which give 
promise of measuring a prospective car 
driver’s proneness to accident even be- 
fore he drives his first mile. The pur- 
pose is not to test relative skill in ma- 
nipulating the controls but to reveal un- 
suspected, fundamental defects existing 
in many men and women such as slow- 
ness in reacting to emergencies, lack of 
attention, extra sensitivity to bright 
lights, inability to judge relative speeds 
or spaces and the like. 

From an insurance point of view these 
experiments, important in themselves as 
an avenue of approach to the automobile 
accident problem, take on added signifi- 
cance when it is learned that practical 
accomplishments along similar lines in 
England have been so definite that two 
of the 
panies are granting 5 and 10% rebates, 


largest British insurance com- 
respectively, on insurance premiums for 
drivers who obtain Class A or Class B 
National Institute 
This organiza- 


certificates from the 
of Industrial Psychology. 
tion is offering tests resembling in prin- 
ciple those being developed at Amherst. 

The Amherst undertaking is the idea 
of Dr. Harry R. DeSilva, professor of 
psychology at the college, who is per- 
fecting laboratory apparatus with gov- 
ernment aid, as an E.R.A. project. The 
insurance business will undoubtedly be 
the gainer as the result of his delving 
into the comparatively great unexplored 
Although 
tests of this type are by no means new 


field of a motorist’s reactions. 


most of them heretofore have been so 
complicated and smacked so much of the 
laboratory as to make motorists skeptical 
of their practical application. Dr. De- 
Silva’s aim is to create tests which vir- 
tually duplicate actual road conditions 
yet which are scientifically accurate. 
Strange sights meet a visitor’s eye in 
the Ambherst laboratory. 
Seated in special “custom built” bodies, 


psychology 


undergrads and co-eds are gripping steer- 
ing wheels and peering intently at a mov- 
ing landscape in front of them. Other 
students in similar “vehicles” are watch- 
ing for the flash of traffic lights, hur- 
riedly slamming on the brakes and hav- 
ing their reactions timed automatically 


by time recorders. In a dark section of 


the loft a pair of headlights throw irri- 
tating beams into the eyes of 


other 





“drivers” who try to follow the move- 
ments of a black disk, which might be 
considered to be playing the role of a 
pedestrian. 

Among the conclusions reached by Dr. 
DeSilva of interest to insurance people 
are these: Younger drivers perform bet- 
ter than their elders on the brake reac- 
tion tests. On the steering test they have 
not done as well, apparently not main- 
taining the degree of concentration nec- 
essary for its successful performance. 
Women have been found about on a par 
with men on the brake test but were 
relatively poorer at the steering test. So 
long as no “emergency” appeared in their 
field of noted, women 
showed average driving skill, but as soon 
as unexpected confronted 
them they became rattled and in many 
cases lost their heads. 

A direct result of the DeSilva tests 
may be its recommendation to the Mass- 
achusetts registry of vehicles 
where drivers with known accident rec- 
ords could be given a chance to check 
further on their physical reactions by 
In addition selected 


vision, it was 


conditions 


motor 


means of the tests. 
firms having large fleets of commercial 
vehicles are also in a position to profit 
by so practical a method of disclosing 
driving weaknesses. 





TURNING ATTENTION TO SHIP 
FIRES 

As the fire loss record in this country 
covering buildings and contents contin- 
ues its downward trend, those interested 
in seeking ways and means to control 
abnormally high losses are turning their 
While most 
local agents are not directly affected by 
ship fires, their companies certainly are. 
Multiple line fire companies, having ma- 
rine departments, and casualty and life 


attention to the seaboards. 


companies are all called upon to pay 
various types of losses when a ship burns 
at sea with resultant heavy loss to life 
and property. 

The problem of getting at the causes 
of these too frequent disasters at sea 
does not, therefore, rest entirely on the 
shoulders of marine underwriters, as far 
as insurance is concerned. Since Octo- 
ber, 1924, just ten years ago, there have 
been at least sixteen major ship fires, 
with combined losses exceeding $45,000,- 
000. More startling is the fact that ten 
of these fires, with total losses of $37,- 
000,000 or over, have occurred since Feb- 
ruary, 1930, a pericd of less than five 
years. These figures challenge the best 
brains which can be marshaled in the 





RICHARD V. GOODWIN 


Richard V. Goodwin, Eastern vice- 
president of the Fireman’s Fund Indem- 
nity, is one of the most prominent mem- 
bers of the New York chapter of the 
Sons of the American Revolution and 
was re-elected its second vice-president 
at the annual meeting on Wednesday. 
This is Mr. Goodwin’s eighth consecutive 
term in that office, having been pre- 
viously secretary and historian. One of 
his chief S. A. R. interests has been the 
anti-communist movement and. a speech 
he delivered a few years ago called “Re- 
move the Menace by Realizing the Ideal” 
has had half a million circulation. He 
has also given frequent radio addresses 
on patriotic education during recent 
years. 

* * x 

C. A. Ludlum, formerly vice-president 
Home Insurance Co., will sail in January 
on a trip around the world. It will be 
his second trip around the globe, last 
trip having been made two years ago. 





campaign to prevent a duplication of 
such losses in the next five years. 

The “Morro Castle” tragedy has served 
to stimulate real action in this country 
in the direction of improved fire preven- 
tion methods at sea. Not that various 
interests haven’t been working intelli- 
gently and painstakingly on this prob- 
lem for years here and abroad, but there 
has undoubtedly been a certain lack of 
co-ordination and evidently considerable 
effort has gone to waste. Probably now 
we will witness an encouraging increase 
of co-operation with the Federal Gov- 
ernment lending assistance in the form 
of such rulings and legislation as may be 
considered essential to carry out conclu- 
sions which are reached in the near 
future. 

The National Fire Protection Associa- 
tion within the last year has formed a 
marine division for the express purpose 
of bringing together shipowners, ship- 
builders, shippers and underwriters in a 
united effort to remove as far as possi- 
ble potential causes of ship fires. There 
is every indication that considerable 
progress in the direction of reducing ship 
fire losses will be made in the coming 
twelve months. For humanitarian and 
economic reasons alike such progress 
will be appreciated throughout the world. 











E. K. SCHULTZ 


E. K. Schultz of E. K. Schultz & Co. 
Philadelphia, has written an article about 
Germany in the agency publication of 
the Millers National. Mr. Schultz went 
to Germany as one of the descendants 
of a family which with 186 other families 
left Silesia two hundred years ago to 
settle in Pennsylvania. Everywhere the 
Americans were most cordially received. 
They saw many of their old homesteads 
and relatives. All along the route their 
coming had been heralded, and in most 
cities and towns of Silesia there were 
official receptions. Ariving in Berlin they 
were entertained by the Lord Mayor. 
“All other languages but Pennsylvania 
German were forbidden,” wrote Mr. 
Schultz, “and half of our party could 
speak that dialect. It created no end of 
fun.” Mr. Schultz praises conditions in 
Germany highly, and called particular 
attention to the beautiful farms and to 
the suburbs where thousands of small 
houses on small lots are located amidst 
most attractive gardens and flower beds. 


Joseph R. Knowlan of the map survey 
office of A. R. Schmidt & Co. in Phila- 
delphia, secretary of the Insurance So- 
ciety of Philadelphia, wielder of the 
goose quill of the Penn Pond of the Blue 
Goose and deputy most loyal grand gan- 
der of the same organization, is being 
put forward by his friends and associates 
as a candidate for membership in the 
grand nest and grand keeper of the gold- 
en goose egg. The 1935 annual meeting 
and election of officers comes next fall at 
Atlantic City. Mr. Knowlan already fills 
the office of deputy most loyal grand 
gander for the Eastern district, compris- 
ing New York City and the states of 
Pennsylvania, New Jersey and Maryland, 
and is serving in that post for the fourth 
consecutive year. He is connected by 
close ties of friendship with Samuel A. 
Mehorter of the Home fleet of New 
York, chosen most loyal grand gander 
at the Omaha meeting. Mr. Knowlan 
was originally a member of the New 
York City Pond and was active in the 
organization of Penn Pond in the Phila- 
delphia area, of which he was a charter 
member, and has held the office of 
wielder of the goose quill since the Pond 
was founded. 

- s 

Byron S. Watson, new president, was 
elected a director of the Rhode Island 
in February, 1914, following the death of 
his father, Arthur H. Watson, who had 
long been a director of the company. 
Byron S. Watson became a director 0 
the Merchants in 1923 and has held the 
position of chairman of the boards of 
both companies since 1932. 
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Only 17% of Family Heads in New 
York City Native Whites 

The heads of more than half of New 
York City’s 1,722,954 families are foreign 
born, the Research Bureau of the Wel- 
fare Council of New York City reveals 
in its latest publication, “Heads of Fam- 
ilies by Color and Nativity and Country 
of Birth of Foreign Born Head by 
Health Areas.” About 24% or 418,132 
heads of families are native white of for- 
eign or mixed percentage; about 5% or 
81,184 families have as their heads either 
Negros or persons of other color, and 
only 17% or 290,809 are native white of 
native parentage. Of the 54% or 932,829 
families which have foreign born heads 
the largest number, 201,168, were born in 
Italy. Russia furnished the second larg- 
est quota, 195,113. 

* * * 


The W. A. Earls Family 


In the October issue of The National 
Fieldman, published by the National 
Surety Corporation, the front page pic- 
ture consists of W. A. Earls, president 
of the Earls-Blain Co., Cincinnati, and 
his three sons. The youngest son, John, 
is receiving surety training in the home 
office of the National Surety Corp. Wil- 
liam and Tom, twins, are connected with 
the agency. Tom specializes in marine 
insurance and William in the life end of 
the business. 

The Earls-Blain Co. is the result of 
the consolidation of several agencies ac- 
quired by Mr. Earls in Cincinnati. Mr. 
Earls was president of the Cincinnati 
Fire Underwriters for three years and 
is now a trustee of the Ohio Associa- 
tion of Insurance Agents. He is promi- 
nently identified with both state and na- 
tional association work and is one of 
the most widely known agents in Ohio. 

Walter Fisher is in charge of the sure- 
ty development of the agency, assisted 
by Charles C. Cauttrell, formerly assistant 
manager of the National Surety’s Pitts- 
burgh branch office. 

x * * 


Insurance Men on Tax League’s 
Executive Committee 


_W. E. Mallalieu, general manager Na- 
tional Board of Fire Underwriters, and 
Senator Isaac Miller Hamilton, president 
Federal Life, Chicago, are members of 
the executive committee of the Ameri- 
can Taxpayers League, Inc., which has 
its offices in the Munsey Building, Wash- 
ington, D. C. 

The League takes the position: Confis- 
catory taxes in whatever form levied are 
non-recurring and at best an expediency. 
During the devouring process they may 
temporarily fatten government, but the 
bones of industry afford no sustenance 
for defaulting governments or unem- 
ployed people. As a permanent or tem- 
porary source of revenue confiscatory 
levies should be eliminated from consid- 
eration in any revenue system. They 
are always a weapon of destruction and 
never an implement of progress. No 
Productive industry, whether farm, fac- 




















tory or intermediate agency between the 
producer and consumer, can absorb any 


additional taxes. The tax must be so 
laid that it passes its full weight on to 
the ultimate consumer with minimum 
cost of collection. 

The American Taxpayers League, 
Inc., also favors a sales tax. Its posi- 
tion on the subject is as follows: “A 
gencral sales tax be employed by govern- 
ment as a major source of revenue, the 
proceeds to be applied to the reduction of 
destructive levies.” 

The American Taxpayers League, Inc., 
gives the following as the gist of sales 
tax argument: “It will produce revenue 
without destroying values. The taxpayer 
by thrift and economy can save it either 
wholly or in part. It is a cash tax. It 
does not confiscate property. It makes 
all the people tax conscious. It can never 
sell a home or farm for taxes.” 

* * * 


Biographical Items 

A pleasant way of spending an hour is 
to read the insurance biographies in the 
new 1934 edition of the Encyclopedia of 
Insurance in the U. S., published at 206 
Broadway, and edited by G. Reid Mackay 
and Prof. S. B. Ackerman. A few items 
which attracted my attention follow: 

H. R. Waite, president of the Agricul- 
tural, entered the insurance business as 
a mail clerk of the company of which 
he is now the head. 

There are two men in the book named 
John M. Thomas. One is the president 
of the National Union Fire, and he be- 
gan his career in a Kansas local agency. 
The other is the vice-president ‘of the 
National Life of Vermont and his career 
has included the presidencies of three 
colleges: Middlebury, Penn State and 
Rutgers. 

Henry Cobb Stebbins, Cobb & Steb- 
bins, Denver, is the third generation of 
his family in the agency established by 
his grandfather, Charles D. Cobb 

James Gibbs, president Excess Insur- 
ance Co., New York, was at one time 
sanitary engineer of the Pennsylvania 
Health Department, and was construc- 
tion engineer of the Pennsylvania Steel 
Co. (now Bethlehem Steel Co.) and of 
the Pennsylvania Railroad. 

William W. Gilmore, manager Pacific 
Coast Department, London & Lan- 
cashire, was in civil engineering work on 
the Coast after leaving college. 

Carroll L. De Witt, assistant U. S. 
manager Eagle, Star & British Domin- 
ions, was one of the charter members 
of the Blue Goose. 

Charles E. De Long, general agent 
Mutual Benefit, New York, was a teach- 
er of science in the Pennsylvania Mili- 
tary College. 

Everett W. Nourse, U. S. manager 
London Assurance, began his business 
career with the American Tobacco Co. 

J. P. Yort, vice-president Acacia Mu- 
tual Life, was once a life insurance man 
in Denmark. 

J. M. Wennstrom of the Svea was a 





division engineer for a railroad in Swit- 
zerland. 

John S. Tunmore, Provident Mutual, a 
general agent of Provident Mutual in 
New York, was a _ well-known polo 
player. 

Edgar J. Sloan, vice-president of the 
Aetna (Fire), was once a machinist. 

E. G. Simmons, vice-president Pan 
American Life, practiced dentistry when 
a young man. 

Walter B. Cruttenden, vice- president, 
Springfield F. & M., practiced law in 
New Haven for several years. 

G. Reid Mackay, editor of the Cyclo- 
pedia of Insurance, came to the U. S. 
when 22 years old and for five years 
engaged in railroad construction work 
on the Pacific Coast. 

James L. Madden, third vice-president 
of the Metropolitan Life, is a member 
of the New York State bar. 

W. E. McKell, president New York 
Casualty, was speaker of the Utah house 
of representatives. 

William A. McConnell, U. S. manager 
of the Century, was once Irish manager 
of that company. 

Griffin M. Lovelace, vice-president 
New York Life, early in his career was 
agency director for one of the company’s 
former Paris branch offices. 

William Leslie, associate general man- 
ager, National Bureau of Casualty & 
Surety Underwriters, was formerly ac- 
tuary of the California State Compen- 
sation Insurance Fund. 

James F. Little, vice-president and ac- 
tuary of the Prudential, was with the 
Mexican insurance department for a 
year. 

O. E. Lane, president of Fire Associa- 
tion, was at one time with the Western 
Electric Co. in Chicago. 

Charles H. Keating, president of the 
Lumbermen’s Mutual, Mansfield, O., was 
for eight years an official of the U. S. 
Treasury Department. 

E. G. Seibels, manager, Cotton Fire & 
Marine Underwriters Department, was 
a page in the South Carolina Senate. 

Harry L. Seay, president Southland 
Life, is also president of the American 
Rio Grande Land & Irrigation Co. 

Frank W. Sargeant, president New 
Hampshire Fire, was master mechanic 
of the old New York and New England 
K...m: 

T. A. Phillips, president Minnesota 
Mutual, was once in the actuarial de- 
partment, New York Life. 

* * * 


Never Die Broke 


One of the most interesting items in 
British papers is the amount of money 
which members of Lloyd’s leave when 
they die. In the British papers early in 
October announcement was made that 
James W. Matthews, an underwriting 
member of Lloyd’s and for many years a 
member of Messrs. Matthews, Wrightson 
& Co., London insurance brokers, left a 
net estate of £137,465. 

He was formerly treasurer and vice- 
president of the Corporation of Insur- 
ance Brokers. 

In contrast with this, Sir James Simp- 
son of London, a director of one of the 
large insurance companies, left a per- 
sona! estate in Great Britain of £1,531. 

* * 


Misleading Comparisons Barred 


in Germany 

Some unusual rulings are found in the 
annual report of the German R.A. A. 
(Reichsaufsichsampt or Supervisory Of- 
fice for Private Insurance), the 1933 re- 
port of which has just been printed. It 
is a voluminous document. 

The Supervisory Office has decided 
that the maintenance of special bureaus 
by companies or company groups for the 
purpose of giving free legal advice in 
matters of taxation and in cases of auto- 
mobile liability is unlawful as conflicting 
with fair intercompany competition. It 
has further been ruled that advertising 
of statistics by health insurance compan- 
ies cannot be allowed, as it leads to un- 
fair competition, because the structure of 
the various companies is so different that 
such comparisons frequently are misin- 


terpreted and do not give a true picture 
of the situation. 

Investments of life as well as other 
companies have been regulated, though 
these changes have come gradually and 
are only now recompiled. 

. 2 6 


Indian Who’s Who in Insurance 
To Be Published 


“Who’s Who in Insurance in India” 
will be the next index book of insurance 
personalities to be published, according 
to the Indian Insurance Journal of Cal- 
cutta, which is preparing such a volume. 
It will deal chiefly with native insurance 
agents and executives. The compiler 
says, “The book will be a record of the 
achievements of prominent insurance of- 
ficials, field workers and agents through- 
out India, Burma and Ceylon.” 

a 


S. N. Eben Chairman Lehman 


Insurance Committee 
S. N. Eben is chairman of the insur- 
ance division, Democratic state campaign 
finance committee, New York State. 
In publicity for the committee the fol- 
lowing insurance names are listed as 
among Lehman supporters: 


T. Franklin Hogan, 
Union Indemnity. 

Francis J. Hughes, insurance attorney. 

Herman A, Bayern, former president, General 
Brokers’ Association of the Metropolitan Dis- 
trict, Inc. 

William Belknap, insurance broker. 

Herbert Bogardus, broker. 

Charles P. Butler, former deputy superintend- 
ent of insurance and now an executive of the 
Insurance Co. of North America. 

Eugene B. Carey, mayor of Kingston, N. Y., 
and also in insurance business. 
Vincent Cullen, president, 

Corporation. 

Al Carr, vice-president, 
poration. 

W. A. Clancy, agent. 

Edward P. Dunn, broker. 

Harry D. Ellis, jr., former president of the 
Brooklyn Insurance Brokers’ Association, 

Ben Davis, agent, Equitable Society. 

Bennett Ellison, Hoey & Ellison, agents. 

George Fitzgibbons, broker. 

Charles Griffin, past-president, 
ance Men’s Association. 

John A, Griffin, vice-president, 
posit. 

Herbert J. McCooey, 
Fidelity & Deposit. 

George Hoffman of Ives & Myrick. 

George B. Kelley, broker. 

Samuel D. MacPeak, former deputy superin- 
tendent of insurance. 

Mitchell May, Jr., broker and son of Judge 
Mitchell May. 

George H. McGuire, member of firm of John 
C. Paige & Co. 

G. R. Miachelson of Hall & Henshaw. 

William Murray, vice-president, Wm. H. Mc 
Gee & Co. 

Mortimer L. Nathanson, past-president, Brook- 
lyn Insurance Brokers’ Association and _ secre- 
tary of the National Insurance Brokers’ Associa 
tion. 

Frank J. Planding, 
Sparks & Co. 

Samuel D. Rosan, president, 
Brokers’ Insurance Association. 
Arthur Rosencrans, broker. 
Andrew J. Schmitz, broker. 

Dan G. Sullivan, broker. 

J. Parker Waite, liability insurance man. 

* * * 


Hard Times 

Louis Phillips, editor of The 
Insurer, says: “J. R. DuMont, manager 
of the Interstate Underwriters’ Board, is 
still explaining to the local agents, but 
is having a hard time making them see 
it his way.’ 

And Editor Phillips is having a hard 
time making his typewriting machine and 
linotyper print the correct name of John 
R. Dumont. 


general agent, Norwich 


National Surety 


National Surety Cor- 


Bronx Insur- 


Fidelity & De- 


resident vice-president, 


connected with C. W. 


Independent 


American 


* * * 


Caricatures Insurance Men 

Sketch, London humorous’ weekly 
which corresponds roughly to New 
York’s The New Yorker, ran some cari- 
catures of insurance men in its issue of 
September 26. The drawings were by 
Fred May and those depicted were H. 
O. Leach, general manager of the Brit- 
ish department of the Sun Life of Can- 
ada; W. A. Workman, general manager 
of the Legal and General; W. H. Brown, 
chairman and managing director of the 
London & Manchester Assurance; F. H. 
C. Tallack, city manager of the Commer- 
cial Union, and the Very Reverend W. 
Foxley Norris (Dean of Westminster), 


who is a director of the Ecclesiastical 
Institute and therefore qualified as an 
insurance man for the number. 
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FIRE INSU al 





E. U. A. Prepares To 
Get Balance Reports 


FIRST WILL COME ON NOV. 20 





Will Embrace Balances Unpaid 150 Days 
or More; To Get 90-Day Reports 
Early Next Year 





The Eastern Underwriters Association 
is now preparing to put into effect on 
November 20 the rule adopted last week 
calling for mandatory reporting of delin- 
quent agency balances. It stated that the 
first reports will call for all balances 150 
the next will include 
and 


days or more due; 
the balances 120 days in 
sometime early in 1935 the association 
will receive from every company member 
reports on all balances which have not 
been settled within ninety days. Even 
though the unpaid balance situation has 
shown decided improvement in the last 
year or so expectations are that man- 
datory reporting of overdue accounts will 
stimulate considerable action among lo- 
cal agents in the East who have been 
inclined to believe that the companies 
would not proceed against them for be- 
ing slow in forwarding premiums. 

Under the new rule of the E. U. A. 
the companies are supposed to take over 
control of such agencies as are found to 
be too far behind in payments to their 
companies. For several years the com- 
panies have reported voluntarily on over- 
due balances and frequently put agencies 
into the hands of committees of fieldmen, 
but the feeling prevails that something 
more stringent is required. The manda- 
tory rule on balances is considered the 
answer to this problem. 


Plan Used by S. E. U. A. 


So satisfactory has been the system 
employed by the South Eastern Under- 
writers Association that the E. U. A. will 
pattern its plan after that of the south- 
ern organization in so far as conditions 
here permit. The S. E. U. A. rule pro- 
vides that all due balances not collected 
by the twentieth of each month shall be 
reported to the headquarters at Atlanta, 
and that a supplementary report be filed 
covering the succeeding ten days, so that 
at the end of every month the governing 
organization has a complete picture of 
the balance situation throughout the en- 
tire territory. 

A paid secretary in each state in the 
South handles the reports in his field, 
and notifies interested companies and 
special agents as to delinquencies of their 
local representatives. In the event an 
agency is involved, two special agents 
are named by companies in the office to 
handle its affairs, it being required that 
field men visit an agency in default with- 
in ten days after they receive notice to 
that effect. 

If trusteeship be determined upon the 
action holds until all overdue as well as 
current balances are settled, and assur- 
ance given that future payments will be 
met promptly. During the period of 
trusteeship no new company may enter 
the agency, though any company already 
represented may withdraw if it desires. 
The amount due it at the time is to be 
paid under such terms as may be agreed 
upon. Generally speaking, when an 
agency is trusteed the services of the 
owner-agent are retained, a fixed amount 
being deducted from his commissions 
each month and applied to reduction of 
the overdue balance. 


arrears 


PROMOTED IN BROKERAGE FIRM 
Roland Lepage has been appointed 
vice-president of the insurance brokerage 


firm of O. Leblanc & Son, Ltd., Mon- 
treal. Mr. Lepage has been manager 
of the firm for nine years. 


W. B. Rearden Advanced 
By the Loyalty Group 


EXECUTIVE VICE - PRESIDENT 





Transferred From San Francisco to 
Newark to Fill Post Which President 
Cooney Formerly Held 
The Leyalty Group has promoted 
Second Vice-President William B. Rear- 


den, now located in San Francisco, to 
executive vice-president at the home of- 
fice at Newark, N. J. Mr. Rearden will 
be the executive vice-president of all fire 
companies of the Loyalty Group as well 





WILLIAM B. 


REARDEN 


as the Metropolitan and the 
Commercial Casualty. 

Mr. Rearden went with Loyalty Group 
in 1929, in charge of the Los Angeles 
branch office, where he remained as man- 
ager until May of this year. His work 
was marked with success; so much so 
that in May, 193, he was transferred 
to the San Francisco office and advanced 
to the position of second vice-president 
of both fire and casualty companies. He 
now goes to Newark to fill the executive 
vice-presidency, which position was for- 
merly held by President John R. Cooney. 

Mr. Rearden started his insurance car- 
eer in Chicago in 1912 as a clerk in the 
Cook County office of the Northern of 
London, where he remained until 1918, at 
which time he entered field work for the 
Fidelity Phenix, traveling the states of 
Iowa, Nebraska and Missouri. In 1920 
he went with the Camden Fire as field 
representative in Illinois, Minnesota and 
Missouri. The latter part of 1927 he ac- 
cepted the position of agency superin- 


Casualty 


Sound Insurance 
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FIRE ASSOCIATION OF PHILADELPHIA 


Established 1817 


LUMBERMEN’S INSURANCE COMPANY 


Established 1873 


THE RELIANCE INSURANCE COMPANY 


Established 1841 


_ 
PHILADELPHIA NATIONAL INSURANCE CO. 
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for over a Century 





tan aebdnse Tekh. vo 


NEW YORK 
DALLAS 


Head Offices 
FOURTH AND WALNUT STREETS, PASTA 


Riesneneeennal Offices 
CHICAGO 


TORONTO 


~s 


SAN FRANCISCO 
ATLANTA 








Ocean and Inland Marine Departments 
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8 South William Street 
New York City 
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tendent of the Netherlands Fire at Chi- 
cago, which position he left to become 
associated with Loyalty Group. 

Mr. Rearden leaves on the Pacific 
Coast a host of friends not only in com- 
pany employes and local agents repre- 
senting Loyalty Group companies, but 
also the friendship and good wishes of 
a large number of employes of other 
companies. He goes to the home office 
with a thorough knowledge of insurance 
conditions in the Mid-West and on the 
Pacific Coast. 





DEATH OF J. F. MIAZZA, SR. 

James F. Miazza, Sr., dean of fire in- 
surance adjusters in New Orleans, died 
suddenly at his home there on Monday 
at the age of 65 years. He was formerly 
president of the New Orleans Adjust- 
ment Co. and at the time of his death 
was supervisor of the foreign depart- 
ment of the Fire Companies’ Adjustment 
Bureau. Born at Jackson, Miss., he was 
employed in a bank for fifteen years and 
entered insurance when he was 41. Three 
of Mr. Miazza’s sons are connected with 
the F. C. A. B. 

















J. A. Kersey, President 


CAPITAL . . . ° 
PREMIUM RESERVE . ° . 
OTHER LIABILITIES ° ° 
CONTINGENCY RESERVE . 
NET SURPLUS . ° ° . 
*TOTAL ASSETS ° ° 








STANDARD 


INSURANCE COMPANY 


of NEW YORK 


Head Office: 80 John Street, New York 
G. Z. Day, Vice-President 
Statement June 30, 1934 


*New York Insurance Department Valuation Basis. 





C. L. Henry, Secretary 


$1,500,000.00 
1,305,437.37 | 
174,206.98 
164,681.98 
2,615,535.95 
5,759,862.28 














Turner and Pangborn 


Insured by U. S. A. I. G. 
The United States Aviation Insur- 
ance Group, which has its headquar- 
ters at 80 John Street, New York, car- 
ried full hull and third party lia- 
bility insurance on the Boeing trans- 
port plane used by Colonel Roscoe 
Turner and Clyde E. Pangborn in the 
air race from London to Melbourne, 
Australia, and in which they won 
third place. This plane is identical 
in all respects with the transport 
planes used in this country by the 
United Air Lines and the insurance 
was accepted by the U. S. A. L. G. 
because the underwriters felt that this 
race was not just a stunt but a con- | 
structive development in aviation, de- 
spite the obvious hazards of the long 
trip. The U. S. A I. G. will not in- 
sure planes built for races or hazard- 
ous journeys that are undertaken es- 
sentially for personal achievement. 
The plane used in the race to Mel- 
bourne by the Dutch fliers, K. D. 
Parmentier and J. J. Moll, was an 
American made Douglas all-metal, bi- 
motored fourteen passenger airliner 
such as is used here in overnight 
coast-to-coast service by the T. W. A. 


perc as 














GENERAL OPENS TWO BRANCHES 

Announcement is made by Arnold B. 
Derifold of the General Insurance Co. 
of America that the company is extend- 
ing its business in Canada by opening 
two more offices. The first, in Toronto, 
will be the headquarters for the province 
of Ontario, and the second, in Montreal, 
will be headquarters for the province of 


Quebec. E. C. Price has been appointed 
manager for Ontario. Mr. Price former- 
ly was with the Norwich Union. Jules 
Thibodeau has been appointed manager 
for Quebec. 
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Bennett Says Congress 
Has the Power to Act 


ON QUESTIONS OF INSURANCE 





States Cannot Regulate Unauthorized 
Insurance So Federal Government 


Must Have the Right, He Says 





Further arguments in support of the 
justification of looking to Congressional 
action to curb the activities of unauthor- 
ized insurance carriers were presented 
by Walter H. Bennett, secretary-counsel 
of the National Association of Insurance 
Agents, when addressing the members of 
the Rhode Island Association at their 
annual meeting in Providence on Mon- 
day. Mr. Bennett cited the Allgeyer and 
St. Louis Cotton Compressing Co. cases 
in favor of the theory that where a 
wrong exists that cannot be remedied by 
state law, the Constitution intended that 
Congress should have reserved to it that 
power. In each of the cases mentioned, 
both going to the United States Su- 
preme Court, it was held that the state 
might regulate the activities of foreign 
corporations within the state but that it 
could not regulate or interfere with such 
contracts when made outside the state. 

It is the inability of the state under 
these decisions, said Mr. Bennett, to pass 
a law to control the operations of non- 
admitted insurance companies when they 
are carried on outside of the state that 
prompts one to look beyond state reg- 
ulation in order to control such “improp- 
er and illegal operations.” Relief ap- 
pears to be obtainable only in the direc- 
tion of Federal legislation, in Mr. Ben- 
nett’s opinion, and prohibition of the 
United States mails would force compan- 
ies writing unauthorized insurance to 
comply with the laws of the states where 
they want to do an insurance business. 

Believes Congress Has Power to Act 


Mr. Bennett is convinced that Con- 
gress has the power under the Consti- 
tution to legislate on insurance matters. 
In defense of his position he said in part: 

“The other day a distinguished Super- 
intendent of Insurance in the United 
States called my attention to a brief and 
argument recently published in a West- 
ern insurance paper advancing the theory 
that because the Federal Constitution 
does not expressly give Congress the 
power so to do it could not legally pass 
any kind of insurance legislation. You 
might think from that argument that the 
Constitution contained some such lan- 
guage as: The Congress shall have no 
power to legislate on any insurance ques- 
tion. 

“A feeble attempt is made to bolster 
up the argument by citing Section 2 of 
Article 1V of the Federal Constitution, 
providing that the citizens of each state 
shall be entitled to all privileges and im- 
munities of citizens in the several states; 
and by the tenth amendment providing 
that the powers not delegated to the 
United States by the Constitution, nor 
prohibited by it to the states, are re- 
served to the states respectively, or to 
the people. 

Supreme Court Has Passed on States’ 
Powers 

“The Supreme Court has discussed 
both of these provisions frequently and 
its decisions have had to do with the 
construction or constitutionality of state 
laws, not Federal legislation. Has the 
State power to pass such a law or has it 
not? That is the question so frequently 
passed upon and any investigation that 
ignores this fact is bound to lead one 
on a false trail and to an erroneous con- 
clusion. 

“To say that Congress has no power 
to legislate concerning insurance is to 
deny that which actually exists. In 1916 
Congress passed a law providing that na- 
tional banking associations located and 
doing business in any place the popula- 
tion of which does not exceed five thou- 
sand inhabitants, may, under such rules 
and regulations as may be prescribed by 
the Comptroller of the Currency, act as 
the agent for any fire, life or other in- 


Brokers Entitled to Commission On 


Policy Which Was Not Accepted 


In an action by Smyth, Sanford & 
Gerard, insurance brokers of New York, 
against the Missouri-Kansas-Texas R. 
Rk. Co., for damages for the railroads’ 
failure to accept a tank car policy which 
they had ordered from the plaintiff, 
whereby the latter lost commissions 
which it would have been paid by the 
insurers (the Western Syndicate) had 
the policy been accepted, the Second 
Circuit Court of Appeals held, affirming 
the Federal District Court for southern 
New York, 72 F. (2d) 216, that where the 
railroad offered to take a policy, outlined 
by the plaintiff in a telegram reading: 
“Satisfactory, renew for one year tank 
car insurance as per present form and 
premium,” and the plaintiff delivered ex- 
actly that kind of policy, the contract 
was performed. It was too late for the 
defendants to avoid its consequences by 


canceling the policy before its effective 
date on being offered another at lower 
terms by another syndicate (the Eastern 
Syndicate). 

_ The court held the fact that the plain- 
tiff’s commissions were to be derived 
from the premiums and that the latter 
were never paid was immaterial. After 
the plaintiff had delivered the policy 
called for, the defendants were bound to 
pay the commission the broker would 
have got had the matter taken its nor- 
mal course. 

Whether the plaintiff discharged its 
duty in properly canvassing the market 
was held a question for the jury. The 
fact that the insured got a policy from 
another syndicate at a lower rate was 
not conclusive, where the risks were dif- 
ferent and the term of that accepted 
was shorter. 





surance company authorized by the au- 
thorities of the state in which such bank 
is located-to do business in said state, 
by soliciting and selling insurance and 
collecting premiums on policies issued by 
such company, and may receive for serv- 
ices so rendered such fees or commis- 
sions as may be agreed upon between 
the said association and the insurance 
company for which it may act as agent. 

“Away back in 1894 the Congress of 
the United States passed legislation con- 
cerning corporate surety companies, set- 
ting forth how and in what manner such 
companies could execute official and 
penal bonds. 

“These enactments are the law of the 
land today and they are valid and bind- 
ing Federal statutes concerning insur- 
ance. The Constitution gave to Con- 
gress no express power to pass these 
laws as it likewise gave no express au- 
thority for the passage of hundreds of 
other statutes that are equally valid and 
binding under the manifold implied 
powers of Congress. 

“When the Neely insurance bill was 
before the Judiciary Committee during 
the last session, the eminent lawyers on 
that committee raised no question of 
constitutionality. The bill was vigorous- 
ly fought by the American Bankers As-~ 
sociation, but its distinguished counsel 
did not argue that it was violative of the 
Constitution. 

“No, my friends, the protagonists of 
unauthorized insurance companies will 
have to find some other theory on which 
to carry on their illegal practices than 
that the Congress has no power to stop 
them.” 





Albany Field Club To 


Honor A. T. Lovett Nov. 16 

The Albany Field Club is giving on 
Friday, November 16, a testimonial din- 
ner to A. T. Lovett, familiarly known as 
the “Judge,” who is retiring as special 
agent of the Fire Association after forty- 
nine years of service with that organiza- 
tion, the past thirty-nine of which have 
been spent as fieldman in Pennsylvania 
and eastern New York State. 

This dinner is to be held at the Ten 
Eyck Hotel at 6:30 p. m. and it is ex- 
pected that this will be one of the largest 
meetings in recent years, as so many 
friends of the Judge are planning to 
make the trip to Albany on that occa- 
sion. 





G. W. LILLY IN TEXAS 


George W. Lilly, general manager of 
the Fire Companies’ Adjustment Bureau, 
attended two conferences in the South- 
western headquarters in Dallas last week, 
one with company fieldmen and state 
agents, and the other with the organi- 
zation’s branch managers in the South- 
western office territory. 





NEW HAMPSHIRE AGENTS MEET 





Commissioner Sullivan Again Gives 
Views on Financed Auto Risks; A. 
B. White New President 


Alpheus B. White of Keene, N. H., was 
last week elected president of the New 
Hampshire Association of Insurance 
Agents, succeeding Arthur J. Rouillard 
of Claremont. The other officers are as 
follows: Vice-presidents, Arthur H. 
Nelson, Lancaster; Charles H. McKee, 
Concord, and Joseph H. LaFlamme, 
Manchester. Everett Webster, Peter- 
boro, was elected secretary-treasurer. 
Charles W. Varney of Rochester was re- 
elected national councillor. The new ex- 
ecutive committee includes Mr. Rouil- 
lard; Kenneth Andrews, Laconia; George 
N. Andrews, Nashua; George Clark, Lis- 
bon; A. R. Kendall, Portsmouth; Harry 
P. Henderson, Dover, and Robert N. 
Davis, North Conway. The new presi- 
dent is only 37 years of age and a grad- 
uate of the University of New Hamp- 
shire. 

President Edwin J. Cole of the Na- 
tional Association, Insurance Commis- 
sioner John E. Sullivan of New Hamp- 
shire, and Hiram L. Walsh, supervisor 
of insurance for the Home Owners’ Loan 
Corporation in New England, were the 
principal speakers. At the dinner in the 
evening the guests included President 
Frank W. Sargeant of the New Hamp 
shire Fire and G. A. Taylor, special agent 
of the New York Underwriters Insur- 
ance Co. and newly elected president of 
the Mountain Field Club. 

Commissioner Sullivan again spoke on 
the subject of insurance on financed au- 
tomobiles. It will be recalled that he 
has forbidden the issuance of master pol- 
icies on financed cars in his state after 
December 1. He urged the agents to 
be militant to protect their rights against 
New York and Boston brokers. He 
called the master policy scheme “100% 
illegal,” pointing out that it was a viola- 
tion of the state law requiring a $5 min- 
imum premium for the fire and theft in- 
surance. Concerning the future he said 
that “we are arranging something that 
will be a little closer to our statute.” 


HALLER TO ADDRESS SPECIALS 

The New Jersey Special Agents Asso- 
ciation will hold its November meeting 
on Monday evening at 6:30 p. m. at the 
Newark Athletic Club. Captain John 
Haller of the Newark Police Department 
will speak on “Crime vs. Society.” He 
is well known to insurance men through 
his successful campaigns against auto- 
mobile thieves. 


EASTERN FIRE DIRECTORS 


Arthur J. Dealy, president of the New 
Rochelle Agency, Inc., New Rochelle, N. 
Y., and G. Lindsay Bell, president of 
Gaul & Bell, Yonkers, N. Y., have been 
elected directors of the Great Eastern 
Fire of White Plains, N. Y. 











Frank N. Belgrano, Jr., 
Heads American Legion 


PRESIDENT PACIFIC NATIONAL 





Also Vice-President of the Occidental 
Life and Member of Committees of 
the Pacific Board 





By unanimous action the Miami con- 
vention of the American Legion last 
Thursday elected Frank N. Belgrano, Jr., 
of San Francisco as the new national 
commander of the veterans’ organization. 
In private life he is vice-president of the 
Bank of America National Trust and 


Savings Association, president of the Pa- 
cific National Fire, vice-president of the 


FRANK N. BELGRANO, JR. 


Occidental Life and a member of vari- 
ous committees of the Board of Fire 
Underwriters of the Pacific. He is pop- 
ular with insurance men on the Pacific 
Coast and his campaign was managed by 
Percy F. Garnett, head of the public re- 
lations department of the Pacific board. 

Born in San Francisco on May 18, 
1895, Mr. Belgrano entered the service 
August 8, 1917, in Battery A of the 144th 
Field Artillery. After a year as private, 
corporal and sergeant he was sent to 
Camp Zachary Taylor at Louisville, Ky., 
where he was commissioned as second 
lieutenant and attached to Battery F, 
Thirty-third Field Artillery, Eleventh 


Division. He was honorably discharged 
in December, 1918. 
The new national commander was a 


charter member of Galileo Post 23% in 
San Francisco and became its first ad- 
jutant. Later he was elected post com- 
mander. While serving as chairman of 
the state membership committee Mr. Bel- 
grano was credited with bringing close to 
8,000 new members into the Legion. Sub- 
sequently he was elected department 
commander and during his term mem- 
bership in the Legion in California 
reached the 50,000 mark for the first time 


Western Sprinkled Risk 
Ass’n May Operate in East 


Members of the Western Sprinkled 
Risk Association last week voted to ex- 
tend its activities to the East and ulti- 
mately to the rest of the country. Th 
exccutive committee is now working out 
details. The plan calls for the opening 
of an office in New York and the naming 
of a risk committee to pass on all lines 
submitted. . This move is interpreted as 
preliminary to possible extension of the 
jurisdiction of the Western Insurance 
Bureau to other sections of the country 





John M. Thomas, president of the Na- 
tional Union Fire, was last week visit- 
ing Manager John P. Breeden of the 
Pacific Coast department. 
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THE PHOENIX INSURANCE COMPANY 
of Hartford, Conn. 
THIS COMPANY PUBLISHES SEVERAL EDUCATIONAL 
FOLDERS. YOU MAY HAVE ANY OR ALL OF THE 
THREE LISTED BELOW, BY INDICATING YOUR CHOICE 
ON THE COUPON AND MAILING IT TO THE OFFICE OF 
THE COMPANY AT 30 TRINITY ST., HARTFORD. CONN 
1) COINSURANCE CLAUSE - A BRIEF, POPULAR 
EXPOSITION OF AN IMPORTANT FEATURE OF MANY 
INGURANCE CONTRACTS. 
0 RIOT AND CIVIL COMMOTION INSURANCE - 
WHAT IT IS, WHY IT 1S AND HOW IT WORKS, TOLD 
IN A CLEAR, CONCISE STYLE. 
0D USE AND OCCUPANCY INSURANCE - 
A SHORT EXPLANATION OF THIS COMPLEX 
suBJECT. 
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Instructions on H. O. L. C. Risks 


Sent to Agents By Local Associations 


New York Suburban and New Jersey Associations Supply 
Members With Essential Data For 


Renewing Policies 


The New Jersey Association of Un- 
derwriters has sent to its members a bul- 
letin containing instructions to agents on 
Home Owners’ Loan Corporation renew- 
als. The bulletin is based on informa- 
tion which the Suburban New York As- 
sociation of Local Agents, Inc., obtained 
through conferences with J. T. Aber- 
nethy, head of the insurance department 
of the New York regional office of the 
H.O.L.C. The corporation, says the bul- 
letin, “has been most courteous in as- 
sisting us in these problems, and if you 
will follow these instructions you will 
help not only your own office but also 
this government organization.” As the 
bulletin is issued in the midst of nego- 
tiations between the H.O.L.C. and the 
National Association of Insurance Agents 
the contents may be subject to change 
at any time. 

Following are the instructions for local 
agents: 

Instructions 

1. Signatures to all policies, forms 
and endorsements should be made by 
pen and ink. Rubber stamps showing 
the name of the agency are acceptable, 
but they prefer that an_ officer sign in 
ink under the stamp. Initialing the stamp 
will pass, but signature is preferred. 

2. Renewals are requested at least 
thirty days prior to expiration date. Un- 
der present practices agents will receive 
no expiration notice from the H.O.L.C. 
but the assured is notified sixty days in 
advance and again fifteen days prior to 
expiration. If no new policy is received 
by the expiration date, new insurance 1s 
automatically bound by the H.O.L.C. and 
you lose your line. ss 

3. Address all renewal policies from 
now on to Insurance Department, 
H.O.L.C., 330 West Forty-second Street, 
New York City, for all policies covering 
in New York, New Jersey and Connec- 
ticut. 

4. The loan number (not case number 
or closing number) should be typed 
across the top of the outside or face of 
the policy—also across the top of all 
forms, riders and endorsements in case 
they should become detached. This loan 
number can be obtained from the closing 
attorney when he first asks you to en- 
dorse the new mortgage. If you do not 
have it, you can get it from the assured. 

5. All correspondence should be ad- 
dressed to Mr. J. T. Abernethy at the 
above address and the loan number 
should be in the caption of your letter. 

6. The name assured in your policy 
should be the owner in fee simple and 
will usually read the same as is shown 
in the deed: i. e., husband or wife or 
both as the case might be. ’ : 

7. The location description is sufficient 
with the accepted street number. If there 
is no street number give the side of the 
street (east, west, north or south) and 
the number of feet of the house itself 
from the nearest intersection—not the 
distance of the corner of the lot. / 

8 In event of loss the H.O.L.C. will 
appreciate immediate notice. Loss checks 
should be sent to the assured with in- 
structions to endorse and send to the 
H.O.L.C. at the above address. 

Mortgagee Clause 

9. No special mortgagee clause is re- 
quired. The only one acceptable in this 
state is the New Jersey Standard Mort- 
gagee Clause, which must be used. Loss 
should be made payable to the “Home 
Owner’s Loan Corporation, Washington, 


D.C.” The name of no other mortgagee 
should appear on the mortgagee clause. 

10. No premiums on renewal policies 
will be paid to the agent by the H.O.L.C. 
They request you to make every effort 
to collect same before sending the policy 
to them. If it is paid, stamp the policy 
with your “Paid” stamp before forward- 
ing. 

The corporation sees this matter 
from a practical viewpoint. If the pre- 
mium is not paid, send in the policy nev- 
ertheless, and at that time advise them 
as to what proposed method of payment 
is arranged between you and the as- 
sured. If the assured does not pay as 
agreed, you will lose your line. Serve 
cancelation on him and write the H.O.L.C. 
to return your policy. It might not be 
immediately available, so we advise you 
to send in a release at that time. Also, 
we advise not extending credit beyond 
your flat cancelation period. 

11. Any questions regarding H.O.L.C. 
should be referred to Alan V. Living- 
ston, secretary, New Jersey Association 
of Underwriters, 17 Dean Street, Engle- 
wood, New Jersey. If he cannot answer 
your inquiry personally he will find out 
for you Do not pester the H.O.L.C. 
office with unimportant questions. 

In answer to inquiries of local agents 
the H.O.L.C. has issued the following 
statement: 

“It is the ruling of this corporation 
that no fee attorney or appraiser be per- 
mitted to enter into any agreement or 
arrangement for the placing of insurance 
for the account of any borrower, nor can 
he influence the borrower in any way in 
his selection of an agent or broker. 

“Tt is the duty of the attorney to call 
this fact to the attention of the applicant 
and let the applicant place the insurance. 
It is not the purpose of the corporation 
to interfere with local insurance busi- 
ness. 

“This ruling will have to be adhered to 
very strictly.” 

If you learn of any violation of this 
ruling the H.O.L.C. will appreciate your 
giving them notice thereof immediately. 





Agents Co-operate 
With H.O.L.C. Offices 


The Suburban New York Association 
of Local Agents, in conjunction with the 
local regional office of the Home Own- 
ers’ Loan Corporation, has prepared a 
bulletin for its members dealing with 
problems arising under the insurance of 
property on which the H.O.L.C. has made 
loans. The suburban association has 
designated its secretary, Roy C. Hoyt 
of Staten Island, to answer the inquiry 
of members. The bulletin points out 
that only the standard mortgage clause 
is acceptable in New York State and 
that loss should be made payable to the 
Home Owners’ Loan Corporation, Wash- 
ington, D. C. Renewals on New York, 
New Jersey and Connecticut policies are 
to be sent to the New York office of the 
H.O.L.C. The move by the New York 
Suburban Association is to secure a full 
understanding of the H.O.L.C.’s opera- 
tions in regard to insurance and mini- 
mize the chances of misunderstanding 
between local agents and the corporation. 





LLOYD’S REPRESENTATIVE 


Charles T. Theus has been appointed 
representative of London Lloyd’s in the 
Savannah, Ga., district, succeeding Rob- 
ert Perrin. He will have charge of all 
marine matters and has headquarters in 
the Citizens Bank &-Trust Co. Building. 


GENERAL AGENTS’ RESOLUTIONS 





Association Asks That Government Dis. 
tribute Widely Insurance Over 
Which It Has Control 
t The executive committee of the Amer. 
ican Association of Insurance General 
Agents recently adopted a resolution urg- 
ing that insurance on property in which 
the United States government is inter. 
ested by virtue of loans should not be 
taken from local agents. Another reso. 
lution favored the enactment of laws bar- 
ring the use of the mails to non-admitted 
companies in soliciting or handling insur- 
ance. The full text of the resolution urg- 
ing wider distribution of government in- 

surance follows: 

“Resolved by the executive committee 
of the American Association of Insurance 
General Agents that the attention of 
President Franklin D. Roosevelt be di- 
rected to some of the false economies 
practiced and proposed in matters hay- 
ing to do with the placing of insurance 
by certain arms of the government, and 
that we ask that there be adopted a 
plan which will have the effect of leay- 
ing business in the communities where 
it develops and which permits local 
business men to retain their normal pat- 
ronage. The so-called savings in insur- 
ance premiums and in the cost of han- 
dling insurance are false in that they 
are taken out of the needful income of 
thousands of local insurance agents of 
the smaller cities and towns, which 
agents have proven and are proving their 
value and usefulness to their communi- 
ties by daily activities which are both 
helpful and desirable to our government 
and the American standard of living.” 


D. B. Oliver, National 


Union Director, Dies 


David B. Oliver, an outstanding phil- 
anthropist and civic worker, died at his 
home in Pittsburgh on Monday, October 
22, in his ninety-ninth year. Had he lived 
until October 31, he would have cele- 
brated his 100th birthday anniversary 
and plans were under way to commem- 
orate the occasion publicly. Mr. Oliver 
was a member of the board of directors 
of the National Union Fire from Octo- 
ber, 1904, to November, 1931, when he 
resigned. During his lengthy service he 
displayed the utmost interest in the af- 
fairs of the company and was indefatig- 
able in his efforts to further its interests. 

Mr. Oliver was born in the County of 
Tyrone, Ireland, on October 31, 1834, and 
immigrated to the United States in 1842, 
settling in Pittsburgh where he resided 
the remainder of his life. He was one 
of the pioneers in the steel industry, but 
retired from active business in 1901. 


FOSTER MADE STATE AGENT 


James H. Foster has been appointed 
state agent of the Royal-Liverpool 
Groups in Allegheny County, Pa., to suc- 
ceed G. S. Petrik. Mr. Foster secured 
his early training in the office of the 
Association of the Middle Department in 
Philadelphia as an inspector and rater. 
He entered the employ of the Royal in 
April, 1926, being attached to the Phila- 
delphia branch office in the capacity of 
special agent. 


CHEAP GASOLINE HOARDED 

Fire insurance men in New Jersey are 
a bit worried over the fact that many 
automobile owners are hoarding gasoline 
which has been sold for some days at 
around three cents a gallon, exclusive of 
taxes. The price war in the oil industry 
has led buyers of gasoline to get large 
quantities of the inflammable fluid ‘and 
store it in homes and other places barred 
by law from such uses. 


UNDERGOES OPERATION HERE 
John Mayhew of the Miller, Mayhew 
& Thompson Agency at Camden, N. J, 
is a patient at the Ruptured and Crippled 
Hospital, New York City, where he un- 
derwent an operation. He is convalesc- 
ing nicely and will soon’ return to his 
office. ‘ 
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The AMERICA FORE GROUP 


THE CONTINENTAL INSURANCE COMPANY 
AMERICAN EAGLE FiRE INSURANCE COMPANY 
FIDELITY-PHENIX: FIRE INSURANCE COMPANY 
First AMERICAN FIRE INSURANCE COMPANY 


Eighty Maiden Lane, 
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Marine Definition 
Bulletins Issued 


FOUR SUBJECTS ARE COVERED 





Coverage on Domestic Shipments and 
Armored Car Policies Among Sub- 
jects Clarified 





Four additional interpretative bulletins 
have been issued by the joint committee 
on interpretation and complaint appoint- 
ed to consider problems arising under the 
nation-wide definition of inland marine 
underwriting powers. One of these bul- 
letins deals with the extension of import 
and export policies to cover domestic 
shipments. The others are on the follow- 
ing subjects: armored car policies, loss 
of accounts receivable and flood lights 
and code beacons. The full texts of these 
bulletins are given herewith: 


Extension of Import and Export Policies 
to Cover D tic Ship ts 
“Export or import marine policies cov- 
ering or endorsed to cover domestic ship- 
ments, as well as exports or imports, 
must contain a clause or statement ap- 
plicable to such domestic shipments to 
the effect that on property shipped on 
consignment for sale or distribution, the 
coverage granted shall not exceed thirty 
days after arrival at consignee’s premises 
or other place of storage or deposit and 
as respects domestic shipments not on 
consignment that such shipments shall 
not be covered at points of sale-distribu- 
tion or manufacturing premises nor after 
arrival at such points or at premises 
owner, leased or controled. by assured 
or purchaser, nor for more than thirty 
days in other place of storage or de- 
posit, except in premises of transporta- 
tion companies or freight forwarders, 
when such storage is incident to trans- 
portation. 
Armored Car Policies—Property in Safes 
on Premises of Customers 





“Monies and/or securities in safes used 
only for such purposes, awaiting trans- 
portation by armored cars and which 
may not be removed therefrom except 
by use of key in the custody and control 
of the Armored Car Service, are in course 
of transportation and may be insured 
under a marine or inland marine form of 
policy, but such policy may not cover 
monies or securities outside of such safes 
in the premises of a customer of such 
Armored Car Service. 

Flood Lights and Code Beacons 

“Flood lights and code beacons used as 
aids to aerial navigation and transporta- 
tion may be insured under a marine or 
inland marine form of policy against all 
risks if buildings, their furniture and 
furnishings, generators, transformers, 
machinery and other fixed contents and 
supplies held in storage therein, are ex- 
cluded. 

Loss of Accounts Receivable 

“Losses resulting from destruction of 
or damage to books of account or office 
records while on the premises of the 
owner may not be covered under a ma- 
rine or inland marine form of policy.” 





H. C. LOW DIES AT 90 


Henry C. Low, member of a family 
resident in Brooklyn for more than a 
hundred years and a cousin of the late 
Seth Low, former president of Columbia 
and Mayor of New York City, died Tues- 
day night at his home in Brooklyn, after 
two years of invalidism. He was 90 years 
old. Two sons survive. He was an in- 
surance broker in New York for many 
years, retiring seven years ago because 
of poor health. 


TORNADO ASS’N MEETS 


All officers of the Eastern Tornado In- 
surance Association were re-elected at 





the annual meeting held Wednesday. 
The officers are: President, L. J. Bor- 
land; vice-president, L. L. Wiltbank; 


secretary, George F. Hayden; executive 
committee, George A. Russell, George F. 
Neiley, H. C. Klein, Percy Ling and H. 
S. Poole. 














LU. oes are Yards 
and Buildings From Ineligible List 


The Interstate Underwriters Board 
has removed from the ineligible list lum- 
ber yards, their buildings and equipment 
which are usually rated as part of the 
yard under the lumber yard schedule. 
The amended rule of the I. U. B. as 
adopted by the governing committee on 
October 26 is as follows: 

“The following rule in connection with 
the above subject has been adopted by 
the governing committee on October 26, 
1934: 

“On page 15 of the Rule Book elimi- 
nate under heading ‘border-line classes’ 
the following: 

“*Retail lumber yards, including such 
buildings and sheds and their contents 
as are usual to retail lumber yards,’ and 
climinate on page 16 under the ineligible 
classes: 

“‘Retail lumber yards containing saw 
mills, planing mills or other buildings 
used for manufacturing purposes are in- 
eligible, and lumber on such yards shall 
be classed as lumber on manufacturing 
premises,’ and substitute on page 15 of 
the rule book, under ‘border-line classes,’ 
the following: 

The New Rule 

yards, including such build- 
ings, sheds, platforms, tramways and 
other structures and their contents as 
are usual to lumber yards and which are 
rated as part of such yards, but in no 


“‘Tumber 


case to include any building or other 
structure or its contents the occupancy, 
size or construction of which requires 
specific rating (not rated as part of the 
lumber yard under the lumber yard 
schedule) unless eligibility of such build- 
ing or other structure is certified to by 
the rating bureau having jurisdiction, but 
in no case shall saw mills, planing mills 
or other wood-working builidings and 
(or) their contents which are specifically 
rated as such be declared eligible.’ 

“Note 1. The above rule is intended 
to permit coverage on stock in any lum- 
ber yard in connection with the lumber 
industry. 

“Note 2. The above rule is not intend- 
ed to permit coverage on stock in a lum- 
ber yard on the same premises with any 
manufacturing risk, except saw mills, 
sash, door and blind factories, planing 
mills, box factories and custom or di- 
mension mills, but it does not permit cov- 
erage on any such building or structure 
or its contents. 

“In computing advisory average rate 
for lumber, the clear space clause ap- 
plicable to the specific rate used shall 
be mandatory. 

“Policy form must exclude at each lo- 
cation by specific description all builid- 
ings and structures (including their con- 
tents) which are ineligible under the 
foregoing rules.” 





Kennedy Country-Wide 
Fire Agent for the Sun 


The Sun Insurance Office has appoint- 
ed Paul J. Kennedy as country-wide 
binding agent, outside of New York City 
and the New York suburban territory. 
He is accepting all fire lines for the com- 
pany at his office at 10 Gold Street. Mr. 
Kennedy joined the Sun on October 1 
after resigning as manager of the busi- 
ness development department of the Con- 
tinental where he had been since Decem- 
ber 1, 1932. Prior to that Mr. Kennedy 
had held the post of New York City 
vice-president of the Public Fire for sev- 
eral years. His early training was gained 
with Marsh & McLennan. With a wide 
circle of friends and years of experience 
in the business Mr. Kennedy should be 
a distinct asset to the staff of the Sun. 





J. S. Frelinghuysen, Jr., 
Gets License as Broker 


Joseph S. Frelinghuysen, Jr., son of 
former Senator Joseph S. Frelinghuysen 
of New Jersey who is president of the 
American Home and the Stuyvesant, has 
been licensed by the New York Insur- 
ance Department to act as a broker. He 
is now redo ee with the J. S. Freling- 
huysen Corp., 111 William Street, which 
was established years ago by his distin- 
guished father. A graduate of Princeton 
University this last spring, Mr. Freling- 
huysen, Jr., has engaged in insurance 
since then and also did some work sum- 
mers while an undergraduate. 





HERBERT W. STOVER DEAD 

Herbert W. Stover, for many years 
an insurance broker in New York City 
and Plainfield, N. J., died last Friday 
night in Muhlenberg Hospital in Plain- 
field at the age of 71 years. He was 
born in Newtown, N. Y., but went to 
Plainfield when 11 years old. Surviving 
are his widow, four sons, a daughter and 
a brother. 





N. J. FIELD CLUB TO MEET 
The next regular meeting of the New 
Jersey Field Club will be held on Mon- 
day, November 12, at the Hotel Stacy 
Trent in Trenton, N. J. Dinner will be 
served at 6:45 p. m. The name of the 
speaker will be announced later. 


Presents New Trophy 
For Fire Loss Contest 





HARVEY B. NELSON 


In the interest of fire prevention Har- 
vey B. Nelson, president of the Nelson 
& Ward Co. of Jersey City and one of 
the leading local agents in the New York 
metropolitan area, is offering a handsome 
new trophy to the Hudson County Safety 
Council to be contested for by the fire 
departments of the various cities and 
towns in Hudson County, N. J. The fire 
department of the town which shows the 
largest percentage of reduction in fire 
losses in the course of a year wins the 
trophy. Mr. Nelson has been a judge in 
each contest for the last eight years. The 


new trophy, in the form of a statue called 
the “Dawn of Victory,” is now on dis- 
play at the offices of the Nelson & Ward 
Co. Gilbert E. Stecher, field representa- 
tive of the Commercial Union group and 
an active worker in the interest of fire 
prevention, donated the previous cup. 
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Connecticut Agents 
To Meet November 8 


AT HOTEL BOND IN HARTFORD 





Cole, Bennett, Dunham, Federal Housing 
Administrator Among Those on State 
Association Program 





Insurance Commissioner Howard P. 
Dunham, Edwin J. Cole, president, and 
Walter H. Bennett, secretary-counsel of 
the National Association of Insurance 
Agents, and John Gaffey, state director 
of the Federal Housing ‘Administration, 
will be the principal outside speakers at 
the annual meeting of the Connecticut 
Association which will be held next 
Thursday at the Hotel Bond in Hartford, 

This meeting will be a one-day conven- 
tion, opening at 11 a. m. with an address 
of welcome by President Thomas Brown 
of the Hartford Insurance Board. Then 
will come the reports of President Har- 
old W. Hatch of the Connecticut Associ- 
ation, Secretary-Treasurer Arthur Brad- 
shaw, National Councillor Walter C. 
North and chairmen of standing com- 
mittees. There will be some discussion 
of new business and the morning ses- 
sion will close with the election of offi- 
cers and adoption of resolutions. Frank 
W. Brodie of Waterbury, past-president, 
is chairman of the nominating commit- 
tee 

At the luncheon an address of welcome 
to Hartford will be given by Mayor 
Beach. In the afternoon there will be 
the addresses of Messrs. Dunham, Cole 
and Gaffey. Mr. Bennett will speak at 
the banquet in the evening as will also 
Alfred H. Stafford of Boston, special 
agent of the Excelsior Fire, who has for 
his subject “Suggested Methods for 
Agents’ Use in Collection of Balances.” 
The banquet program will conclude with 
a showing of “Saving Seconds,” the edu- 
cational safety film, with full talking ef- 
fects, of the Aetna Casualty. This film 
is being used effectively to further the 
prevention of automobile accidents. 





Agents’ Ass’n Membership 
Includes 57,342 Producers 


The National Association of Insurance 
Agents has issued the results of a survey 
of its membership, showing that the 
11,321 agency members represent a total 
of 57,342 actual licensed producers and 
28,856 employes other than producers, all 
of whom have 222,446 dependents. This 
information was gathered from a ques- 
tionnaire sent to members. Commenting 
upon the results President Edwin J. Cole 
of the National Association says: 

“The result is exceedingly gratifying to 
the officers and entire membership of 
the National Association. I believe that 
the survey is as nearly conclusive as 
could possibly be made except by actual 
personal canvass of every agency mem- 
ber of the association, obviously an im- 
possible undertaking. It offers the per- 
fect answer if in future, as has been done 
in the past, the right of the National 
Association to claim itself as truly rep- 
resentative of the production subdivision 
of the insurance industry should be chal- 
lenged.” 


Ontario to Set Up Fund 


For Government Property 


Existing contracts for insurance on all 
government buildings and property which 
costs the provincial government of 
tario $261,000 annually in premiums will 
be canceled to make way for a provincial- 
ly owned system of insurance, Premier 
Hepburn announced in Toronto following 
a cabinet council at which the govern- 
ment report on insurance was discussed. 
Heretofore, it was unofficially regarded 
that such a'step would be taken, but the 
Premier’s announcement puts the official 
stamp on the matter. “It is the inten- 
tion of the government to set up a sink- 
ing fund of between $100,000 and $150,000 
and to carry its own insurance as far 
as possible,” said the Premier. 
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E. J. Cole Critical Of 
Federal Experiments 


AGENTS FUTURE IN DANGER 





Speaks at Meeting of Massachusetts 
Ass’n; Carroll K. Steele Is 
Re-elected President 





An unusually large number of local 
agents and others attended the annual 
mect'ng of the Massachusetts Association 
of Insurance Agents held last Thursday 
at the Boston Chamber of Commerce, 
principally to honor Edwin J. Cole of 
who in September was 
Asso- 


Fall River, Mass., 
elected president of the National 
ciation. Mr. Cole was the principal 
speaker at the afternoon session. He 
was frank in his criticism of the experi- 
ments of the Federal government, char- 
acterizing the bureaucratic regulation as 
distinctly inimical to the interests of in- 
surance men. 

Mr. Cole also touched on problems 
associated with workmen’s compensation 
insurance. He said the National Asso- 
ciation’s committee has earnestly recom- 
mended the joint contribution or sur- 
charge plan, believing it will go a long 
way in reaching a sound basis for the 
future. It is unfortunate, according to 
Mr. Cole, that all the related parties are 
not able to harmonize their viewpoints in 
just what should be done but the agents 
believe the plan submitted not only has 
merit but is worthy of a trial. 

With reference to insurance contacts 
with governmental regulation under the 
New Deal Mr. Cole said: 


Agency System Threatened 


“Despite denials to the contrary, gov- 
ernmental participation in the field of in- 
surance has not only been mischievous 
and destructive, causing distress to many 
local agents all over the country, but 
threatens the future of the American 
Agency System. 

“Regimentation and centralization of 
insurance through Governmental bureaus 
have been injected and tolerated in the 
placement of some of its insurance re- 
quirements.” 

The speaker then went on to describe 
the insurance operations of the Com- 
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modity Credit Corporation up to the time 
that the C.C.C. returned the cotton pre- 
miums to the local agents of the cotton 
producing states. Continuing he stated: 

“And then what happened! A notice 
was sent out by this Corporation that 
insurance would be accepted in compa- 
nies not authorized to do business in 
the state where the cotton is located. 
This means a blanket invitation to the 
bootlegging companies of the world to 
impudently cross our state borders, flaunt 
our state laws, evade taxes and peddle 
their wares in competition with law abid- 
ing citizens. Is it to be assumed that 
the officers of this Corporation, with its 
force of attorneys and advisors are ig- 
norant of these state laws or do they 
believe the laws of our states are mere 
scraps of paper? Bootlegging may be 
popular but it has not yet been legalized. 

“The Commodity Credit Corporation 
has already heard from the Insurance 
Departments of many states who perti- 
nently inquire the authority of this Cor- 
poration to publish blanket invitations to 
violate the statute law of their states— 
and more will follow. 

“How the underwriters at London 
Lloyd’s must chuckle over this new sit- 
uation. As a matter of course, if the lat- 
est decision is to stand, why discriminate 
against London Lloyd’s at the picnic? 

“Tt is inconceivable that men entrusted 
with grave responsibilities would permit 
being inveigled in the performance of a 
public duty in any procedure that is mor- 
ally and legally wrong. 


Warning to Eastern Agents 


“It should be borne in mind that the 
charter of the Commodity Credit Cor- 
poration has broad provisions. It has 
power to buy, hold, sell, lend upon or 
otherwise deal in such commodities, agri- 
cultural or otherwise, as may be desig- 
nated from time to time by the Presi- 
dent of the United States. While the 
insurance activities of this Corporation 
have so far concerned the cotton and grain 
producing states, the fundamen‘al prin- 
ciple involved is far reaching. 

“Who can say then at what time the 
industries of Massachusetts may be just 
as vitally affected as are the South and 
West? Already vast sums of money 
have been loaned through Governmental 
agencies to industrial manufacturing es- 
tablishments in Massachusetts, and so 
the insurance worries of our Southern 


Local Agent Has Interesting 
Photograph of Old Fire Engine 


Bernshouse, local agent of 
N.. 3. 
office a photograph of an old hand-op- 
erated fire engine which was the first 
picce of equipment of the local fire de- 
partment. It was bought by the local 
firemen in 1886 and is still retained by 
the town. Mr. Bernshouse says that with 
twenty-five or more men on the handles 
the engine would throw plenty of water. 
He himself has worked on it many times. 
This engine was used in fighting the 
largest fire Hammonton ever had. The 
water supply was obtained from cisterns 
located underground at each street cor- 
ner, and with this engine the fire depart- 
ment saved a three-story frame building 
located about ten feet from a three-story 
brick building which was completely de- 


William H. 


Hammonton, has hanging in his 


stroyed. Describing the photograph Mr. 
Bernshouse says: 

“My father and I both took a very 
active part in organizing our fire com- 
pany and we had it incorporated in 187, 
The men_ shown in this picture are my 
father, William Bernshouse; John T. 
French, a paint manufacturer; Samuel 
Brown, a hardware merchant and at that 
time fire marshal, and P. H. Jacobs, who 
for years was secretary of the company, 
I was for many years treasurer of the 
company and one of the incorporators. 
I also served for thirty-five years as 
treasurer of the Hammonton Firemen’s 
Relief Association. 

“The building shown was our first fire 
house, built by the firemen, each one 
contributing either a week’s work on the 
building or one week’s wages. We had 
a fire bell on this building and it took two 
men to ring it. My brother Andrew and 
myself rang the first fire alarm in Ham- 
monton on this bell.” 





and Western friends may not be so far 
away. 

“In marked contrast, we are pleased to 
record the position taken by the Home 
Owners’ Loan Corporation. From its in- 
ception this Corporation has recognized 
as a principle the right of the home 
owner to place the insurance on the 
property covered by the mortgage with 
a company or agent of his own choice. 

“This Corporation recognizes the im- 
portance of the local agent’s service 
which he has always enjoyed and desires 
to continue. Many plans have been sub- 
mitted to the Corporation, all of which 
would automatically pick up the entire 
insurance requirements of the H.O.L.C. 
on its mortgages both on new loans and 
all present policies as they expire.” 


Cogswell and Downs Speak 


At the luncheon brief talks were made 
by Deputy Insurance Commissioner E. S. 
Cogswell, President Ralph Hinkley of 
the New England Insurance Exchange 
and Secretary Ralph Sweetland of the 
Exchange. Mr. Cogswell said he hoped 
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to see the problem of excepted cities and 
of non-admitted company writings solved 
in the near future as they affect the 
public interest. Likewise he said that 
the question of retaining the zoning sys- 
tem for automobile rates, which he be- 
lieves has worked out well, will depend 
to a considerable degree upon the atti- 
tude of the agents. 

John W. Downs, counsel of the Insur- 
ance Federation, said a way must be 
found to enable the carriers to take the 
undesirable risks refused. Referring to 
the compulsory automobile liability in- 
surance problem, he showed that the in- 
crease in cost is not due to any marked 
increase in fatal or non-fatal injuries but 
to the fact that the public has become 
claim-minded so that more than 100% 
increase in claims of car occupants, other 
than drivers, has developed since the 
first year of the law in 1927. 

Quoting figures to show that the num- 
ber of pedestrians killed and _ injured 
since the law went into effect in 1927 
has remained nearly constant, Mr. Downs 
brought out the fact that the increases 
in rates have been made necessary by 
the tremendous increase in the number 
of injury claims made by occupants of 
cars. In 1927 there were 14,629 such 
claims; in 1933 they had increased over 
100% to 31,325. The figures, Mr. Downs 
was careful to state, are those of the 
registrar’s office and some 20,000 less 
than the number of claims reported to 
the Rating Bureau. 

Membership of the association was 
415 August 31, a gain of 129 for the year. 


Steele Again President 


Officers were re-elected for the ensu- 
ing year with Carroll K. Steele, Glou- 
cester, as president. At his own request 
Mr. Cole was omitted from the list of 
regional vice-presidents, M. F. Welch of 
Fall River being substituted. 

Other officers are as follows: C. Con- 
rad Parker of Worcester, vice-president; 
Fred A. Norton of Salem, secretary- 
treasurer; Fred R. Smith of Haverhill, 
national councillor. 

Regional vice-presidents: George L. 
Briggs, Amesbury; Madison F. Welch, 
Fall River ; Henry F. Fessenden, Lowell; 
Lawrence U. Fuller, Lynn; Harvey A. 
Gallup, North Adams; Robert B. Green- 
wood, Winchendon; Frank R. Knox, 
Holyoke; Wm. P. McPherson, Worces- 
ter; Roscoe K. Noble, Northampton; 
Harvey R. Preston, Springfield; Warren 
S. Shaw, Brockton; A. K. Sloper, Pitts- 
field; Fred R. Smith, Haverhill; Frank 
G. Thatcher, Hyannis, and Jaul J. Wood- 
come, Fitchburg. 





COMM. SULLIVAN TO WED 


William A. Sullivan, Washington In- 
surance Commissioner, and Miss Marie 
McAteer, daughter of Mrs. John Mc- 
Ateer of Seattle, are to be married soon. 
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Stock aan Meeual Sais 


(Continued from Page 1) 


erage is predicated on financial stability, 
guarantees against assessment and full 
agency service, then, even for the sake 
of competition, the offering of some 
other type of insurance merely to hold 
the business is considered questionable 
expediency. That is the viewpoint held 
by a large number of producers and com- 
pany executives. 

In several states local agents are 
maintaining somewhat of a waiting atti- 
tude to see whether their stock compan- 
ies will enter whole-heartedly into this 
movement. These agents say they are 
willing to write for stock companies only 
providing the companies in turn will sup- 
port this sort of separation program and 
likewise decline to accept reinsurance 
from the assessment fire and casualty 
mutuals. More than one local agent 
says that he keeps a cut-rate company 
in his office only as a defensive measure 
against the competition of some other 
agency which first took on the repre- 
sentation of a non-stock insurer. 


C. W. Pierce a Leader in Campaign 


A leader in the campaign to overcome 
the competition offered by cut-rate non- 
stock insurers is Curtis W. Pierce, vice- 
president of the America Fore compan- 
ies. In constant demand as a speaker at 
meetings of agents’ associations Mr. 
Pierce is driving home the thought that 
agents should move in the direction of 
representing only one class of companies. 
When addressing the recent convention 
of the National Association of Insurance 
Agents at Grand Rapids, Mich., he ex- 
pressed his views on stock-mutual agen- 
cies in the following words: 

“Many mutual companies are now at- 
tempting to extend their plants into 
agencies which represent stock compan- 
ies. There are far-reaching principles 
involved in this movement, which, in my 
opinion, are of vital interest to the 
agents of the country, as they strike di- 
rectly at the root of the American agen- 
cy system. 

“The stock company 


agent who, for 


reasons of expediency or of temporary 
advantage, places business with assess- 
ment carriers is by so doing gnawing 
away at the very corner posts of the 
American agency system for which he 
asks stock company support. Such an 
agent has no possible justification for 
complaint when he loses a line to a di- 
rect writing mutual company which does 
not pay agents commissions. 

Agent Should Choose One Type or the 

Other 

“There are important reasons why both 
agents and companies should co-operate 
in a study of the desirability and fair- 
ness of a divorcement of stock compan- 
ies from mutuals in agencies. It has 
been said that no man can fairly serve 
two masters. There is a limited demand 
and market for mutual insurance and 
many agents and company men feel that 
such demand should be met through di- 
rect writings or by agents who repre- 
sent mutual companies only. It would 
appear to be entirely consistent that if 
an agent is not sold on the soundness 
of the principles on which the stock in- 
surance business is based, he should not 
represent stock companies and by the 
same token, if he believes in the sound- 
ness and superiority of stock insurance, 
he should deliver stock company con- 
tracts only to his clients. 

“The president of a substantial mutual 
company, one of my many personal 
friends among mutual executives, stated 
to me that agency mutuals prefer repre- 
sentation in mixed agencies. Why? The 
answer is simple—sole mutual represen- 
tation makes it extremely difficult to re- 
strict writings to the special classes that 
they desire. When in mixed agencies 
mutuals can more readily continue to 
give their limited service to the general 
public. 

“Also bear in mind that a mutual com- 
pany can serve an agent only in a re- 
stricted way and is, as a rule, totally un- 
equipped to offer to an agent the avail- 
able services of strong multiple line 
stock company.” 





LaBoyteaux Heads Drive 
Of N. Y. Merchants’ Ass’n 


W. H. LaBoyteaux, president of John- 
son & Higgins, has accepted the chair- 
manship of the insurance division in a 
campaign which leading business men of 
New York have launched to increase the 
membership of the Merchants’ Associa- 
tion in order to make the work of that 
organization more effective. Associated 
with Mr. LaBoyteaux are Frank A. 
Berthold, who heads the life insurance 
committee; Louis J. Rice of Hagedorn & 
Co., who directs the work among insur- 
ance brokers, including fidelity and casu- 
alty insurance; and Hawley T. Chester 
of Chubb & Son, chairman of the marine 
insurance group. 





SPRINGFIELD FIELD CHANGES 

The Springfield Fire & Marine is 
transferring Theodore J. Angell, former- 
ly its special agent in western Massachu- 
setts, to Pittsburgh, where he will have 
charge of the western Pennsylvania ter- 
ritory. The western Massachusetts field 
is being split, with Louis Ives of Hart- 
ford, Conn., covering the Connecticut 
Valley territory and the Berkshire sec- 
tion being taken care of by Richard 
Vedler, New Hampshire and Vermont 
special agent, with headquarters in Man- 
chester, N. H. The changes were ef- 
fective Nov. 1. 





LAURENCE E. FALLS INJURED 


Laurence E. Falls, vice-president of the 
American of Newark, who a few weeks 
ago broke his arm, was injured again in 
an automobile accident in Denver, Col., 
en Wednesday of last week. His injuries 
were not serious and he is recovering 
rapidly. 


ASKS REVIEW OF RULING 


The Ohio Insurance Department has 
sent to the attorney-general for review 
the opinion it recently gave that the in- 
surance on the Art Institute at Cincin- 
nati should be handled as fire insurance 
and not be included in a fine arts inland 
marine policy. The insurance companies 
on the present policy will continue the 
insurance as it now stands until the at- 
torney-general gives his opinion. 





FRANK A. GANTERT ON COAST 


Frank A. Gantert and Frank A. Doyle, 
president and secretary, respectively, of 
the Fidelity & Guaranty Fire Corpora- 
tion, were in San Francisco last week 
visiting Coast Manager Guy A. Inman. 
They plan to visit Southern California 
and the Northwest territory before re- 
turning to their Maryland headquarters. 





PAYS $1 EXTRA DIVIDEND 


An extra dividend of 4%, or $1 a share, 
has been declared by the directors of the 
Northwestern National of Milwaukee. 
This was payable October 31 to stock- 
holders of record October 22. This ex- 
tra dividend compensates fully for the 
reduction in dividends during the first 
two quarters of 1933. 





WALLACE M. ADAMSON DIES 

Wallace M. Adamson of Madison, N. 
J., an insurance broker with offices in 
New York, died last Saturday at Over- 
look Hospital, Summit, N. J. Death was 
due to complications following an opera- 
tion last month. He was 33 years of age 
and active in the Y. M. C. A. and the 
Madison Methodist Episcopal Church. 
Surviving are his widow, three daugh- 
ters, his parents and two brothers. 


OKLAHOMA FIELDMEN MEET 





Decision Made to Clear Mutuals From 
Mixed Agencies as Rapidly as 
Possible 
The sixth annual meeting of the Okla- 
homa Fire Underwriters’ Association at 
the Oklahoma City Golf & Country Club, 
Oklahoma City, was characterized by an 
unusually large attendance, with 85% of 
the.membership present. Discussions at 
the two-day convention, held October 23 
and 24, tended to iron out many of the 
local problems which have been confront- 
ing fieldmen of the territory for several 

years. 

Following the address by President T. 
Ray Phillips and report of Secretary 
James E. Sharpe, one of the key address- 
es of the event was given by E. A. 
Henne, president of the Western Under- 
writers’ Association and Western mana- 
ger of the America Fore group. Mr. 
Henne cited the Oklahoma association as 
outstanding in field work and the whole- 
hearted co-operation of its members in 
adhering to the proper ethics of the busi- 
ness. 

H. K. Lininger, state agent for the 
Springfield Fire & Marine, spoke briefly 
on the competition offered by mutual and 
reciprocal companies. This was followed 
by a general discussion of the subject, 
resulting in decision of members to clear 
all mixed agencies in the state as soon 
as possible, and to begin working to this 
end immediately. 

Balances were reported as fairly good 
throughout the state and it was decided 
that all members make a special effort 
to clean them up by the end of the year. 
Report of the automobile comfnittee made 
by Chairman H. K. Lininger indicated 
that efforts are being made to obtain a 
new automobile rate book as soon as 
possible. 





TAYLOR HEADS FIELD CLUB 


Members of the Mountain Field Club 
met at the Carpenter in Manchester, N. 
H., last week and elected G. Allen Tay- 
lor of Portland, Me., special agent of 
the New York Underwriters’ Insurance 
Co., president for the coming year. Wal- 
ter Davol of Manchester, special agent 
of the Hartford, was elected vice-presi- 
dent, and Frank Mills, manager of the 
Travelers Fire at Manchester, secretary- 
treasurer. Vice-President Curtis W. 
Pierce of the fire companies of the Amer- 
ica Fore group and Samuel A. Mehorter, 
of the Home, recently elected national 
head of the Blue Goose, were guests at 
the meeting. Mr. Pierce discussed mu- 
tual competition and ways of meeting it. 


MUTUAL COMPETITION TALK 

C. W. Johnson, assistant secretary of 
the North America group, will make a 
talk on mutual competition at a meeting 
of the Fire Insurance Field Club of Vir- 
ginia to be held in Richmond November 
13. Local agents from different parts of 
the state will be invited to attend the 
meeting to hear Mr. Johnson. 





PEARL RE-ENTERS TEXAS 

The Pearl Assurance has re-entered 
Texas and has appointed T. A. Manning 
& Sons of Dallas as its general agents 
for Texas. This increases to twelve the 
number of companies now having its 
Texas business supervised by the Man- 
ning organization which has “been in op- 
eration since 1905. 





WINDSTORM RATES REDUCED 


The Texas Board of Insurance Com- 
missioners has announced a reduction of 
25% in windstorm rates on brick and 
fireproof buildings located in the inland 
territory. This includes the whole state 
cxcept the first and second tier of coun- 
ties bordering the Gulf Coast. Rates on 
brick churches were reduced about 50%. 





OCCIDENTAL DIVIDEND 


The Occidental of the Fireman’s Fund 
group has declared the regular quarterly 
dividend of 30 cents a share, payable No- 
vember 15. 
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AMERICAN HOME CONFERENCE 





Eastern Department Agents Hear Sena. 
tor Frelinghuysen Say Country Is 
Coming Out of Depression 

That the country is definitely on its 
way out of the years of depression and 
that insurance is bound to receive its ful] 
share of the benefits of an early recoy.- 
ery was the keynote sounded by Senator 
Joseph S. Frelinghuysen, president of the 
American Home Fire at a meeting of the 
agents of the company’s Eastern depart. 
dent at the “Old Mansion,” Raritan, N. 
J., on October 20. 

About 125 of the 
from New York, New Jersey, Pennsyl- 
vania, Delaware and Maryland met to 
discuss the future of the American.Home 
with the president and other officers of 
the company. Addressing the mecting, 
the former Senator from New Jersey 
stated that even without favorable signs 
which are. daily becoming more appar- 
ent, it would still be unbelievable that 
the country was not making definite 
strides toward recovery. 


company’s agents 


Senator Frelinghuysen outlined the 
history and policy of the American 
Home. He said that as far as,the com- 


pany’s future course is concerned, it is 
to be definitely an agent’s company. 

Senator Frelinghuysen announced after 
the meeting that this was the first of 
similar meetings to be held from time 
to time. He said that more could be ac- 
complished in a single imformal. round 
table discussion of this type in meeting 
and understanding the mutual problems 
of agent and company than could-result 
in six months of individual calls. 


WELFARE COMMITTEE HEADS 








L. J. Rice and Owen Torrey Chairmen 
of Brokers’ and Marine Insurance 
Committees Respectively 


James G. Blaine, chairman of the Citi- 
zens’ Family Welfare Committee, has 
announced the acceptance of Louis J. 
Rice of Hagedorn & Co. as head of the 
insurance brokers’ division of the com- 
merce and industry committee in the 
Welfare Committee’s forthcoming $2,000,- 
000 appeal to aid private home welfare 
agency activities. The campaign will be 
opened November 19. Owen Torrey, as- 
sistant manager of the Marine Office of 
America, has been appointed head of the 
marine insurance division. 

Associated with Mr. Rice in the solici- 
tation of funds will be a group of lead- 
ing insurance brokers. The committee 
is one of eighty similar organizations of 
business, professional and philanthropic 
leaders making up the commerce and in- 
dustry committee under the direction of 
Myron C. Taylor, chairman. 

Funds derived from the city-wide ap- 
peal of the Citizens’ Family Welfare 
Committee will be used by private wel- 
fare agencies in providing assistance for 
needy families not provided by funds 
available from public welfare agencies. 





Millers National Opens 
Agency Plant in Okla. 


The Millers National of Chicago has 
opened an agency plant in Oklahoma 
through the general agency facilities of 
William H. McClain, whose headquarters 
are established at 1205 First National 
Building, Oklahoma City. Mr. McCla‘n 
is well known to Oklahoma agents, hav- 
ing traveled this field for twenty-seven 
years as a field representative of differ- 
ent fire insurance companies, starting 
August, 1907, with the Niagara. In April, 
1922, he transferred to the Boston and 
Old Colony, serving as their fieldman un- 
til February, 1930, when he followed 
Ralph Rawlings to the Monarch. 

While in the Monarch’s employ, in ad- 
dition to traveling Oklahoma Mr. Mc- 
Clain had supervision over western \M’s- 
souri and Kansas. He also traveled Ar- 
kansas, first in the employ of the Niagara 
and when he first started with the Mon- 
arch. He resigned his position with the 
Monarch as of August 1, 1934. He now 
represents the Millers National of Chi- 
cago and the General of Seattle. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








Friends of mine have asked me how I 
have been able to keep up this “drivell” 
for nearly five years. Well, I don’t really 
know myself except that I have a reten- 
tive mind and have had a wide contact 
with men and matters for fifty years. 
Long before I had to earn my own liv- 
ing, my father’s wealth and standing at 
that time brought me in contact with 
men of intellectual quality whose con- 
tact I would not have enjoyed had I 
not been so fortunate in the choice of 
my parents. Their varied interests and 
experiences, freely discussed around a 
very hospitable and bounteous board at 
home or at various clubs, awakened my 
youthful mind to how much there was 
to learn and experience in the life be- 
fore me. 

Outside of their business success (what 
they called their “bread and butter quali- 
ties’) these men of that generation had 
hobbies, talents and “idiosyncracies” en- 
tirely apart from their business life; in 
fact, their business lives were things 
apart from their family and “intellectual” 
lives. One friend of my father, besides 
being a great wine merchant, was a pa- 
tron of painters and an art collector. 
Another, in the humdrum business of a 
restaurateur, was a musician of no mean 
ability, being able to play several musi- 
cal instruments and lead an orchestra. 
Another, a business man, was a collector 
of butterflies, and still another had been 
a Prussian lieutenant, son of an old mili- 
tary family, who had fought as a boy in 
the Crimean War, then had come to the 
United States at the outbreak of the Civil 
War and enlisted with the Union forces. 
He vas wounded in several battles, then 
breveted for bravery in action as colonel 
or major and when the war was over 
had entered the insurance business and 
made a success at it. I refer to G. 
Schimmel, manager of the Germania for 
Brooklyn. He never joined the G. A.R. 
nor drew a pension. Nor did Mr. Schu- 
mann, president of the Germania Fire, 
who fought through most of the Civil 
War as a private and was wounded. 

Most of these men spoke several lan- 
guages—German, French, Spanish, be- 
sides, of course, English. Through my 
relationship with the Steinway family 
and others, I heard of and met some of 
the famous musical geniuses and opera 
singers of those times. Among my fath- 
er’s friends, and later my own, were 
South American merchants, who had 
Spanish-American mothers and German 
or English fathers, and who had dual 
personalities, each personality wrapped 
up in the culture and aspirations of their 
parents’ nationalities. They were all 
successful business men, but business 
talk was the one thine that was “taboo” 
when they met socially unless it were to 
introduce some _ generally interesting 
topic based on their experience as busi- 
ness men. My contact with these men 
from the time I was ten to about nine- 
teen was a liberal education in itself. 

* * * 
Early Experiences in the Book Business 

The best posted man on general af- 
fairs among all of them was my father, 
and was so generally recognized. He 
saw to it that we had the best educa- 
tion that money could buy. 

When forced to leave college in 1888 
on account of father’s business reverses 
(but nevertheless having had two years 
of successful collegiate training) I en- 


tered the foreign book business in the 
employ of my uncle, Gustav E. Stechert, 
a thorough business man, but a martinet 
of the first order. While with him I 
met a lot of famous college professors, 
who were our customers. 

I well remember Nicholas Murray But- 
ler, now president of Columbia Univer- 
sity, then president of the New York 
College for the Training of Teachers, 
visiting our store on Broadway, between 
Tenth Street and Union Square, on busi- 
ness to make purchases and browse 
among our books. He was a dapper, 
handsome young man, full of energy and 
unlike the popular idea of a pedagogue. 
My uncle used to say to me that he 
would make his mark some day. He 
did. He used to carry a black bag into 
which he deposited the books he wished 
to take with him. This was in 1888, 
forty-five years ago. He must have im- 
pressed me by his appearance and man- 
nerisms, otherwise I could not have re- 
membered hirn now. 

My uncle’s opinions, too, were worth 
while, for in those days bookselling was 
a profession; that is, a bookseller in 
Germany had to pass a long apprentice- 
ship to be considered worthy and capa- 
ble to set up for himself. He did not 
only sell the books that were ordered 
by colleges, libraries, professors and cul- 
tured people, but he was able to tell 
librarians what they needed in the way 
of standard works. For instance, when 
the Agricultural Experiment Stations 
were started in the United States, and 
states voted appropriations, these estab- 
lishments came to him and asked him to 
“make up a list” for them of their needs. 
He had an “antiquarian department” and 
for a short while I had charge of 
“Americana.” We used to advertise for 
rare American or out of print books in 
the “Publishers’ Weekly,” the trade 
paper of the bookselling and publishing 
business, then conducted by R. R. Bow- 
ker, but founded by Mr. Leypoldt (the 
latter was the son-in-law of R. Garrigue, 
then president of the Germania Fire, and 
father of my colleague in my early spe- 
cial agent days, of Rudolph Leypoldt, 
New England special agent of the Ger- 
mania). 

Through this Americana department of 
of my employer my natural appetite for 
American history was whetted by seeing 
a lot of literature devoted to this sub- 
ject—very useful to me in my later activ- 
ities as an adjuster where valuable books 
were involved. For instance, I remember 
an adjustment up-state on a_ private 
household library. I stumbled across 
“Lossing’s History of Long Island,” two 
volumes, which was worth about $100 in 
the market. This had been slightly dam- 
aged, but no claim was made, and after 
we got through with the loss, I made a 
friend for life of the assured by assuring 
him he could get $100 for these volumes 
at any reputable book auction or book- 
seller’s. He wanted the money more than 
the books and sold them. 

My visits to librarians and similar per- 
sons brought me in contact with the 
American Museum of Natural History, 
then in its infancy, and roused my in- 
terest in many channels. 

I might go on with this, carrying my 
readers throuch my experiences while e~- 
ployed by a Mexican and Central Ameri- 
can commission house. where I learned 
a lot about merchandise which we ex- 
ported or imported, bookkeeping, bank- 
ing, exchange, etc., and marine and fire 
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insurance, the latter from the buyers’ 
point of view. 

This experience stood me in good stead 
in my later fire insurance adjustment 
work. For instance, I knew that “chi- 
cle,” a kind of rubber and the base of 
chewing gum, was not damaged by ex- 
posure to water or smoke, so that when 
at Rochester in 1912 I was “on” a large 
loss of materials of a chewing gum man- 
ufacturer I told the assured who was 
trying to put over a water loss claim 
on us on “chicle,” that there could be 
no water dam7ge, much to his and my col- 
leagues’ surprise. I told them why, as 
we had imported tons of it and had never 
considered our chicle damaged by water 
under our mirine policies (i.e., from the 
insured’s point of view), although they 
had often been doused by sea water in 
transit. The assured withdrew his claim. 

This is one of the things J tell sn-npy 
young field men who know it all, when 
they ask me what good a previous train- 
ing in business benefits one before go- 
ing into the insurance business. A good 
deal, I should say. I even venture to 
say that a previous training in some 
other merchandising business makes for 
a better insurance man, for he has im- 
bibed a somewhat broader view of busi- 
ness, hoth as to men ?nd m‘ftters. thon 
one who has always been in the insur- 
ance business from the start. 

When I started in this morning to 
write this | wanted to show whv I conld 
probably keep on with this column for 
some time to come. I had intended say- 
ing only a few words, but it is a mys- 
tery even to me how one thing leads to 
another, and on and on, so that while I 
didn’t know what to write about this 
Sunday morning at Utica, N. Y., I have 
written six pages, which I hope will in- 
terest my readers. I wish to make the 
point before closing this reminiscence 
that my experiences with men and mat- 
ters during the forty years I have trav- 
eled as an insurance fieldman have been 
the greatest education of all. 


Phoenix and Albany Ads of 1811 

Fred Buell, general agent of the Agri- 
cultural and veteran fieldman, who cele- 
brated his seventy-ninth birthday recent- 
ly, has sent me a card containing the 
information that the Phoenix of London 
ran a local agent’s advertisement at Troy, 
N. Y, in 1811. That comnany also had 
an agent at Albany and Troy in 1808. 
Another of the old papers which Mr. 
Buell has, printed in 1811, contains an 
advertisement of the Albany Insurance 
Co. That was the year the company was 
founded. ‘ 





48% PASS BROKERS’ TEST 

Sixty-two out of 128 candidates for in- 
surance brokers’ certificates of authority 
massed the qualification examination of 
the New York Insurance Department. 
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Firemen’s Officers Give 


Dinner for Pres. Cooney 


John R. Cooney, recently elected presi- 
dent of the Firemen’s of Newark, was 
guest of honor at a dinner given by offi- 
cers of the Loyalty Group of insurance 
companies Saturday night at the Essex 
Club. The only other guests were mem- 
bers of the executive and finance com- 
mittees of the board of directors: Percy 
S. Young, Percy Jackson, J. S. Rippel, 
Walter Heath, Ernest C. Lum and 
Charles G. Colyer. 

Among those present were Howe S. 
Landers, president of the casualty affili- 
ates; Herbert A. Clark, resident vice- 
president at the Chicago office and re- 
cently elected director of the Firemen’s; 
William B. Reardon, second vice-presi- 
dent in charge of the San Francisco of- 
fice, and Ben Lee Boynton, resident vice- 
president of the Southwestern depart- 
ment with offices at Dallas. 





Virginia Commission To 
Codify Insurance Laws 
Wilbur C. Hall, representative for Lou- 
doun County in the Virginia General 
Assembly, was elected chairman of the 
state commission to codify the insurance 
laws of Virginia last week at the first of 
a series of meetings which the commis- 
sion plans to hold within the next few 
months. George A. Bowles, Virginia 
Commissioner of Insurance, was chosen 
vice-chairman, and William R. Shands, 
director of the state bureau of statutory 
research, was named secretary. f 
The commission will hold a_ public 
hearing in Richmond November 26. Rep- 
resentatives of the several groups of in- 
surance will be invited to attend and pre- 
sent their views. In addition to codify- 
ing the insurance laws, the commission 
plans to make whatever corrections that 
are needed in existing laws and to make 
changes that may be deemed advisable. 
It will submit a report at the next ses- 
sion of the General Assembly. 
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Boston Library Association Meets 


The Insurance Library Association of 
Boston held its annual meeting recently 
in the assembly room of the New Eng- 
jand Insurance Exchange. William B. 
Medjicott, well-known insurance educa- 
tor and former field man, was re-elected 
president and D. N. Handy was re-elect- 
ed secretary-treasurer. Walter C. Small, 
member of the firm of Field & Cowles 
and resident secretary of the Royal In- 
demnity, and Ralph G. Hinkley, New 
England manager of the American In- 
surance Co., were elected trustees for 


three years. 

United States Manager Gayle T. For- 
bush of the Royal Exchange and Gorham 
Dana, former manager of the Under- 
writers’ Bureau of New England, were 
re-elected trustees for three year terms. 

The library’s facilities drew 15,250 call- 
ers during the year just past, according 
to the report of Mr. Handy as secretary. 
Of the library’s maps, 12,554 were used 
in the library, while 664 were taken out 
for use in the Eastern Underwriters’ In- 
spection Bureau or the New England In- 
surance Exchange. 

The total membership of the associa- 
tion as of September 30 was 300, of which 
203 were active, 94 associate, one hon- 
orary and two contributing. Of the ac- 
tive members fifty are active regular— 
that is, members outside of the New 
England Insurance Exchange eligible for 


SHIPS TO USE EX-FIREMEN 


United Fruit Co. Placing Two Men on 
Each Cruise Liner to Reduce Fire 
Hazards 
A new field of usefulness has been 
opened up to retired New York City fire- 
men with clean records, it is announced 
by Commissioner J. J. McElligott of the 

New York Fire Department. 


“United Fruit Co. has come to me with 
the request that I send them expert 
firemen now on our retired list after 
twenty years of faithful and efficient ser- 
vice,” said the commissioner. “These men 
have been supplied for the cruise liners 
of the United Fruit Co. Great White 
Fleet and two have been assigned to each 
of their vessels in the New York service.” 


These former firemen become employes 
of the United Fruit Co. as officers on 
their line. They carry the rating of chief 
petty officer, have separate and special 
accommodations on the ships and wear 
uniforms clearly denoting their function. 
They report directly to the captain of 
the ship and to him alone. Their duties 
are to patrol the ship from 4 p. m. to 6 
a.m. every day, both at sea and in port, 
and their watches are divided into four- 
hour shifts. It is a strict ruling of the 
United Fruit Co. that these men shali 
have no other duties except those of pa- 
troling the ship and guarding against fire. 
They make daily inspections of hose, 
check on water pressure, examine fire 
extinguishers, etc. 

he presence of such men will not only 
assure fire appliances being kept in bet- 
ter condition, but in case of fire would 
Prove a big factor, not only in controling 
the fire, but also preventing panic among 
the passengers, which after all is one 
of the most important things. 


Edward T. Cairns, vice-president Fire- 
man’s Fund group of fire and casualty 
companies, has returned to the head of- 
fice in San Francisco from an extended 
business trip in the East, where he vis- 
ited company departmental offices in 
Chicago, New York and Boston. Mr. 
aims was present at the annual meet- 
ing of the Western Underwriters Asso- 
Clation at Manchester, Vt., and also at- 
tended a meeting of the supervisory com- 
mittee of the Rocky Mountain Under- 
writers Association at Denver. 


membership and paying $10 a year; 135 
are Exchange members, and eighteen are 
special members, consisting of those who 
do not have all the qualifications of active 
membership but are eligible by vote of 
the trustees under the by-laws. 

The total registration for the year was 
190, distributed as follows: Suretyship 
13, inland marine 53, fire 64, casualty 60. 
This compared with a total registration 
for the previous year of 156. Of the 
students, twenty-three were women, five 
of them in suretyship course, five in the 
inland marine, four in the fire. course 
and nine in the casualty course. Forty- 
five students sat for the examinations of 
the Insurance Institute of America in 
April. 


JOHN McGOUGH DIES 


Head of the Bureau of Fire Prevention 
in New York City; Fought Arson 
Plotters For Years 
John McGough, chief assistant fire 
marshal in New York City in charge of 
the Bureau of Fire Prevention for the 
last seven years and for thirty-four years 
special investigator in arson cases, died 
last Saturday at his home in New York. 
He was 63 years of age. Stricken on 
September 10 Mr. McGough was taken 
to the Lutheran Hospital here and was 
apparently recovering from an operation 
for gall stones when complications set in. 

Mr. McGough joined the New York 
Fire Department in 1900 as a detective. 
He worked hard and successfully against 
firebugs and was instrumental in send- 
ing many of them to jail, including “Izzy 
the Painter” and the Brownsville gang. 
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He numbered many close friends among 
insurance men, who greatly admired his 
ability. Funeral services were held Tues- 
day morning at his home and a solemn 
requiem high mass was celebrated in St. 
Alphonsus Church. Interment was in 
Calvary Cemetery. 


HEAVIER TONNAGE LOSSES 


Two motorships, representing 12,616 
tons gross, and two steamships of 4,753 
tons gross, are reported by the Liver- 
pool Underwriters’ Association to have 
been posted in the loss book during Au- 
gust as “lost.” These figures compare 
with three steamships, of 9,132 tons 
gross, so posted during August, 1933. The 
total number of casualties posted in the 
loss book was 390, compared with 339 
in August of last year and 370 in August, 
1932. Only vessels of 500 tons gross and 
upwards are included in these totals. 
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Insurance Can Lead the Way In 


New Era of Constructive Selling 


By Clarence T. Hubbard, 
Author, “Where Fire Insurance Leaves Off” 


“Fewer Salesmen and Better Buyers” 
was the title of a recent essay which 
gives us all something to think about. 

We may be entering an era (at least 
we should be) of constructve selling and 
insurance stands out as a headline num- 
ber on such a program. 

The effectuation of a sale merely for 
the purpose of collecting a profit is being 
difficult to support these days. 

Gradually the “consumer” is emerging 
from the darkness. Once he had trod 
the well-beaten path to the Mouse Trap 
Maker but the Big Bad Wolf of Adver- 
tising encountered and overcame him. 
Then with a sudden realization of his 
false powers the Big Bad Wolf sharp- 
ened his growls with radio waves and 
has cornered the consumer, demanding 
his patronage and not giving a genuine 
mouse trap in return. “Don’t improve 
the mouse trap,” instructed the makers; 
“put on some new gadgets; paint it in 
aluminum; put it up in a red box with 
green ribbons; the consumer will fall for 
it and buy quicker and more often; we 
will make more money; our dividends 
will be larger, and then we can hire so- 
and-so on our radio program.” So what? 
More salesmen. More sales. More ad- 
vertising. More repeat sales. No serv- 
ice. More mice. No constructive study 
as to how to catch them. Sell mouse 
traps—that’s the idea. And then comes 
“Fifty Million Guinea Pigs” and many 
other protests. And they have only start- 
ed. The salesman today who stands 
the best chances of permanent success 
is the one who sells goods which render 
a distinct service (of course the maxi- 
mum of satisfaction is a service in itself), 
and this is particularly true in the insur- 
ance business. 


Services Which Can Be Rendered 


Insurance has always been a construc- 
tive product, yet altogether too many 
have sold insurance simply as something 
to sell, and from the sale of which mere- 
ly to make a living, overlooking its vital 
service to society in general. 

We in the insurance business know 
that the Metropolitan Life Insurance Co., 
for instance, has in a big way helped the 
public to recognize life insurance’s con- 
structive value rather than its sales an- 
gle, by means of their broad sales ex- 
empt publicity. We in the insurance 
business know that steam boiler insur- 
ance, so called, is really a preventive 
service rather than a form of indemnity, 
even though it does serve in the latter 
way, and that this preventive service, 
keeping boilers safe and serviceable and 
economical to the user, is a potent utility 
service. The person who sells such a 
service not only earns a commission and 
a living but he renders a most construc- 
tive and useful service to the buyer and 
to mankind in general. 

This is likewise true with many phases 
of fire insurance, particularly special haz- 
ards and sprinklered risks where engi- 
neers and inspectors analyze all hazards 
and offer recommendations for their 
elimination. Nor does this end with fire 
insurance, steam boiler insurance or life 
insurance; it is strikingly true in work- 
men’s compensation insurance and vari- 
ous forms of liability insurance. The 
pubile hasn’t but a small conception of 
the marvelous safety improvements cre- 
ated through the suggestion—and even 
insistence—of ingenious and studious in- 
surance engineers. 


Safety Programs 
The Underwriters Laboratories alone 
are a monument to insurance perform- 
ance. Many of the safety advancements 
in oil burners, electrical equipment and 
other mechanical products are due to ob- 





servations of insurance engineers. Fire 
Prevention Week and fire prevention 
campaigns are traced to insurance alert- 
ness. There is hardly an insurance com- 
pany which does not maintain, to some 
degree, an engineering department, re- 
search division or safety department, 
thereby rendering important service, in- 
dependently of the sales department, 
which is to the benefit of mankind—a 
service which by itself more than justi- 
fies the very existence of these insurance 
organizations. 

For further example, the present 
scheme of the Aetna Life in connection 
with its farm mortgages is an example. 
Instead of foreclosing all of the aban- 
doned farms, deserted by the owners 
during the depression, the Aetna Life 
has transformed many such farms into 
productive, useful, modern, up to date 
farms, producing cattle which are con- 
stantly topping the market. They allow 
the owner to remain as a tenant, in 
many instances, improving the buildings 
and having the soil analyzed and in so 
many cases transforming what was con- 
sidered a worthless farm into a most 
productive one, and to dispose eventually 
of these farms to the farmers. 

These few named constructive activi- 
ties—and there are many more—indulged 
in by insurance companies both large 
and small and carried on without fanfare 
in a quiet, intelligent but effective way 
point out a perfect example of construc- 
tive service. 

Public Seeks Full Return on Expenditures 


Not only is such constructive service 
reserved for the insurance companies 
(although our business is peculiarly suit- 
ed for such opportunities), but other in- 
dustries are endeavoring to associate 
with their income something more than 
a mere sale. Many newspapers, for in- 
stance, are backing modernizing pro- 
grams and were doing so long before 
the Government became interested. The 
General Motors and the General Electric 
companies’ people support valuable re- 
search bureaus which seek ways and 
means of scientifically aiding the public. 
Mr. and Mrs. John Public are beginning 
to appreciate and learn the value of use- 
ful and practical service which is ren- 
dered in return for the spending of their 
money. 

There is even an independent research 
bureau to which thousands of people 
subscribe in order to receive an unbiased 
analysis on the merit of common articles 
in use today. The startling analysis of 
this bureau discloses that the advertis- 
ing claims of altogether too many prod- 
ucts are false, and that many of the ad- 
vertised articles today have an eye only 
to sales, some even containing poisonous 
elements! It would possibly appear that 
we are entering into a buyers’ era. 

The American Management Associa- 
tion already has an Insurance Buyers’ 
Division. One of its leading members 
just talked before the national conven- 
tion of local agents. There is an Insur- 
ance Buyers’ Association on the Pacific 
Coast. In Texas there is an Insurance 
Buyers’ Organization, which has already 
made itself know in certain demands. 
This sort of thing is likely to grow. From 
now on salesmen, no matter what their 
line, mayhap be on the defense. 


Advantages of Insurance Salesman 


The insurance agent as a salesman has 
the advantage over all other salesmen in 
that his very business is founded on con- 
structive service, and if this side of our 
great business was sold with greater em- 
phasis, intelligence and interest rather 
than the mere sale of policies, our entire 
business would benefit. If every local 
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agcnt would take an interest and devote 
one-tenth of his time to the constructive 
side, independent of sales, what a tre- 
mendous influence this would have on 
the understanding, the acceptance and 
the application of insurance all over the 
world. 

Naturally, we all have to sell, or work 
for someone who sells, in order to enjoy 
a living—but the point is not to stop 
there! 

For instance, local agents who can talk 
in public should be making addresses be- 
fore local and all other organizations as 
to what insurance does in a utilitarian 
way. It is possible to obtain motion pic- 
ture films which teach safety measures, 
fire prevention films and other construc- 
tive reels, free of advertising, from vari- 
ous insurance companies. These pictures 
are also available for schools and for 
churches. During Fire Prevention Week 
the interest on the part of local agents 
in presenting the subject of fire protec- 
tion before the public is lax. The same 
applies to the lessening of automobile ac- 
cidents, of safety work in general, in 
matters of health, in the preservation of 
property, in the economy of using ma- 
terials. You as a local agent have not 
begun to tap the sources of information 
of assistance and help which you can re- 
ceive from the engineering departments 
of your insurance companies in aiding 
you to serve your community in a con- 
structive way—as a lecturer, as a chair- 
man of public serving committees or as 
an individual counsellor. 


How the Agent Can Serve 


If you are not a public speaker and 
do not feel that you should attempt any- 
thing in that direction, there are all sorts 
of other constructive ways in which you 
can serve. There are fire boards in every 
community, safety councils, school com- 
mittees, church organizations and no end 
to the opportunities you have to present 
the safer ways of living, which dovetails 
right in with your own business and de- 
fends your very position as a salesman. 

You and other local agents could be- 
come so organized that whenever any- 
thing detrimental appears relative to in- 
surance you can immediately correct it 
by a letter in your local paper, as all 
newspapers now have “people’s forums” 
in which submitted letters are repro- 
duced. One agency recently wrote a let- 
ter to the local paper relative to the 
mention of Lloyd’s in connection with 
the Morro Castle disaster, and the letter 
explained that Lloyd’s did not carry all 
the insurance, but that it was placed in 
large part in American insurance com- 
panies and that Lloyd’s was greatly over- 
advertised. 

There is a well known and respected 
religious organization in the United 
States, growing in popularity, which 
maintains a publication committee. It is 
the duty and responsibility of that com- 





WISCONSIN AGENTS MEET 





Call I.U.B. Rates and Acts Discrimina. 
tory; William B. Calhoun Re. 
elected President 

Protest was voiced against alleged dis. 
criminatory practices as to rates and 
rules of the Interstate Underwriters 
Board and suggestion made for a joint 
committee conference between the Na. 
tional Association of Insurance Agents 
and the I.U.B. to accomplish this resylt 
in a resolution adopted at the thirty. 
sixth annual convention of the Wiscon. 
sin Association of Insurance Agents at 
Wausau, Wis., last week. 

In another resolution the association 
condemned the practice of over-head 
writing of insurance on financed auto. 
mobiles and suggested to the companies 
involved in these direct writings con- 
tracts that this business should be re. 
turned to the agents who are in a posi- 
tion to serve the risks, and who are 
devoting their lives to the business of in- 
surance. The sense of the convention 
that the future of the insurance business 
lies in emphasizing the expending and 
elarifying of insurance contracts and that 
the matter of rates should be of second- 
ary rather than of primary importance, 
was expressed in another resolution. 

William B. Calhoun, Milwaukee, past 
president of the National association, was 
re-elected president of the Wisconsin 
association. Other officers elected were 
J. R. Schuster, Beloit; Henry P. Evans, 
Superior, and W. Conan Thornton, Fond 
du Lac, vice-presidents; Hugh A. Bird, 
Beaver Dam, chairman of the executive 
committee; Jos. G. Grundle, Milwaukee, 
secretary-treasurer. 

Speakers during the two-day conven- 
tion included Frank E. O’Brien, assist- 
ant secretary, Fidelity & Casualty of 
New York, on “Casualty Insurance”; C. 
P. Helliwell, Milwaukee, president, Wis- 
consin Fire Underwriters Association, on 
“Stock Company Insurance”; Fred J. 
Lewis, Milwaukee, national councilor, on 
“The National Association,” and John D. 
Rogers, Milwaukee service manager, 
Continental Casualty, on “The Place of 
Life Insurance and Health and Accident 
Insurance in a Local Agency.” 





Solicitor Classification 


To Be Sought in N. J. 


A bill is to be introduced in the next 
session of the New Jersey legislature 
to provide a legal status for solicitors. 
Under the present laws only policy writ- 
ing agents and brokers are recognized. 
The local agents’ association is under- 
stood to be strongly opposed to the new 
bill. One reason for the attempt to cre- 
ate a third class of producers, namely 
solicitors, is to legalize the present situa- 
tion whereby many producers are non- 
policy writing agents, thus not qualifying 
strictly either as agents or brokers. 





GETS PEARL FOR THREE STATES 


The Leedy-Glover General Agency has 
been formed in Birmingham, Ala., to take 
the general agency of the Pearl Assur- 
ance, the Eureka-Security and the Mon- 
arch Fire for Alabama, Georgia and 
Tennessee. The officers of the general 
agency are as follows: Chairman of the 
board, W. B. Leedy; president, Thomas 
N. Beach; vice-president, Allen S. Glov- 
er; secretary, W. K. Massengill, and gen- 
eral manager, William L. Sisk. Mr. Sisk 
has been connected for several years with 
insurance companies in Atlanta. 





mittee, whenever it reads or hears of any 
erroneous comments relative to the pur- 
pose or fundamentals of the religion, im- 
mediately to write a letter and have that 
letter published in the newspaper, cor- 
recting the attacks. This work is car- 
ried on so well that there is not an ad- 
verse comment in the United States 
which is not immediately picked up and 
corrected. Such organized pursuit in the 
insurance business, centered mostly with 
the local agent, would be tremendously 
constructive. 
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Court Fixes Rights 
Of General Creditor 


POLICY REFORMATION DENIED 








Federal Court Passes on Two Points 
Brought Up by Puerto Rico Bank 
in Effort to Recover 





The Royal Exchange and the Norwich 
Union Fire each issued three fire poli- 
cies aggregating $20,000 on a wholesale 
stock of provisions and merchandise be- 
longing to Contron & Martinez in ware- 
houses at Mayaguez, Puerio Rico. They 
\,ere general policies, each one covering 
the whole stock. Each policy had a rider 
containing a standard mortgage clause 
making loss or damage payable to Banco 
Comercial de Puerto Rico “as mortgagee 
(or trustee) as interest may appear,” the 
insurance as to such interest not to be 
invalidated by any act or neglect of the 
mortgagor or owner of the property. 

The bank had no mortgage or security 
on the goods insured. It was a large 
general creditor of Cantron & Martinez. 
The goods were destroyed by fire found 
by the district judge for Puerto Rico 
to have Deen caused by the willful act or 
connivance of the insured. Contron & 
Martinez were adjudicated bankrupt. 
Their trustee sued to recover the insur- 
ance. The bank intervened to protect 
its interest, by obtaining reformation of 
the policies and collecting on them as 
reformed. 


Two Questions Raised 


There were two questions in the case: 
(1) The right of the bank to a reforma- 
tion of the standard mortgage clause to 
read substantially as follows: “Loss, if 
any, payable to the Banco Comercial de 
Puerto Rico as creditor (or trustee) to 
the amount of its credit against Contron 
& Martinez.” the insurance as to the 
interest of the creditor (or trustee) only 
not to be invalidated by any act of ne- 
glect of the debtor or the owner of the 
property; (2) the bank’s right to recover 
if the policy was not so reformed. 

The First Federal Circuit Court of Ap- 
peals found that there was a conflict of 
testimony as to whether it was the in- 
tention of the parties to write the poli- 
cies in the form for which the bank 
contended. The bank’s witnesses insist- 
ed that it was made clear to the insur- 
ance companies’ representatives, and it 
was the understood intention, that the 
policies should be so drawn as to pro- 
tect the bank as a general creditor. The 
insurance companies’ witnesses testified 
that the standard mortgage clause was 
asked for both by the insured and the 
bank and was furnished as a matter of 
course on the supposition that the bank 
had or expected to have security on the 
insured goods. 

The court did not think the plaintiff's 

proof met the required standard for re- 
formation of a policy for mutual mis- 
take, viz., that of the clearest and most 
satisfactory character. But, the plaintiff 
having failed to show any special prop- 
erty or insurable interest in the insured 
goods, either at the time the policies 
were issued or at the time of the fire 
and loss, it was not entitled to recover 
even if there had been a mutual mistake 
in the standard mortgage clause. 
_As to (2) the plaintiff’s contention that 
if the policy were not reformed it should 
be regarded as an appointee or assignee 
of the policy, the court held that it could 
only recover through the right of the 
insured. As to this the district judge 
had found that the fire was set by the 
willful act or connivance of the insured, 
that the proofs of loss were for grossly 
exaggerated amounts and values, and 
that part of the stock was not in the 
building described in the policies at the 
time of the fire. These findings the 
court held were conclusive against the 
Plaintiff, and it affirmed the decree of 
the District Court for the defendants. 


Chicago Agents Resist 
W.U.A. Separation Plan 


Class 1 members of the Chicago Board 
of Fire Underwriters who represent both 
companies belonging to the Western Un- 
derwriters Association and those not 
members of the association decided last 
week that they would offer passive re- 
sistance to the separation program of the 
W. U. A. in Chicago. The agents are 
not resigning any companies, leaving to 


the W. U. A. members the complete de- 
cision as to whether to remain in or 
withdraw from the mixed agencies. The 
separation deadline was reached Octo- 
ber 31 and now if the companies are to 
put separation into effect apparently they 
must go ahead and withdraw their sup- 
plies from about 50 mixed offices. There 
is considerable doubt whether the com- 
panies will proceed with such an upset- 
ting program in Chicago even though the 
W. U. A. recently reiterated its deter- 
mination to carry out the separation plan. 


GETS HOME’S 25 YEAR MEDAL 
G. Woodbury Parker, local agent of 
Hudson, Mass., has received a silver 
medal from the Home of New York in 
recognition of twenty-five years’ contin- 
uous representation of the company. 
State Agent L. G. Fitzherbert made the 
presentation. Mr. Parker entered insur- 
ance twenty-seven years ago with Fred 
O. Welsh, doing business under the firm 
name of Welsh & Parker. Mr. Welsh 
died several years ago. 
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Laminated Plastics 
Urged For Ship Use 


NOT TOO EXPENSIVE, 





IS CLAIM 
Fire Hazards of Public Rooms and 
Staterooms Would Be Lessened, 


Trade Magazine Contends 





In connection with the Morro Castle 
disaster and other recent ship fires con- 
cerns which manufacture laminated plas- 
tics are urging the use of such for dec- 
orating public rooms and staterooms of 
passenger liners. Claims are made that 
these plastic materials are fire-resistant, 
that the original cost is far from pro- 
hibitive and that the maintenance charges 
are lower than those for wood now used. 
In the current issue of Modern Plastics, 
a trade publication, there is an article 
entitled “Laminated Plastics Make the 
‘Fireproof’ Ship a Reality,” written by 
Albert Quincy. Extracts from this pres- 
entation of the virtues of plastic products 
follow: 

The hazards of fire have always fur- 
nished a major problem in the construc- 
tion of ships. Engineers, marine archi- 


tects and ship owners have for many 
years paid a great deal of attention 
toward the elimination of inflammable 


materials, the introduction of fire-resist- 
ant and fireproof materials. The very 
fact that during the ten years ending in 
1931 over sixty-two million dollars of fire 
loss to cargoes and vessels was suffered 
by shipping serves to show the serious- 
ness of the problem. And just because 
this problem proved so serious in a mon- 
etary way, it is certain that shipbuilders 
and ship owners have always had a strong 
desire, at the least, to minimize fire haz- 
ards. 

How, then, could a disaster so vast as 
that of September 8 have occurred ? 

The answer will be found in the fact 
that in spite of the introduction of fire- 
proof or fire-resisting materials in the 
construction of hull and superstructure, 
the most dangerous portions of passen- 
ger ships, the passenger quarters them- 
selves, are still constructed of highly in- 
flammable wood. 


Morro Castle Furnishings 


All exposed decks on the Morro Castle 
were laid with caulked wood. The deck 
ballroom, the veranda cafe, the prome- 
nade and the inside bulwarks were pan- 
elled in teak. The lobbies and public 
rooms were elaborately finished in ma- 
hogany, satinwood, ebony and rosewood. 
The smoking room was executed in wal- 
nut. The de luxe suites on sea deck 
had hardwood and painted wood bulk- 
heads. Staterooms likewise were provid- 
ed with wood bulkheads and furniture. 

Thus, in spite of steel framing, the 
passenger quarters and public rooms of 
the Morro Castle were not merely sub- 
ject to fire but were so constructed that 
a strong fire, once started, was almost 
certain to spread throughout the ship. 

At first glance it would seem curious 
that engineers, aware of the need for 
fireproofing, should so plan a vessel. Yet 
it must be remembered that two factors 
govern the decoration of the public 
rooms and staterooms of a luxury liner. 

The first is that of weight. It is nec- 
essary that the upper decks of a steam- 
ship be as light as possible to preserve 
the stability of the ship. It is likewise 
considered essential that the.materials 
used in constructing the public and pri- 
vate rooms be subject to decorative treat- 
ment of a high degree, that they be 
pleasant to the touch and pleasing to the 
eye. Therefore, while such fire-resistant 
materials as steel and the plastic group 
were in existence prior to 1930 (the year 
of the Morro Castle’s construction) it can 
well be understood that they were not 


in a sufficiently developed state to justify 
their use at that time. 

The argument as to whether they 
should have been used or not is a futile 
one. The essential point today is wheth- 
er ships now being built or yet to be 
built can be so constructed as to achieve 
the essential decorative beauties, the all- 
important lightness of weight, while at 
the same time providing a degree of fire 
retardation infinitely greater than that 
which has to date existed. 

Materials That Have Been Rejected 

Let us examine a few of the materials 
which have in the past been proposed 
and rejected. The use of steel has, of 
course, suggested itself to marine archi- 
tects. The eminent naval architect, 
George G. Sharp, has used steel with re- 
markably fine results on the public 
rooms of four of the vessels of the 
American Scantic Line. Yet steel—and 
for that matter such other metals as 
brass, copper and aluminum—are _ill- 
suited to use in private staterooms and 
in many public rooms because of their 
metallic ring and their cold metallic feel. 
It is a fact that passengers deeply resent 
being placed, for even the short duration 
of a cruise, within the confines of what 
they term “a tin bread-box.” 

It is likewise true that bare metal is 
subject to rapid deterioration unless la- 
boriously painted. Such painting can be 
done continuously on the hul! and ex- 
posed superstructure of a liner but the 
highly surfaced decoration of interior 
rooms must be more lasting or it would 
be necessary for the ship to suffer fre- 
quent layoffs from its regular run. 

These same elements of surface beauty 
and surface life have played an impor- 
tant role in the rejection of other mate- 
rials. It can be accepted that no ma- 
terial which does not present a lasting, 
highly decorated surface can hope to 
achieve extensive use in. the interior 
structure of passenger carrying vessels. 

What, then, is to be done? 

Extra Cost Very Slight 

Until recently it was felt that the use 
of laminated plastics would entail a pro- 
hibitive cost. Yet Architect Sharp, in dis- 
cussing the need for fire prevention and 
control, has estimated the increased cost 
of building a passenger vessel according 
to the standards of fire resistance estab- 
lished by the National Fire Protection 
Association at approximately 1%. 

Mr. Sharp was not talking of laminat- 
ed plastic materials exclusively. Yet it 
can be confidently said that the state- 
ment would apply with equal (if not 
greater) truth to the plastic group than 
to any other proposed material. In fact, 
among plastic engineers who have been 
working on the problem, the feeling is 
general that the mass production of plas- 
tic treated materials (which the near fu- 


ture is more than likely to see) will so 
reduce fabrication costs as to make pos- 
sible the use of such fire resistance ma- 
terials without the expenditure of a sin- 
gle additional penny. 

The plastic surface materials offer two 
other distinctive advantages when costs 
are considered. Obviously, an average 
fire loss of six million two hundred and 
fifty thousand dollars implies a commen- 
surately high fire insurance rate. Such 
occurrences as the Morro Castle fire im- 
ply an inevitable increase in the cost of 
fire coverage. The use of fire-resistant 
materials will find initial cost immediate- 
ly compensated for by a lowering of in- 
surance rates, and this compensation will 
endure throughout the life of the ship. 

Likewise the enduring surface which 
plastic materials offer makes possible a 
pronounced reduction in decoration main- 
tenance costs. Whereas today all pass- 
enger quarters are subject to frequent 
redecoration because of weather deterio- 
ration and the effects of hard treatment 
by passengers, the plastic materials pro- 
vide a far longer useful life. 

It is thus apparent that the use of the 
plastic group of fire-resistant materials 
will not only entail little or no extra ex- 
pense when the ship is built but will like- 
wise provide definite operating savings 
throughout the useful life of the ship. 


Plastics Now Used 

Several instances already exist in which 
plastics have found extensive application 
on shipboard. Molded door handles, kick 
plates, escutcheons, baseboards, electrica! 
equipment, etc., are, of course, just as 
frequently made of plastics on shipboard 
as on land, and these uses, in both in- 
stances, are rapidly increasing. 

Likewise the construction of shipboard 
furniture has, in recent years, involved 
the use of laminated plastics on bars, 
desks, cabinets and tables. Here the 
purpose has been both to provide greater 
resistance to wear and abuse (and par- 
ticularly resistance to the fire hazard pre- 
sented by burning cigarettes and spilled 
liquors) and at the same time to make 
possible truly modern decorative effects. 

These instances of use are due for a 
pronounced increase as architects become 
more acquainted with materials available 
and develop further the possibilities for 
their interesting treatment. 

The actual use of laminated paneling in 
the construction of public rooms is prob- 
ably best known by the work that has 
been done on the steamships Washington 
and Manhattan. Here the New York 
Shipbuilding Company and the United 
States Lines have utilized over six hun- 
dred fifty thousand square feet of Haske- 
lite-Phemaloid, a plywood panel made 
up with phenol formaldehyde resin. This 
type of panel owes its fire resistance to 
the incombustible resin ply placed imme- 
under a 


diately very thin face-veneer. 
Fire tests conducted by the Robert W. 
Hunt Laboratories have shown a very 
high degree of fire resistance, ninety 


minutes exposure to gas torch flame hav- 
through a test 
A similar 


ing failed to penetrate 
section .887 inch in thickness. 
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Unusual Resolution 
On Fictitious Fleets 


Members of the California Associa- 
tion of Insurance Agents did the un- 
usual when they adopted the follow. | 
ing resolution on fictitious fleets at| 
their convention at Sacramento last | 
week: 

“Resolved, that this association, re-| 
alizing the impossibility of educating 
those responsible for the chaotic con- 
ditions, temporarily withdraws all op- | 
position to such flagrant bad practices | 
with the hope that it will hasten the | 
financial suicide of such carriers,” 
Fictitious fleets were discussed at 
length and it was presumed that the 
convention would adopt the usual res- 
olution hitting companies for writing 
such risks. Another resolution con- 
demned Upton Sinclair, candidate for 
governor of California, and strongly 
urged all insurance men to support 
the Republican candidate, Governor | 
F. F. Merriam. 











exposure of an ordinary plywood panel 
of equal thickness for a period of only 
fifteen minutes has resulted in full pene- 
tration of the flame through the board. 
Fire-Resistant Panels 

Thus, while a hot fire would, of course, 
destroy the surface of such a panel and 
require redecoration or even reconstruc- 
tion of the room, it would be extremely 
unlikely for the fire to penetrate and 
pass into adjoining rooms. These Phe- 
maloid panels are constructed with balsa 
wood and are thus extremely light in 
veight. Their veneer facing makes pos- 
sible decorative effects identical to those 
v hich may be achieved through the use 
of wood alone. Haskelite, in remarkably 
fine decorative effects, has been used 
throughout the Washington and Manhat- 
tan for bulkheads, doors, ceilings, fire 
doors and frames, as well as for exten- 
sive stateroom decoration. 

Bakelite laminated panels have like- 
wise achieved extensive use in stateroom 
construction, notably on the S. S. Scan- 
States where de luxe staterooms have 
been furnished with walls, baseboards 
and door trim of Bakelite laminated in 
wood-grain finish. Similar installations 
have been made in staterooms on the 
S. S. Scanyark. 





JUTE CLAUSES REVISED 
London Institute Announces Alterations 
Which Are to Become Effective 
January 1, 1935 
Members of the Institute of London 
Underwriters have been advised that as 
no objections have been received to sug- 
restions contained in a circular dated 
October 1, the insurance clauses of the 
London Jute Association are to be re- 
printed embodying the alterations pro- 
posed. These alterations are as follows: 

(a) The words at present appearing in 

lines 10/16 have been amended as indi- 
cated below: 
“and continues at port of discharge while 
the jute is temporarily deposited, whether 
awaiting delivery or sale, on quay, in 
shed, or other place, or on barge or craft 
or store-ship or other vessel, until safely 
delivered into warehouse of the consignee 
there or into the railway trucks or other 
land carriage or other conveyance, of 
if for reshipment until delivered into con- 
signee’s craft, but the risk while the jute 
is temporarily deposited, whether on 
quay, in barge, or otherwise as above 
stated, to cease 15 days from midnight 
of the day on which the discharge of the 
vessel is ‘completed, or, if awaiting sale, 
three days from midnight of the day of 
sale, whichever may first occur. Each 
craft, raft, and/or lighter to be deemed 
a separate insurance.” 

Note: A similar alteration has been 
made in paragraph (1) under the. head- 
ing “For shipments from Chittagong.” 

(b) The bailee clause has been inserted 
as clause (8) and the present clause (8) 
has been renumbered (9). 

The revised clauses will take effect as 
from January 1, 1935. 
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Auditing Clearing House 
Urged by A. S. Schwartz 


COMPENSATION WRITING AID 





Illinois Brokers Ass’n Leader Still Sees 
This Line as Bugaboo; Criticizes 
Company Aloofness 





Compensation insurance still remains 
the bugaboo of the insurance business, 
declared Arthur S. Schwartz, president 
of the Insurance Brokers Association of 
Illinois, before the annual meeting of 
that body in Chicago last Friday. The 
continued aloofness and unyielding atti- 
tude that many large casualty companies 
have assumed is resulting in a precarious 
and chaotic condition, which is affecting 
adversely the premium production end 
of stock insurance, he said. 

Mr. Schwartz felt that with relief 
agencies assisting in a great many sec- 
tions of the country the part time em- 
ployes, removing thereby a former ob- 
jectionable costly contributing factor, in 
addition to rate readjustments that have 
been made nation-wide, it would seem to 
indicate that when the figures for 1933 
and 1934 are finally analyzed and the 
present compensation § reserves have 
found their proper level, the picture re- 
vealed will be one entirely different from 
that feared by many of the carrying 
companies. He thought that many of 
them at this time lack the necessary vi- 
sion to bridge the recent past with the 
new possibilities by peering into the im- 
mediate future. 

Urges Auditing Clearing House 

“A helpful contribution to the present 
compensation problem as it exists today 
would be the establishing in large met- 
ropolitan cities of a clearing house for all 
casualty companies with one audit bureau 
and engineering and inspection force,” 
he suggested. This would eliminate du- 
plication, dispensing with favoritism re- 
garding recommendations, which would 
be compulsory, whether submitted by an 
agent or a broker. The entire sales force, 
brokers and agents, and all the compan- 
ies as well, would then be on equal 
terms by a unified list of accident pre- 
vention. This, when enforced, would 
result in a considerably lower accident 
frequency. 

This united bureau, in Mr. Schwartz’s 
opinion, would drastically cut overhead, 
preventing expensive repetition of main- 
tenance costs. He stressed: “For stock 
insurance a reduction in commission will 
never be the solution. It would defeat 
its very purpose. It would only material- 
ly help to pauperize the present sales 
force, which has struggled valiantly so 
far to maintain its place in the sun. To 
reduce crroneously the financial stability 
of this sales force would further tend to 
weaken the entire structure of stock in- 
surance to a damaging, irreparable de- 
gree. The solution is prevention, sane 
loss reserves and rate adjustment, never 
commission reduction.” 

Results of Brokers’ Exams 

Illinois brokers are jubilant over the 
first set of examinations to be conducted 
as a result of Director of Insurance 
Ernest Palmer's ruling of June 15, mak- 
ig mandatory written examinations for 
brokers’ licenses, he said. Of 132 appli- 
cants notified of the examination thirty- 
eight forfeited their opportunity to take 
the tests, and of the remaining ninety- 
four only 60% passed and will get li- 
censes, 

“ . . . 

This is further confirmation of our 
Previous contention that a number of ap- 
Plicants seeking only temporary relief 
in the insurance business are not only 
without sufficient knowledge, but will not 
levote the time necessary to so qualify 
Y proper study. This new ruling will 

(Continued on Page 44) 


Liability Forum Ready 
With Winter’s Program 


HAS MEMBERSHIP OF _ SIXTY 





Latest Educational Group in New York 
Has as Its Purpose to Promote 
Underwriting Uniformity 





The latest educational group to be 
launched is the Liability Underwriters 
Forum of New York, which, although 
less than a month old, has already a 
membership of sixty, constitution adopt- 
ed and a program of winter lectures with 
outstanding speakers who have been glad 
to accept the invitation to speak. 

Its president is Burtis W. Griffiths, 
Ocean Accident; vice-president, F. B. 
Reilly, liability manager, New York Rat- 
ing Office of the National Bureau of 
Casualty & Surety Underwriters, and 
secretary-treasurer, C. Winkler, York- 
shire Indemnity. 

The first luncheon meeting of the Lia- 
bility Underwriters Forum was held last 
Thursday with T. Y. Beams, Royal In- 
demnity, as the guest speaker on “The 
Value of Organizations.” From now on 
meetings will be semi-monthly includ- 
ing both luncheon gatherings (open to 
outsiders) and forum sessions for mem- 
bers only. 

The full winter’s program of meetings 
is as follows: 

November 13, Forum. “Experience Rated 
Risks,” Miss C. Bitter, New York Rating Office. 

November 28, Thanksgiving Luncheon. ‘“Busi- 
ness in Government,” J. Parnell Thomas, man- 
ager, Paine, Webber & Co. 

December 11, Forum. ‘“ ‘A’ 
Wm. B. Taylor, National Bureau. 

December 24, Christmas Party. 
Stories,” Charles C. Dominge, engineer, 
mercial Union Assurance Corp. 

January 8, Forum. “Purpose of the National 
jureau,” Milton Acker, its comp, and liability 
manager. 

January 21, “Claim Experiences,” 
Lee Ingraham, assistant claim manager, Aetna 
Casualty & Surety. 

February 5, Forum. ‘Safety 
Wesley Graff, National Bureau. 

February 21, George Washington Luncheon. 
“Advancement of Liability Insurance,” Floyd 
N. Dull, vice-president, Continental Casualty. 

March 5, Forum. “Rate Making,’’ Charles J. 
Haugh, National Bureau. 

March 18, Luncheon. “The Broker’s View- 
point,” Robert I. Watson, Frank & Du Bois. 

April 2, Forum. “Insurance Statistics,” C. G. 
Vanderfeen, National Bureau. 

April 22, Luncheon. ‘“Aviation,’’ Major Read 
M. Chambers, U. S. Aviation Underwriters. 

The Aetna Life has generously provided the 
use of its auditorium for the forum meetings 
at 100 William Street. Meetings start promptly 
at 10 a. m. The luncheons start promptly at 
12 noon. The restaurant will be announced by 
a special notice. 


President Griffiths’ Career 


Burtis W. Griffiths, metropolitan New 
York liability underwriting manager of 
the Ocean Accident, is president of the 
Forum, having been its sponsor and chief 
promoter. He has always been active in 
crganization work and feels that the Fo- 
rum will not only promote a uniformity 
of underwriting procedure but will foster 
a spirit of co-operation and friendliness 
between company underwriters. Mr. 
Griffiths’ casualty career began with the 
Actna Casualty & Surety in 1918 follow- 
ing his New York Law School and Co- 
lumbia University days. He was then 
with Chubb & Son for four years as an 
automobile underwriter, after which he 
joined the United States Casualty as a 
liability underwriter. From there he went 
to his present connection with the Ocean. 

Among other activities Mr. Griffiths is 
keenly interested in the garden club 
movement and is a past. president of the 
Bergen County Federation of Garden 
Clubs. 
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Fine Show of Confidence to Wan Schaick 
At General Brokers’ Ass’n Dinner 


Superintendent of Insurance George S. 
Van Schaick of New York was both 
cheered and surprised by the expressions 
of loyalty and confidence given to him 
Wednesday evening at the ninth annual 
dinner of the General Brokers Associa- 
tion of Metropolitan District, Inc., held 
at Hotel Astor and attended by about 
600. Nathan Greenbaum, dinner chair- 
man, started the ball arolling when he 
intimated that a gold medal for the most 
distinguished service to the business in a 
given year should most certainly be 
awarded by the association to the Super- 
intendent in 1934. Then Paul Simon, the 
association’s president making his first 
annual dinner speech in this capacity, 
ably put the spotlight on the capably 
handled Van Schaick administration of 
the New York Insurance Department 
during the most trying period in its his- 
tory and said: 

“All of us know how unjustified is the 
criticism which some persons have seen 
fit to level at the Superintendent. We 
know full well that the conditions which 
have beset the title and mortgage compa- 
nies were evils accumulating over many 
years and for which no just blame can 
be laid at the door of Mr. Van Schaick. 
And so I take this opportunity to state 
publicly and I am sure with the full ap- 
proval of all of the groups of the insur- 
ance fraternity here present tonight, that 
we condemn as unwarranted such criti- 
cism and bespeak the good will of the 
public for the constant and increasingly 
successful efforts the Superintendent is 
making in its behalf to correct these 
abuses.” 


National Ass’n Resolution 


Finally William Schiff, the toastmaster, 
who is president of the rapidly growing 
National Association of Insurance Brok- 
ers, Inc., referred to a resolution passed 
that afternoon by its executive committee 
meeting in New York in which Mr. Van 
Schaick was held up as “an efficient and 
honest public servant in a time of chaos” 
who by his unstinted efforts has saved 
the business much in the way of hard- 
ships, “we resolve that it is the sense of 
this meeting that our president express 
our confidence and loyalty as an organi- 
zation in Superintendent Van Schaick.” 


“Distractors” Given No Recognition 


So impressed was Mr. Van Schaick by 
these expressions of confidence, so en- 
couraging to him and his Department at 
this time, that in beginning his address 
as guest speaker he wondered if he had 
not got into a testimonial dinner planned 
quietly to surprise him. Then coming to 





Benevolent Neutrality 


President Paul Simon got a laugh 
from the Superintendent when he re- 
ferred to his attitude on the appren- 
ticeship bill as being one of “benevo- 
lent neutrality.” Mr. Van Schaick 
said he had heard himself called many 
things during his regime but never 
“benevolent.” 











the point about the Department and the 
pressure under which it has been work- 
ing in recent months, he said: “The De- 
partment needs no defense at my hands. 
We have been through hectic times. But 
instead of throwing up our hands in de- 
spair the Department has gone steadily 
ahead. We have been willing, however, 
to alter the course when the experience 
has indicated that we should. 

“In all this time we have given no 
recognition to the pot shots of our dis- 
tractors. To all my associates I give 
unstinted praise for so courageously car- 
rying on through the most difficult pe- 
riod in the history of the Department. 

“Aside from the pot shooters’ activities 
we have been lifted in spirits by the 
avalanche of people who have been se 
helpful both within the insurance fra- 
ternity and outside. As you know we 
have blazed new trails in legal procedure 
and the open-minded reception to such 
innovations has been of greatest help. 
While the courts have not always been 
in agreement with us their attitude has 
always reflected this open-mindedness.” 
Appropriately Mr. Van Schaick paid spe- 
cial tribute in this connection to Presid- 
ing Justice Edward R. Finch of the New 
York Appellate Division, who was pres- 
ent. 

Arnow on Rate Violating 

Arthur Arnow, past president and ad- 
visory board chairman, spoke pointedly 
on rate violating giving Mr. Van Schaick 
credit for having helped the situation but 
said that “today it is still a sore thumb.’ 
He put the problem squarely up to com- 
pany executives for betterment saying 
that “the insurance department has the 
will but not the facilities” to cope with it. 

In response the Superintendent said: 
“The Department doesn’t fool itself as 
to what has been accomplished. When- 
ever we know what is going on we act 
with force and direction.” The Depart- 
ment is unfortunately handicapped, he 


indicated, because it is undermanned. He . 


hoped that the brokers would help to 
marshal public opinion and forcibly bring 
this situation to the attention of the leg- 
islators next month as the budget hear- 
ings commence. “We need additional 
help if the state is to have enforced those 
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The Lowdown On Hernia 


Millions of Dollars Per Year Would Be Saved by Injection 
Treatment as Substitute for Operations 


By Frank E. Rutledge, 
Scripps‘Howard Newspapers 


My insurance friend was first to see 
what it meant, the possibility of saving 
millions of dollars to insurance carriers 
of the country.- 

I was just the elated patient—elated 
over speedy and easy recovery through 
a modernized treatment, giving vent to 
my 





my enthusiasm, just telling about 
“operation,” though it was no operation 
at all. 

My insurance friend is hard-boiled 
about such things, but this time he was 
listening with both ears. Not that mine 
was an extraordinary case; just an every- 
day hernia, perhaps a bit worse than the 
average because of a distressing compli- 


Underwriter. “The insurance world 
should know about this,” was his earnest 
comment. He had more questions. They 
were about percentages of success, rates 
of recurrence, but, more particularly, 
about costs and savings and how the 
doctors would take to it. Then he warned 
me to curb my enthusiasm, to dig out 
and present just the facts, and to do a 
careful job of it. I promised to do so. 


A Doctor Who Has Treated 700 Cases 


Naturally, I first went to the doctor 
who treated me. I had already gathered 
that he had successfully treated some 
seven hundred cases, and now I asked 
for details. But he just would not talk. 
He had nothing to hide. It was just 
professional reticence, the thing called 
“professional ethics.” He simply insisted 





experience is largely unnecessary. 





The Author | 


Frank E. Rutledge, author of the accompanying article, is an executive | 
of the Scripps-Howard chain of newspapers. 
treatments, after having undergone surgical treatment, he desires the world | 
to hear about it because he is in a position to know the vast torment and 
expense which people afflicted with hernia undergo, and he feels that such | 
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Cured of hernia by injection 


As insurance companies pay a heavy toll for hernia cases The Eastern 
Underwriter takes pleasure in printing this article in order to give as wide 
circulation as possible to Mr. Rutledge’s case and to his views. 








cation, but still just another hernia. Nor 
was mine a thrilling tale of skillful sur- 
gery snatching me back from the grave. 
No; rather some uneventful visits to the 
doctor’s office, a few circumspect (and 
painless) injections into the muscle wall 
about the hernia, and a resultant rapid 
growth of ordinary healing tissue. This 
soon became firm, fibrous scar tissue 
forming a strong internal truss which 
now effectively holds my hernia. That 
was the whole story. 


Simple and Easy 


I was elated because it was all so sim- 
ple and easy. You see, I had been 
through surgical treatment eleven years 
before and knew the worry over the 
risk, the enforced idleness and protract- 
ed recovery. I also knew the very real 
fact of frequent recurrence after sur- 
gical treatment, for within a year my 
hernia was back again. From then on 
I wore a truss, so I know its discom- 
forts and other drawbacks, too. From 
the patient’s standpoint I know what 
hernia treatments are, and that was why 
I was so elated over the ease and ef- 
fectiveness of the modern injection treat- 
ment. 

But my hard-boiled insurance friend is 
city manager for a national casualty 
company, and he was thinking of some- 
thing else. His thoughts were on the 
savings to insurance carriers through the 
adoption of this treatment. His ques- 
tions were all to that point. 

“No hospitalization, you say?” 

“None whatever.” 

“And the patient keeps right on work- 
ing ?” 

“Without losing a day.” 

“And it cost you only (so and so) ?” 

“That’s all.” 

“Then it can save the 
riers millions a year.” 

Then he asked me if I would write an 
article on the subject for The Eastern 


insurance car- 


that the primary consideration in judg- 
ing any mode of treatment must always 
be its efficiency, and only trained med- 
ical men are really competent to judge 
that. So he hesitated to talk for pub- 
lication to the laity, and finally com- 
promised by warning that the treatment 
is not 100% successful. It seems that 
out of some seven hundred cases he had 
failed in four to heal and close the hernia 
entirely. I have since met one of these 
cases, a man 79 years old, who promptly 
explained that his case had been so se- 
vere as to be hopeless from the start, 
and that the doctor was just leaning over 
backward to be conservative; that the 
treatment had actually done him a lot 
of good in making his hernias control- 
able. 

The doctor kept insisting, however, 
that before savings can be considered 
the efficacy of the treatment must be 
established. For that he suggested that 
I go to the medical literature, the pub- 
lished reports of the treatment. 

I did some research and unearthed a 
couple of most surprising facts. First, 
that some 20,000 cases, treated by injec- 
tions, in Europe and here have been re- 
ported in the medical literature; and, 
second, that the reported average rate 
of immediate success (healing and clos- 
ing of the hernias) is about 98%. Of 
the rate of recurrence less is known, but 
it is easily several times less than for 
the surgical treatment, with the added 
advantage that a few extra injections re- 
pair the recurrence or stop it upon the 
first signs of weakening. 


Treatment Being Taught in Medical 
Schools 


I learned that the method is now in 
use in one of America’s most respected 
clinics and is being taught in several 
medical schools as accepted technique. 
And, strangely enough, nowhere in the 
entire recent professional literature did 
I find one line of objection to the treat- 
ment from any doctor who has had di- 
rect experience with it. On the other 
hand, nowhere have I found the slightest 
intimation that any insurance executive 
or doctor has given it any attention, to 
say nothing of the consideration it clear- 
ly deserves. 

It does deserve careful consideration 





from insurance carriers because the her- 
nia patient undergoing the injection 
treatment keeps on working and is not 
incapacitated at all. So the injection 
method saves the entire hospitalization 
bill and all compensation for enforced 
idleness and disability. And while, per 
case, the injection doctor doubtless puts 
more fees into his pocket than does the 
operative surgeon, he rightly earns them 
by giving more work and time to the 
case. But though the injection treatment 
proper costs a bit more than the surgical 
operation itself, it saves many times more 
in hospitalization and compensation costs. 
How much more I next set out to learn. 


The Cost Question 


The start had to be made on the pres- 
ent costs, using the surgical treatment. 
These costs naturally divide into two 
groups: 

1. Compensation costs proper, being 
direct compensation to the insured 
for disabilities and time or wage 
losses; and 

2. Medical costs expended in treat- 
ment, such as surgical fees, hos- 
pitalization, etc. 

As to the direct compensation costs of 
the first group, very definite facts are 
available for this state. These, fortu- 
nately, are a large enough portion of the 
total for the whole country to be a real 
guide to that total. The figures for the 
fiscal years ending June 30, 1926, to 1930 
and for the calendar years 1930 to 1933 
have been furnished in all available de- 
tail by Dr. E. B. Patton, director of the 
division of statistics and information, 
State Labor Department. These have 
been summarized and analyzed in a table, 
a copy of which is easily obtainable. 

Taking all cases, the average direct 
compensation cost per case for tempor- 
ary disability turns out to be about $220. 
Death and permanent total disability 
cases represent less than 1% (0.605%) 
of all cases, but as they average $7,422 
in costs per case for total disability and 
for death they materially raise the gen- 
eral average. Considering only tempor- 
ary total disability cases, the average 
compensation cost is $176 over the entire 
period, with the trend definitely upward. 
An estimate of $200 a case for compen- 
sation costs seems wholly justified for 
the immediate future. This covers an 
average of nearly ten weeks per case for 
temporary total disabilities. This obvi- 
ously represents the average period of 
post-operative recovery and is so high 
because nearly 11% of the cases are 
double hernias on which more time is 
compensable. 


Wage Loss 


_Under the New York law compensa- 
tion up to $25 a week is payable at the 
rate of two-thirds the wage rate. A gen- 
eral estimate indicates that all in all the 
total compensation paid to employes has 
averaged only 40% of their wages. This 
means that the employes themselves have 
lost an average uncompensated balance 
of 60% of their wages through disabil- 
ity. Applying these rates to hernia 
cases it would appear that the compen- 
sation cost to the insurance carriers, es- 
timated at $200 per case, has also meant 
a residual wage loss of $300 per case to 
the employes themselves. This must be 
certainly counted into the aggregate cost 
of the surgical method, even though the 
insurance carriers do not pay it. (See 
Footnote 1). 


Surgical and Hospital Fees 


Of the second or medical group of 
costs, the fees for the operation and the 
hospitalization, no such definite facts are 
available. So inquiry had to be made 
of representative insurance doctors, ex- 
ecutives and statisticians, and the con- 
sensus of their estimates taken. It ap- 
peared that the medical costs had been 
fairly well standardized, so there was but 
little variation in the estimates. They do 
vary from $140 to $200 per case, depend- 
ing upon whether the hernia is single 
or double, and upon the hospital service 
to which the wage rate of the patient 
entitles him. An average of $170 per 








case for medical costs has been largely 
approved as fair. 

So the average present cost in hernj, 
compensation cases in New York Stat. 
employing the surgical treatment can fy 
set at $370, of which $200 is direct com. 
pensation payment and $170 for medica) 
and hospital services. To this shoul 
rightly be added $300 per case, the yn. 
compensated wage loss borne by the in. 
capacitated wage-earner himself. 


Injection Treatment Cost 


In arriving at the comparative cost of 
the injection treatment a different meth. 
od of investigation had to be used. The 
fees commanded by the doctors special. 
izing in the injection treatment varied a 
great deal, but inquiry disclosed an ac. 
ceptable rate applicable to the average 
hernia compensation case (including the 
11% of double hernias). At this rate 
the average medical cost would be about 
$117 per case, practically all of which js 
of course the doctor’s fees. There is no 
hospitalization with the injection treat- 
ment, so that part of the medical cost 
is definitely eliminated. There is also no 
period of disability, hence no direct com- 
pensation cost to the insurance carrier 
and no wage loss to the worker himself. 
That average doctor’s fee represents the 
whole cost of treatment. 

The savings per case treated by the 
injection method are readily computed. 
The average cost of surgical treatment 
to the insurance carriers being now $370, 
and the new injections’ cost only $117, 
the average saving per case comes to 
$253 for the insurance carriers. Add to 
that the average $300 savings to the wage 
earner himself and you get a total visible 
saving of over $550 per hernia case by 
the use of the injection method. 

There are in excess of 4,000 such cases 
per year in this state, with the trend 
generally upward. The savings to the 
insurance carriers in the state should 
therefore be in excess of $1,000,000 a 
year and to the wage-earners of the 
state over $1,200,000 a year. These are, 
of course, the savings in compensation 
cases only, in addition to which there 
are probably an even larger number of 
private cases in which savings at even 
higher rates could be made by the gen- 
eral adoption of the injection treatment. 
How many additional millions of savings 
this would mean one cannot even guess 


Estimate of Insurance Savings 


We can, however, roughly estimate the 
savings in compensation cases for the 
country as a whole. Insurance statisti- 
cians seem agreed that the figures for 
New York State can safely be multiplied 
by four as far as the country’s compen- 
sation costs are concerned. This obvi- 
ously is not in proportion to population, 
which would indicate a figure of ten times 
that of New York, but the higher liber- 
ality of this state in compensation awards 
makes advisable this conservative figure 
four for the entire country. (See Foot- 
note 2.) The national savings to insur- 
ance carriers should therefore approxi 
mate four millions a year if the injec- 
tion treatment be generally adopted. 

But on account of that comparative 
liberality of compensation in New York 
State, the comparative uncompensated 
losses to wage-earners elsewhere will be 
considerably higher. The Wisconsin In- 
dustrial Commission made a study a few 
years ago of such comparative compet 
sation liberalities, and using that study 
as a guide we seem justified in multi- 
plying the uncompensated wage losses 0! 
New York by about eight. The national 
savings of the injection treatment of 
this account would therefore approxt 
mate nearly $10,000,000 a year. In the 
aggregate, counting all savings (in com- 
pensation cases only), the figures mount 
up towards $14,000,000 a year. In non- 
compensation cases, of which the pro 
portion: is doubtless larger outside New 
York State, the savings will . probably 
exceed that very respectable amount 
many times over. 

All this, of course, is on the assump- 
tion that practically all compensation 
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ome Wind, Come Storm... Naught Could Stop Her 


in Her Course 


“COME wind, come storm, naught could stop our Baltimore Clipper in her 
course,” wrote good Captain Gilmor from the Rio in 1837. “I found her timbered 
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to any gale.” 


So from Baltimore of these latter days sails a good ship of business. Her “‘Maryland” 
pennant is known to many ports. Swift her lines; her sails white and of fairest reputa- 
tion. Sound her planking from stem to stern. True and tried her crew. 
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Boiler and Machinery Featured 


3rd Annual Lecture Course of Eagle and Royal Indemnity 
for Producers Off to Good Start; G. E. Babbitt First 
Speaker on 5-Weeks’ Program 


Boiler and machinery lines are being 
featured in the third annual lecture 
course sponsored by the Eagle and Royal 
Indemnity companies which opened last 
Thursday with George E. Babbitt, met- 
ropolitan department, Royal Indemnity, 
as the first lecturer. Meetings will be 
held on five successive Thursdays run- 
ning to November 22, from 5:30 p. m. to 
6:30 p. m., in the lecture room of the 
150 William Street home office building 
in New York. The program has been ar- 
ranged especially for the benefit of pro- 
ducers and it is hoped that information 
will be furnished them which will en- 
hance their knowledge of the boiler and 
machinery line and help them substan- 
tially to increase their production of it. 
Sales pointers will be given special em- 
phasis. 

There will be an interesting exhibit of 
equipment, photographs, charts, etc., at 
ail meetings, and copies of lectures, in- 
formative memoranda and circulars and 
question and answer slips will be dis- 
tributed to all that desire them. The 
lectures will be printed and sent to agents 
of the companies all over the country. 

Question and Answer Period 

As in the past, there will be a question 
and answer period of twenty minutes at 
each meeting, and in addition company 
representatives will be glad to answer 
questions which may be telephoned or 
mailed in to them. 

During the past two years attendance 
at the meetings sponsored by these two 
companies averaged 280. The present 
series was arranged in response to a 
large number of requests and especially 
requests for lectures emphasizing the 
production of boiler and machinery busi- 
The schedule of meetings, subject 


ness. 
to possible change, is as follows: 
Date. Susyect. 

October 25 Heating and Residence Boilers— 

November 1 Machinery—Direct Damage. 

November 8 High Pressure Boilers — Direct 
Damage. 

November 15 Boiler and Machinery—Indirect 
Damage. 

November 22 Selling Boiler and Machinery In- 
surance. 


The speakers include Frank J. O’Neill, 
president; W. J. McCaffrey, vice-presi- 
dent; J. G. Wheatley, chief Engineer; 
P. G. Palmer and H. W. Sanford of the 
home office staffs of the two companies; 
George E. Babbitt of the Royal Indem- 
nity’s metropolitan department, whose 
lecture is reviewed below, and J. P. H. 
de Windt, manager of the boiler and ma- 
chinery department of the National Bu- 
reau of Casualty & Surety Underwriters. 

High Spots of G. E. Babbitt’s Talk 


Taking as his topic “Insurance on 
Heating and Residence Boilers and Ves- 
sels” Mr. Babbitt stressed first the great 
need for this form of insurance protec- 
tion as evidenced by the large number of 
accidents which have occurred and the 
substantial losses which have arisen from 
them. Although people may think that 
low pressure heating boilers do not cause 
accidents, Mr. Babbitt declared that at 
ieast one-half of the boiler accidents oc- 
curring involve the low pressure heating 
type of boiler, and about two-thirds of 
the accidents involve boilers which are 
less than ten years old. One boiler in 
every seven possesses dangerous defects 
which should be given immediate atten- 
tion; about one-half of the boilers now 
in use possess minor defects which may 
become dangerous if not dealt with 
promptly, and one boiler out of every 





twenty-two, according to available sta- 
tistics, sustains a cracking loss each year. 

Candidly Mr. Babbitt stressed that 
boiler insurance is often more necessary 
than fire insurance. A fire is often dis- 
covered and extinguished with compara- 
tively little damage, he noted, but “the 
start and finish of a boiler explosion are 
practically simultaneous.” The two fol- 
lowing cases from the files of his own 
company emphasize the need for insur- 
ance protection: 

“‘We insured a low pressure boiler in a prom- 
inent manufacturing plant located in. Detroit, 
Michigan. Low water caused over-heating and 
as a result six sections were badly cracked. It 
cost us $1,200 to replace these sections. 

“Less than a year ago we paid out $766 in 
satisfaction of a claim resulting from an accident 
which occurred in a theatre right here in New 
York City. This is another instance wherein 
low water was to blame. Ten sections of a 
cast iron low pressure boiler were cracked and 
had to be replaced.” 

Lessees Liable For Accidents 

If up against a prospect who contends 
that as the lessee of his premises and not 
owning the boiler he does not need in- 
surance, Mr. Babbitt said to tell him that 
he is still liable under the law for acci- 
dents resulting from negligence in the 
operation and maintenance of the boiler. 
He added: 

“From the standpoint of legal liability 
it is well to remember that even though 
the owner may have leased his property 
to another he may be held liable under 
the law for inherent defects, faulty con- 
struction or installation, failure to make 
suitable repairs and negligence of his 
employes or agents in doing work on or 
in connection with the boiler. 

“There is no extra charge for including 
both owner and lessee as assured under 
policy contracts. The full rates apply 
even though the policy is issued in one 
name only, provided, however, that if the 
two policies are issued by the same com- 
pany the one running to the owner may 
be issued at 50% of the full rates.” 

Touching on engineering and inspec- 
tion service rendered by casualty com- 
panies to their boiler insurance policy- 
holders Mr. Babbitt said the insurance 
engineers, technically trained and skilled, 
are able to detect flaws which, if left un- 
discovered, might well result in an ex- 
plosion or in cracking of sections caus- 
ing loss of life and destruction of prop- 
erty. “The value of the service may not 
be overestimated,” he said. “It is well to 
remember, in this connection, that effi- 
cient boiler attendants are few and far 
between and beyond that they usually 
have many other duties to perform.” 

New Coverage Compared With Old 


To give a clear understanding of how 
rates have been reduced and coverage 
extended Mr. Babbitt compared those 
adopted as of September 1, 1934, with 
those existing prior to that time. He ex- 
plained: “At the present time insurance 
attaches to all objects which may be lo- 
cated in the residence or garage and it 
is not necessary to describe the objects 
under the policy contract. Previously it 
was necessary to specifically describe 
each object and a premium was required 
for each. 

“Furthermore, the present flat premi- 
um contemplates coverage of expediting 
charges while previously this form could 
not be afforded under a residence boiler 
policy. And as a further aid to develop- 
ment of business policies are being writ- 
ten without a preliminary inspection. All 
that the underwriter needs to know in 
order to write a policy is the number of 
heatd rooms.” 

The speaker was enthusiastic in telling 
of the favorable aspects of development 
of new boiler and machinery business. 
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For Business Cabinet 
As Aid to Roosevelt 


FEATURE OF E. M. ALLEN TALK 





Pittsburgh C. of C. Warned of Excessive 
Taxation; Emphasizes “To Mark Time 
Now Is to Retard Recovery” 





The suggestion that every major line 
of business in this country should have 
a designated spokesman available in an 
advisory capacity close to the Adminis- 
tration which would form a business cabi- 
net as important in the eyes of the 
President and his own cabinet was the 
feature of a thoughtful address by E. M 
Allen, executive vice-president, National 
Surety Corp., given on Monday before 
the Pittsburgh chamber of commerce. 
The business cabinet would include of 
course a spokesman from the fields of 
insurance and banking. It was Mr. Al- 
len’s opinion that with the nation now 
approaching the third, or reconstruction, 
phase of the depression the closest of 
co-operation and of business co-ordina- 
tion is needed so that the problems fac- 
ing the Administration be adequately 
solved. He said further: 


Must Not “Mark Time” 


“If the capitalistic form of business 
and the profit motif is on trial, the huge 
unorganized parts of this form of eco- 
nomic life should organize and fight and 
make sure the public and voters know 
what it is all about. The business man 
or the investor now who is ‘marking 
time’ to see what may happen is standing 
in the way of progress. We can’t move 
forward by ‘marking time,’ and the longer 
we hold back or hesitate, the worse off 
the country will be. 

“To the same extent that major divi- 
sions of business should make their wants 
known and their necessities apparent in 
the working out of the problems ahead, 
so also should individuals locally interest 
themselves in what must be done. The 
grave danger of excessive taxes—Federal, 





With rates reduced and coverage sub- 
stantially extended he felt it should be 
much easier to sell the line than hereto- 
fore. He urged that a special effort be 
made to increase production, and as an 
incentive he told of some of the fine re- 
sults some producers were achieving. He 
said: 

“One of our smaller producers recently sent 
circulars to twenty-five of his friends and re- 
ceived orders for five policies without even a 
call, Another producer advises that 
orders for insurance were received from seven 
of the fifty people he circularized. Still another 
producer advises that he has placed seventeen 
policies during the past six weeks which is al- 
most three times the number placed during the 
preceding twelve months. This producer’s best 
results were obtained by personal calls on pros- 
pects and most of the policies were sold to per- 
sons for whom he had previously written other 
lines of insurance. May I not suggest, in this 
connection, that producers go over their list of 
policyholders for the purpose of determining who 
have not been sold residence boiler insurance 
and, incidentally, such a review will doubtless 
disclose other classes of insurance which may 
also be solicited. Producers, of course, will not 
overlook the opportunity to obtain new custom- 
ers. The purchase by a new customer of a resi- 
dence boiler policy may well lead to the devel- 
opment of a sizeable account.” 


personal 








Capt. Murphy Re-elected 


Captain T. P. Murphy, Globe In- 
demnity, was re-clected president of 
the Surety Underwriters Association 
of New York at its annual meeting 
yesterday. George Peterson, Great 
American Indemnity, as_ vice-presi- 
dent, and W. F. Donaghy, Royal In- 
demnity, as secretary-treasurer, were | 
also re-elected. The association, it! 
will be recalled, observed its twenty- | 
fifth anniversary last May with a 
luncheon party which set a high mark 
in good fellowship. 











state and local—suggests at once the nec- 
essity for putting taxing bodies more or 
less under the control or jurisdiction of 
those who must pay the tax. John Mar- 
shall once said: ‘The power to tax is the 
power to destroy.’ Limited earnings, cor- 
porate or individual, will make it impos- 
sible to pay prohibitive taxes. 

“Men must be sent to legislatures and 
to the Congress who represent the better 
element, the thoughtful element and the 
business interests of their communities. 
Politicians trading for votes must be re- 
strained by the very voters who put them 
in office. The Huey Longs and the Upton 
Sinclairs must be blasted out of public 
life in this country and all they represent 
and pander to must be swept aside for 
clear thinking on the part of those who 
in the end must balance the scales.” 





W.H. ESTWICK HONORED 

New U. S. F. & G. Manager in New 

York Given Testimonial by Associates; 

Thirty Years With Company 

A testimonial dinner was given a few 
days ago to William H. Estwick, newly 
appointed manager of the New Yofk 
office of the United States F. & G., by 
his associates. The main address was 
made by Alonzo Gore Oakley, who was 
recently appointed vice-president and 
who has been manager in New York for 
many years. He has been at that loca- 
tion, in fact, since the opening of the 
metropolitan branch in January, 1898 
Mr. Estwick, who has been assistant 
manager, is observing his thirtieth an- 
niversary with the U. S. F. & G. this 
year. 

Other speakers at the affair were Lee 
Frice of Rockville Center and William 
H. Smith of Poughkeepsie. Howard L. 


Cox was toastmaster. 





General Brokers 


(Continued from Page 37) 
statutes that must be enforced,” he em- 
phasied. 

Emphasis was also placed on the need 
for co-operation in pushing the brokers’ 
apprenticeship bill through the coming 
Legislature, and President Simon de 
clared that this bill “will remove the 
stigma that attaches to the business 
brought into it by the incompetent 
broker.” He hoped that Mr. Van Schaick 
would take a favorable attitude toward 
the measure and sponsor it. 

A new note in the gathering was the 
presence of out-of-town officers of the 
National Association of Insurance Brok- 
ers including Collins Graham, Boston; 
E. S. Litchfield, Boston; J. A. Mudd, Jr, 
and A. S. Schwartz, Chicago. 
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American Standards Ass’n Acts to Establish 
National Standards for Private Car Inspections 


Conferences of groups interested in es- 
tablishing national standards for the 
periodic inspection of privately operated 
motor vehicles have been called by the 
American Standards Association. The 
action is the outcome of a request by 
the National Bureau of Casualty & Sure- 
ty Underwriters that the A. S. A. “initi- 
ate a project looking toward the creation 
of such standards” embracing all equip- 
ment which has a bearing on the safe 
operation of automobiles, buses and 
trucks. 

Motor vehicle manufacturers, automo- 
tive engineers, brake lining and parts 
manufacturers, motorists’ associations, 
bus and truck operators, insurance inter- 
ests and state motor vehicle administra- 
tors will be asked to present their views. 
If the project appears feasible a com- 
mittee of representatives of these groups 
will be appointed as a committee to write 
a code of operating requirements for 
brakes, headlights, steering gears, tires, 
etc, under the procedure of the Ameri- 
can Standards Association. 

In its statement to the association the 
National Bureau said: “For a number 
of years we have had as one of our 
activities the promotion of the periodic 
inspection of automobiles in regard to 
safety features of their equipment, and 
we have had a part in the initiation and 
carrying on of such work in some twenty 
states. 

“These campaigns have amply demon- 
strated the effectiveness of inspection in 
reducing accidents. The accident experi- 
ence in the states where such campaigns 
have been held during the period imme- 
diately following such inspection has, in 
general, shown a marked improvement.” 

Among the national associations and 
groups which have been invited to par- 

















ticipate in the preliminary conferences 
are the Society of Automotive Engineers, 
Automobile Manufacturers Association 
(formerly National Automobile Chamber 
of Commerce), American Automobile As- 
sociation, American Motorists Associa- 
tion, American Association of Motor Ve- 
hicle Administrators, American Trucking 
Associations, Inc., Motor & Equipment 
Manufacturers Association, National 
Standard Parts Association, National As- 
sociation of Motor Bus Operators, Na- 
tional Association of Taxicab Owners, 
National Highway Users Conference and 
the Rubber Manufacturers Association, 


nc. 

The American Standards Association 
is a federation of associations and serves 
as a clearing house in formulating stand- 
ards and safety codes of interest to its 
member associations. Organized sixteen 
years ago by five technical societies to 
serve as their national standards com- 
mittee, the association now has a roster 
of thirty-six member bodies, ten asso- 
ciate member bodies, representing fifty- 
one national organizations. More than 
1,300 companies are members. 





Disability Ruling 








A decision has been handed down by 
the Supreme Court of New York which 
is felt to be significant in its effect under 
the disability provisions contained in life 
and accident and health policies. The 


case is that of Jacob Belsky, plaintiff, 
against Continental Casualty Company, 
defendant. 

The Continental Casualty sought to in- 
spect the records of Sydenham Hospital. 
New York City; the New York Post 
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THE WESTERN & SOUTHERN 


Graduate Hospital, New York City, and 
the Aurora Health Farm, Morristown, 
N. J., where it claims the assured had 
been confined, with respect to “(a) di- 
agnosis of and nature of ailment; (b) 
commencement and duration of ailment; 
(c) physical condition and medical his- 
tory; (d) treatment.” 

This inspection was sought in conjunc- 
tion with its defense that the assured 
had made misrepresentations in his ap- 
plication for insurance in that the as- 
sured had stated “that he had never had 
nor been told that he had, nor had ever 
consulted any physician or practitioner 
for, any symptom or manifestation of 
disorder of digestive organ or ailment, 
disease, injury or operation.” 

False Statements Charged 

The company claims in defense of the 
action that these statements “are false 
and materially affect the acceptance of 
the risk and the hazard assumed’ by de- 
fendant,” and that “the falsity .of : any 
statement in the application which ma- 
terially affects the acceptance of the risk 
or the hazard assumed under the policy 
bars all right to recovery on the policy.” 

The company also asked the court that 
the assured be compelled to give his per- 
mission to the company “to obtain cop- 
ies of records of institutions in which 
the plaintiff has been confined for dis- 
order of digestive organs,” for the rea- 
son that such records cannot be ob- 
tained without the permission of the as- 
sured. In the argument before the court 
the company contended the “defendant 
(the company) has repeatedly requested 
of plaintiff (the assured) such permis- 
sion but he has persistently refused to 
give same; that said records relate to the 
merits of the defense; that plaintiff made 
false statements in his application in re- 
spect to his medical history, and that 
plaintiff failed to furnish to the defend- 
ant affirmative proof of loss as required 
by the alleged policy.” The assured, 
through his counsel, opposed the grant- 
ing of such permission on the ground 
that the matters set forth in such hos- 


““NEVER”’ 


Is a big claim—but there are salesmen the prospect never refuses to see. 


MORRO CASTLE CLAIMS 





$65,000 Paid by Travelers to Beneficiaries 
of Three Victims Under Personal 
Accident Policies 

The Travelers has paid $65,000 under 
personal accident policies to the bene- 
ficiaries of three victims of the Morro 
Castle disaster. One payment was for 
$40,000 under a policy which carried a 
quadruple indemnity clause for the death 
resulting from the wrecking or derail- 
ment of a passenger train, or the burn- 
ing or wrecking of a passenger steam- 
ship. It cost the policyholder $46 a year. 

The second of Morro Castle death pay- 
ments was for $15,000 under an old con- 
tract in which the double indemnity came 
into play. The payment was increased 
by $7,500 because of the nature of the 
accident. 

The third payment was made under a 
policy which is not now written by the 
Travelers. Its coverage was limited to 
certain specified accidents of travel. Th« 
victim was a woman. The sum paid was 
$10,000. 

While spectacular disasters, such as the 
burning of the Morro Castle, attract 
widespread public attention, only a small 
percentage of accident claims result from 
them, according to the Travelers records. 
Most of them are caused by accidents 
which few people ever hear about. They 
are caused by automobile accidents, by 
people slipping on the sidewalk, falling 
downstairs or pricking their fingers on 
a rose thorn. 





pital records constitute privileged com- 
munications and cannot be obtained by 
the company for the purposes sought 
with respect to its defense. 

Supreme Court Justice Samuel I. Ros- 
€nman in his opinion stated: “The rec- 
ords of the hospital are clearly privileged 
and no inspection will be ordered.” 

Alex Davis of Goldstein & Goldstein 
represented the assured. Robert H. Mc- 
Cormick appeared as attorney for the 
company. 
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On the Production “Firing Line” 








Tom Braniff of Oklahoma City 


Cosmopolitan, Well Poised General Agent Whose Influence 
Extends Country-wide; An Air Line Operator and Hotel 
Owner in Addition to Running Big Agency 


By the “Peripatetic Vice-President 


There are some assignments which 
even a professional biographer accepts 
with misgivings and the tyro feels en- 
tirely beyond him. That is not because 
of any paucity of facts but rather be- 
cause the very extent and color of the 
material at hand makes it difficult to 
weave into a conventional pattern which 
will conform to space limitations. The 
saga of Tom Braniff of Oklahoma City 
and the U. S. A. is definitely of that 
category. 

In starting this word portrait the writ- 
er immediately perceives that he is much 
less concerned with reciting chronolog- 
ical facts than with the limning of a 
personality. However, and in deference 
to those who think vital statistics im- 
portant, it is agreed that Thomas E. 
Braniff was born in Salina, Kan., long 
enough ago to have had time for much 
major achievement. A ripened forty, let 
us say, or, if you prefer, a tentative fifty. 

Although, as will presently be dis- 
closed, Tom Braniff was of the “covered 
wagon” era, adherence to truth compels 
the admission that his childhood was 
spent in gentle surroundings and that he 
was given an education appropriate to 
the offspring of parents in comfortable 
circumstances. 

The material triumphs of his later 
years became even more impressive when 
it is revealed that he enjoyed none of 
the adolescent advantages of doing farm 
chores, selling newspapers or contrib- 
uting to the support of a widowed mother 
with a brood of younger children. 


Early Oklahoma Thrills 


At the advent of our Tom, Braniff pere 
was a successful fire insurance agent of 
Salina whose urge for greater oppor- 
tunity took him soon thereafter to Kan- 
sas City, Mo. There the son went to 
high school, showed aptitude in athletics 
and did the usual run of things common 
to boys of his age whose chief concern 
is the remoteness of the next meal. 

At the end of the century an opening 
ef advantage at Oklahoma City induced 
the elder Braniff to move the family 
there, and it is with what happened after 
that date that we are chiefly concerned. 

For it was shortly after arriving at the 
new home that Tom, touching an inad- 
vertent hand to his face, was first star- 
tled and then vastly elated to discover 
unmistakable evidence of that badge of 
maturity, a fledgling beard. 

Seventeen, indubitably arrived at man’s 
estate, he Jetermined to forthwith strike 
out on his own. At that precise time the 
Kiowa and Comanche country was being 
opened up and settlers driving covered 
wagons were daily arriving in great num- 
bers at Bridgeport, the recognized point 
of entry on the Canadian River. 

Just the atmosphere to intrigue a youth 
of seventeen, and he determined to es- 
tablish an insurance agency there. The 
night of his arrival he had barely gotten 
asleep in the rude lumber shack called a 
hotel when a burly “sooner” opened the 
door, pulled a gun and pre-empted the 
bed. Tom wandered down the hall, saw 





THOMAS E. BRANIFF 


through an open door a man asleep in a 
double bed, and crept in and lay down 
beside him, wondering if after all Bridge- 
port was just the place for an alumnus 
of a Kansas City high school. 

Followed a period of selling fire insur- 
ance by the horse and buggy method, 
driving from quarter section to quarter 
section to interview the farmers. So 
much success attended this intimate so- 
licitation that upon attaining his majority 
Braniff found himself a competent man 
of affairs and with sufficient experienc? 
te justify an attempt to establish himself 
in Oklahoma City. He formed a part- 
nership with Frank J. Merrill in Okla- 
homa City when eighteen under the firm 
name of Merrill & Braniff. 


Activity Broadens 


T. E. Braniff, general agent, prospered 
from the start and there followed at ap- 
propriate intervals the Braniff Invest- 
ment Co., the Provident Mortgage Co. 
and the Prudential Fire Insurance Co. 
with him as president of each. In 1923 
occurred the formal opening of the 
Braniff Building, a skyscraper to Which 
Oklahomans pridefully point as a monu- 
ment to the Braniff initiative and suc- 
cess. Among the visitors who traveled 
across half a continent to be present on 
that occasion and join with all Oklahoma 
City in doing honor to T. E. Braniff were 
“Uncle” Edson Lott, the late Champ 
Hitchcock, then editor of the Insurance 
Field, and the writer. 

Never had any of us seen such uni- 
versal expression of community esteem 
and affection as was evidenced that day 
by the thousands of people who visited 
the building to felicitate with “Our Tom” 
as he stood in his own office suite which 
was literally banked to the ceiling with 
floral offerings. 

Tom Braniff is definitely of and for 
Oklahoma and Oklahoma reciprocates in 
heaping measure. But that does not im- 
ply that Tom Braniff is a provincial or 
that his business interests have been con- 
fined to the state in which he has elected 
to live. He is equally at home in San 
Francisco, Chicago, New York and 


Washington, and London and the capi- 


tals of continental Europe are scarcely 
less familiar to him. 

That he owns and operates the Pan- 
American Hotel in Miami, Fla., and has 
a summer home in Holy Ghost Canyon, 
forty miles from Santa Fe, N. M., proves 
among other things his utter emancipa- 
tion from the geographic limitations to 
which the average man surrenders. 


Runs Air Line, Too 


Dominance of the Braniff air lines con- 
tributes largely to that facility of move- 
ment. Established many years ago in 
conjunction with Paul Braniff, a younger 
brother and World War veteran flyer, 
the Braniff lines were pioneers of air 
service in the middle Southwest. Okla- 
homa City, Tulsa, Ponca City, Dallas, 
Kansas City, St. Louis and Chicago are 
or have been quickly accessible by reg- 
ular scheduled service. 

It is characteristic of Tom Braniff and 
one explanation of his prestige in Okla- 
homa that when one division of his air 
lines proved unprofitable through inabil- 
ity to secure mail contracts he continued 
to fly the routes at a substantial loss. 
His own civic pride plus the appeal of a 
dismayed Chamber of Commerce won 
over the horrendous spectre of red-ink 
balance sheets. So it was eminently ap- 
propriate that he should be chosen for 
an important role in the formation of the 
national aviation code established some- 
thing over a year ago. 

That Tom Braniff despite his profound 
loyalty to Oklahoma is no provincial is 
perhaps best attested by his election on 
five occasions to the presidency of the 
National Association of Casualty & Sure- 
ty Agents, he being at the moment chair- 
man of the executive committee. 

The significance of the successive de- 
mands that he head the organization can 
be comprehended only by those familiar 
with the personnel of the membership 
and sensible of the relation their annual 
premium volume bears to the total writ- 
ings of stock casualty and surety com- 
panies. 


An Accurate Thumb Sketch Close-Up 


Borrowing from O. O. McIntyre, a one 
word description of T. E. Braniff would 
be poise. Judicial but not placid, author- 
itative but always tolerant, erudite but 
never pedantic, eloquent without em- 
ploying oral pyrotechnics, he is the rare 
combination of executive, advocate and 
diplomat. 

He has been a member of the board of 
governors of the Insurance Institute of 
America, vice-president and long time 
trustee of the Insurance Federation of 
America, president of the symphony or- 
chestra of Oklahoma City, director of 
various banks and trust companies. 

Some years ago when E. W. Marland, 
Oklahoma oil tycoon, presented to the 
commonwealth a statue of the pioneer 
woman, the governor of the state ap- 
pointed Tom Braniff chairman of the 
committee in charge of the unveiling and 
dedication ceremonies at Ponca City. 

Speaking over the radio after Chair- 
man Braniff on that occasion were Her- 
bert Hoover, then President; Patrick 
Hurley of his cabinet and Will Rogers, 
who halted the filming of a picture in 
which he was starring, paid the entire 
cast and technical crew for two idle days 
and flew from Hollywood to Ponca City 
to join in the tribute to the first mothers 
of his native state. 


Phil Braniff 


_ Another younger brother, Phil, was 
just beginning to make his mark in the 
organization when the World War came 
along. At once he enlisted and was sent 
to France, where a grateful government 
promptly rewarded his patriotism by set- 
ting him to work currying morose and 
disillusioned cavalry horses. While dodg- 
ing kicks he found opportunity and in- 
spiration to invent sundry new verses for 
that robust ballad “Madamoiselle from 
Armentieres,” singing them later to his 
cwn guitar accompaniment for the lusty 
and unqualified approval of his comrades 
at arms. Expurgated versions have since 
been heard with. infinite relish at the 








White Sulphur and French Lick Casualty 
Conventions he has attended. 

Phil lives at Tulsa where he looks after 
certain of the T. E. Braniff interests ang 
successfully conducts a local agency of 
his own, finding time to do a regular eo}. 
umn for an insurance periodical. 

The whimsical philosophy with which 
he fills it has given him a national repy. 
tation. 


Ability to Hold Friends 


Tom Braniff possesses to an extraor- 
dinary degree the faculty of making 
friends and of holding them. Essentially 
a man’s man, he nevertheless thoroughly 
enjoys a dance or a mixed bridge game 
at his home or abroad. On the golf 
course he is an opponent to be feared: 
he has a reputation at fly casting for 
trout, and is an excellent horseman. Just 
recently he rode one of his own horses 
at the Oklahoma City show. 


The Charming Mrs. Braniff 


Two decades ago he met the beauteous 
and accomplished Miss Bess Thurman 
of Lamar, Mo., and determined imme- 
diately that she should become the head 
of his household. Followed a courtship 
punctuated by buggy rides, horseback ex- 
cursions and the orthodox sentimental 
offerings of the period. Those who know 
Tom Braniff will tell you that this ro- 
mantic interlude was a concession to the 
conventions, for even a belle so widely 
acclaimed as Miss Thurman could not 
long withstand the siege of a dogmatic 
suitor who would accept no answer but 
Vee” 

Those who meet them about the world 
hail it as the ideal marriage, and from 
it came a son, Thurman, and a daughter, 
Jean, recently returned from school tn 
Europe. Those who believe insularity to 
be the inevitable corrollary of remote- 
ness from a seaboard metropolis are in- 
vited to consider the nationalization of 
Tom Braniff. 

Born ir the interior, living and working 
in an area comparatively sparsely set- 
tled and possessing little climatic suav- 
ity, he continues to be of and for Okla- 
homa. The journeys to the North and 
East and West are made because those 
radial points want something he has to 
give—something cerebral which can nev- 
cr be provincial nor insular. 


Another Claim Faker Halted 
By Nat’! Bureau Alertness 


The “rogues gallery” of casualty insur- 
ance helped to net another fraudulent 
claimant in Buffalo recently when Paul 
Chicco, a Cleveland chef, was arrested 
on charges of petty larceny growing out 
of alleged insurance fraud. 

Chicco, wanted by Cleveland police for 
questioning in connection with alleged 
fake claim activities in that city, disap- 
peared from the city. At the same time 
his photograph was broadcast through 
the claim information service of the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters, reaching hundreds of claim 
men and adjusters throughout the coun- 
try. 

Under the name of Paul Favia he 
turned up in Buffalo recently to present 
a claim against a casualty company there. 
A claim officer recognized him from the 
photograph, but called Cleveland author- 
ities to make certain. Detectives came 
from that city, confronted Chicco, who 
admitted his identity and waived extra- 
dition to Ohio. 








JOINS RICKERD AGENCY 
Ross Connelly, who has been vice- 
president and general manager of E. B. 
Gallagher Co., Detroit, wholesalers of 
bakers, confectioners and restaurant sup- 
plies, has resigned to join the C. E. Rick- 
erd Advertising Agency of Detroit as 
vice-president in an advisory and contact 
capacity. Among his accomplishments 
Mr. Connelly is the author of many short 
stories and a well-known writer in trade 
publications. He has also acted as con- 
sultant to food manufacturers and adver- 
tising agencies in problems involving 

sales, packaging, markets and labels. 
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Industrial Diseases 
Discussed This Week 


DURING TWO-DAY CONFERENCE 


National Bureau Auspices; Wel- 
_ by General Manager Beha; 


A. W. Whitney Chairman 


Nationally known authorities are con- 
ducting a two-day conference this week 
on industrial diseases other than silicosis, 
under the auspices of the National _Bu- 
reau of Casualty & Surety Underwriters 
and the New York Tuberculosis & Health 
Association in the offices of the National 
Bureau, 1 Park Avenue, New York. The 
session was opened with an address of 
welcome by James A. Beha, general man- 
ager and counsel. Albert W. Whitney, 
associate general manager, served as 
chairman. ; 

Industrial diseases caused by chemi- 
cals, dusts, gases and fumes as well as 
those involving tuberculosis, heart dis- 
ease and skin disease are being discussed 
by an expert in the field. Speakers in- 
clude: : ; 

Dr. G. H. Gehrmann, medical director, 
E. I, duPont de Nemours & Co. ; 

Dr. Henry H. Kessler, medical direc- 
tor, New Jersey Rehabilitation Commis- 
“3 J. Caspe, president, Technical As- 
sociation of the Fur Industry. _ 
Dr. L. Ogden Woodruff, president, New 
York Tuberculosis & Health Association. 

Dr. Alice Hamilton, professor, indus- 
trial medicine, Harvard University. 

Dr. R. R. Sayers, director, industrial 
hygiene division, United States Public 
Health Service. ; 

Dr. Frederick B. Flinn, associate pro- 
fessor of physiology in industrial hy- 
giene, College of Physicians and Sur- 
geons. ; 

Dr. J. Burns Amberson, Jr., assistant 
professor of clinical medicine, College 
of Physicians and Surgeons. 

Dr. Ernst P. Boas, chairman, heart 
committee, New York Tuberculosis & 
Health Association; associate physician, 
Mount Sinai Hospital. : , 

Dr. Louis Schwartz, senior surgeon in 
charge of dermatosis investigations, 
United States Public Health Service. 

Dr. Elbert S. Sherman, attending op- 
thalmologist, Newark Eye and Ear In- 
firmary. 

Dr. A. S. Gray, director, bureau of oc- 
cupational diseases, Connecticut State 
Department of Health. 

Wesley M. Graff, director, safety en- 
gineering division, National Bureau. 





MICH. DEPARTMENT REBUKED 


L. A. Dillavou, secretary to the presi- 
dent of the First National Indemnity of 
Omaha, Neb., took the Michigan Insur- 
ance Department to task for its “un- 
charitable” attitude towards unlicensed 
companies when one of the Department 
officials advised a policyholder about the 
drawbacks of having insurance in an un- 
licensed organization. Deputy Commis- 
sioner Horace B. Corell recently advised 
a Grand Rapids physician who had re- 
ceived a circular from the Omaha car- 
rier not to have any dealings with the 
outfit due to its not having any Michigan 
license, pointing out that such contracts 
could not be enforced in the state courts. 
Dillavou in his letter expressed a belief 
that such advice would be construed as 
“in restraint of trade.” 





AUTO ACCIDENT PUBLICITY 
_ “Diagrams of Danger,” a series of ten 
illustrated articles by various motor ve- 
hicle officials pointing out errors of driv- 
ing judgment responsible for a majority 
of automobile accidents, have been dis- 
tributed to more than 500 daily and week- 
ly newspapers throughout the United 
States and Canada by the National Bu- 
reau of Casualty & Surety Underwriters. 
Overage includes papers in all forty- 
eight states, the District of Columbia and 
four Canadian provinces and a total cir- 
culation of more than 5,500,000. Publica- 
tion began last week. 


Motor Vehicle Commissioners Give Safety 


First Talks in Latest Film on Accidents 


“Making the Highways Safe From 
Coast to Coast” is the subject of a new 
slide-film which has just been produced 
by the Aetna Casualty & Surety in co- 
cperation with the American Association 
of Motor Vehicle Administrators in their 
efforts to reduce highway accidents. The 
slide-film will be provided to the motor 
vehicle commissioners of the various 
states for use in connection with. safety 
drives being conducted by them. 

The new slide-film is composed of a 
series of photographs of actual automo- 
bile accidents, graphs and charts, while 
an “off-stage” voice gives brief but per- 
tinent satety suggestions from the motor 
vehicle commissioners of eighteen states 
and one Canadian province. As the an- 
nouncer, Alois Havrilla of the N. B. C.,, 
introduces each motor vehicle adminis- 
trator, the commissioner’s photograph 
appears on the screen. A few pertinent 
words of advice are then spoken, while 
appropriate photographs or diagrams are 
shown. The following are the subjects 


presented by each motor vehicle admin- 
istrator in the new slide film: 

“The Good Automobile Driver Knows How 
and Plays Fair,” by E. Austin Baughman, 
Maryland commissioner of motor vehicles and 
president of the American Association of Motor 
Vehicle Administrators. 

“Slow Down at Intersections,” by Lew Wal- 
lace, Iowa superintendent of motor vehicles. 

“Heed Traffic Signals,” by Orville E. Atwood, 
Michigan superintendent of motor vehicles. 

“Night Driving,” by Russell 
fornia registrar of motor vehicles. 


Bevans, Cali- 


“Making Turns,” by J. P. 
registrar of motor vehicles. 


Bickell, Ontario 


“The Danger of Cutting In and Out of Traf- 
fic,” by W. A. Van Duezer, District of Columbia 
director of motor vehicles and traffic. 

“Driving a Motor Vehicle Requires Real 
Skill,” by Harold G. Hoffman, New Jersey 
commissioner of motor vehicles. 

“Proper Automobiles,” by 
Richard Stickel, Pennsylvania director of motor 
vehicles, 

“Speed and Needless Haste,” by 


Maintenance of 


Charles A. 


Harnett, New York commissioner of motor ve- 
hicles. 


“Watch Out For Children,” by Michael A. 


Connor, Connecticut commissioner of motor 
vehicles. 
“Stop, Look and Listen,” by E. M. Whit- 


worth, Arizona superintendent of motor vehicles. 

“Keep Your 
Condition,” by Morgan T. 
registrar of motor vehicles. 


Mechanical 
Ryan, Massachusetts 


Cars in the Best 


“The Folly of Arguing About Right of Way,” 
by Frank West, Ohio registrar of the bureau 
of motor vehicles. 


“Approach Traffic Signals 
James P. 


transportation of the state road commission. 
“Don't Be a Jay Walker,” by 

Tobey, secretary of the State of Maine. 

by Frank 

Department of 


Cautiously,” by 
lierney, West Virginia supervisor of 


Robinson C, 


“Be a Twentieth Century Driver,” 
Finney of the Motor Vehicle 
Indiana. 
by John 


commissioner of 


“Keep Mentally and Physically Fit,” 
F. Griffin, New 
motor vehicles, 


Hampshire 


Automobile Demands All Your At- 
Harry Huse, Washington director 


“Your 
tention,” by 
of the license department. 

“Watch Out For Pedestrians,” by Paul H. 
Doyal, chairman, State Revenue Commission of 
Georgia. 
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and policyholders 
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New Sickness Company 
Started in London 


C. E. HEATH & CO. IS A BACKER 





Policy Provides for Medical and Hospital 
Expenses; Premiums Monthly Rated 
as to Age and Size of Family 





A new insurance office has just been 
formed in London with the sole object 
of offering protection against the ex- 
penses incurred when they are taken ill. 
Known as the Sickness Insurance Co., 
the new office is backed by several well 
known concerns, including C. E. Heath 
& Co. 

This company offers complete protec- 
tion in the case of illness of a man, his 
wife, and children, for a monthly pre- 
rium, rated according to age and num- 
ber in family. The following is an ex- 
ample of the benefits given in the case 
of a married couple under thirty with 
ene child, on what is known as the “B” 
scale: 

Doctors’ fees: 
Patient calling on doctor...... 5s 
Doctor visiting patient— 


I ts hes elewn eats 6s 6d 
NE cu Cr ea cp need 10s 0 
Specialist (with company’s ap- 
RR cura Riedegak aces 20 0 
Operations (as per special list), 
DE ahernvunnioawa dda 40 0 O 
Nursing home or hospital treat- 
ment— 
Adults, up to (per day).... 15s 0 
Children, up to (per day).. 7s 6d 


This scale is based on the expenses likely to 
be incurred. 

No Medical Examination Required 

There is also tariff “L” for those whose 
medical charges are on a substantially 
higher scale—doctors’ fees, for example, 
of 7s 6d when visited, and 10s 6d when 
calling on the patient by day. 

Two further features of the policies are 
that no medical examination is required 
and, in the event of no claim being made 
or arising in any year, there is a reduc- 
tion of 25% on the renewal premium. 

This is the first office of its kind to be 
established in Britain. Sickness insur- 
ance has not previously been developed 
in the United Kingdom as it has been 
in Continental Europe. It aims at solv- 
ing the middle class sickness problem, 
especially in regard to those people who 
are just above the salary limits of the 
National Health Insurance scheme. 





CHARGES AGAINST RESIDENT 


An injunction has been filed against 
Dinwiddie Lampton, president of the 
American Life & Accident of Louisville, 
to prevent further “improper withdraw- 
als” of cash and demanding an account- 
ing of past withdrawals. The suit was 
filed on behalf of stockholders of the 
company. A lien on Lampton’s stock 
in the company was asked to satisfy past 
withdrawals. He is owner of 80% of the 
stock. ; 





RUNNING FOR STATE SENATOR 

Joseph J. Farber, a New York insur- 
ance broker who is head of the J. J. 
Farber Co., has been nominated on the 
Republican ticket for state senator from 
the twenty-third senatorial district, com- 
prising Bronx County. Prominent Re- 
publicans are supporting his campaign. 





CASUALTY-SURETY CHAIRMAN 

Vincent Cullen, president, National 
Surety Corp., has accepted the chairman- 
ship of the casualty-surety division of the 
Henry Street Settlement campaign for 
funds. The desired objective of the cam- 
paign is $550,000. The casualty-surety 
division has a $7,500 subscription goal. 





JOY LICHTENSTEIN IN N. Y. 

Joy Lichtenstein of San Francisco, Pa- 
cifiic Coast manager of the Hartford Fire 
and its affiliates, is visiting the East and 
spent several days in New York this 
week. 
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Ill. Occupational Disease Act Given 


Interpretation By Attorney General 


Compensation writing companies are 
giving careful study to the recent inter- 
pretation placed on the Illinois occupa- 
tional disease act by Otto Kerner, at- 
torney genera! of the state, which is ex- 
pected to be followed by the industrial 
commissioner until the court of last re- 
sort makes a final decision. In the at- 
torney general’s opinion a casualty com- 
pany doing business in Illinois may not, 
by endorsement to the standard compen- 
sation policy, relieve itself of liability to 
pay compensation for occupational dis- 
eases enumerated in section 2 of the 
state’s occupational disease act. 

This opinion assumes importance at 
this time in view of the large number of 
claims which have been filed under both 
the common law and the occupational 
disease act bv the companies who, con- 
siderably confused by the recent Burns 
decision, have sought to relieve them- 
selves of liability for occupational dis- 
eases by an endorsement to the compen- 
sation policy itself. The attorney gen- 
eral’s opinion, however, it is felt, leaves 
the companies in the same unfortunate 
condition in regard to their occupational 
disease claims as heretofore. 

Modification of Section Voids Policy 

The attorney general’s opinion cited 
the fact that in 1923 the Illinois legisla- 
ture provided that employes in occupa- 
tions enumerated in section 2 should be 
placed upon the same plane as employes 
who suffered accidental injuries arising 
out of and in the course of their em- 
ployment. The amendments also _ re- 
moved the right of employes to bring 
civil suit in case of injury. 

“Section 26 of the Workmen’s Com- 
pensation Act,” the opinion said, “pro- 
vides that any employer who shall come 
within the provisions of section 3 of the 
act and any other employer who shall 
elect to provide and pay compensation 
provided for in this act shall, in accord- 


ance with sub-paragraph 3, insure his en- 
tire liability and said sub-paragraph pro- 
vides that all policies of insurance car- 
riers insuring payment of compensation 
under the act shall cover all employes 
and the entire compensation liability of 
the insured, and that any provision of 
the policy attempting to limit or modify 
in any way the liability of the insurance 
carried shall be wholly void. 

“Section 3 of the Workmen’s Com- 
pensation Act provides that the provi- 
sions of the act shall apply automatically 
and without election to all employers and 
all employes engaged in any of the 
enumerated businesses or enterprises. 


“When an employer is liable to pay 
compensation, whether it be under the 
provisions of the Workmen’s Compen- 
sation Act or by virtue of the provisions 
of section 15 of the Occupational Disease 
Act he nevertheless has elected to pro- 
vide and pay the compensation provided 
for in the Workmen’s Compensation 
Act * * * and there is only one com- 
pensation provided for and that is the 
compensation as provided in_ section 
15 (b) 1 of the Occupational Disease Act, 
namely, if an employe is disabled or dies 
by reason of an occupational disease 
arising out of and in the course of his 
employment, in one or more of the occu- 
pations referred to in section 2, he or his 
dependents ‘shall be entitled to compen- 
sation in the same manner and subject 
to the same terms, conditions and limita- 
tions as are now or may hereafter be 
provided by the Workmen’s Compensa- 
tion Act for accidental injuries sustained 
by employes arising out of and in the 
course of their employment.’ 


When Employer Must Provide 


“If an employer must compensate his 
employes under the Workmen’s Compen- 
sation Act for every accidental injury 





Higher Auto Liability Rates 
Are Approved in Oklahoma 


Automobile bodily injury and property 
damage liability rates in Oklahoma will 
be increased as of November 15 in ac- 
cordance with an approved filing sub- 
mitted bv the National Bureau of Cas- 
valty & Surety Underwriters to the state 
insurance board recently. In some lines 
and locations the increase is almost dras- 
tic. such as in Oklahoma City, where 
public liability on privately owned cars 
will take a 61% higher rate. 

Experience figures were given by the 
Bureau to show that stock casualty com- 
panies have had severe underwriting 
losses in Oklahoma. During the five year 
period ending 1933 inclusive the average 
standard limits loss ratio in connection 
with private bodily injury insurance was 
102% while the loss ratio in 1932 and 
1933 separately was 97% and 113% re- 
spectively. It was further shown that 
losses upon which these loss ratios were 
calculated included the total expense con- 
nected with settlement and adjustment 
of claims. Revised rates were based up- 
on this same five year experience in the 
pure premium or average loss cost per 
car insured. 





F. Norie-Miller, chairman of the Gen- 
eral Accident, arrived in England this 
week, a passenger on the Berengaria. 
The high spot of his American visit was 
the convention of the General Accident 
at White Sulphur Springs, the occasior 
inarking the thirty-fifth year of the com- 
pany’s operating in this country. Mrs. 
F. Norie-Miller made the trip to this 
country with her husband. While in New 
York they saw a performance of “Trial 
By Jury” and “Pinafore” in company 
with United States Manager and Mrs. 
Frederick Richardson. 


NEW SPEED CONTROL CLOCK 


French National Board of Casualty Un- 
derwriters Offers New Device; Rate 
Rebates for Driving Without 
Accidents 
The French insurance market, which 
has of late been bringing out a number 
automobile 
vices, has now before it a new speed con- 
trol clock for automobiles. Submitted by 
the automobile insurance committee of 
the National Board of Casualty Under- 
writers (Association Droit Commun) the 
purpose of the control clock is to keep 
records of the speed at which a car is 
driven. A rate rebate will be given on 
cars whose control clock shows that it 
has never been driven more than 2% in 


excess of the legal speed limits. In addi- 
tion a rebate will be given on cars which 
meet with no accident. It is hoped by 
this means to reduce accidents. 

Several questions have suggested them- 
selves to French underwriters, especially 
where the speed limit is not the same 
for country, small towns, large towns 
and congested district. 


of new coverages and de- 





LEAVES CAB DRIVER $1,000 

One of the idiosyncrasies of Walter 
Faber, well known Lloyd’s underwriter, 
was that he never would own an auto- 
mobile. Whenever he wanted to go any- 
where he would ring up the taxi stand 
and ask for “Beale’s taxi.” He would 
take no other. Now it is revealed 
that Mr. Faber, who died recently aged 
78, left £200 to William Beale, the cab 
driver. Mr. Beale sometimes drove Mr. 
Faber for long distances across Britain 
eens as far as Devon and Corn- 
wali. 


ee, 
—— 


which arises out of and in the courg 
of his employment and the legislatur, 
has said that the disablement due to ap 
occupational disease in section 2 shall hk 
treated as the happening of an accidenty| 
injury,” the opinion said further, “they 
the employer must provide and pay com. 
pensation and if he does so by taking 
out a policy of insurance any limitation 
in the said policy which seeks to limit 
or modify, in any way, the liability of 
the insurance carrier issuing the same js 
wholly void, it would seem harsh and 
unreasonable to say that the legislature 
intended to take valuable rights from the 
employes, namely, his common law right 
to action against the employer, and syb. 
stitute for it a limited recovery under 
the Workmen’s Compensation Act and 
not give the employes the entire protec. 
tion that one who received an injury un. 
der the compensation as would have been 
entitled to. 

“T am, therefore, of the opinion that 
the limitation in the endorsement re- 
ferred to, in so far as it excludes from 
the operation of the policy the liability 
of the insurance carrier to pay compen- 
sation to employes who are disabled by 
virtue of any occupation enumerated in 
section 2 of the Occupational Disease 
Act, is wholly void.” 





CALLED TO HOME OFFICE 


J. L. Barter, Hartford A. & I., to Handle 
Rating and Research; Was in San 
Francisco Office of Company 


The Hartford Accident & Indemnity 
has appointed John L. Barter as head 
of its home office rating and research 
department. Mr. Barter comes to Hart- 
ford from the company’s Pacific depart- 
ment headquarters in San _ Francisco, 
where he has been superintendent of the 
compensation and liability department. 

Mr. Barter is particularly well qualified 
for his new duties by training and ex- 
perience. At the time of the World War 
he was attending the University of Cali- 
fornia but gave up his studies to enlist 
in the army. Following the war he re- 
turned to the university, taking a liberal 
arts course and all of the insurance 
courses. He joined the Hartford Acci- 
dent & Indemnity upon graduation in 
1922 as an assistant in the automobile 
department, but was later transferred to 
the compensation and liability depart- 
ment and subsequently became superin- 
tendent of that department. 
low in the Casualty Actuarial Society of 
America, having passed the examinations 
of that body. 

Prior to leaving the Pacific Coast his 
associates in the San Francisco office 
gave a dinner in his honor at the Stock 
Exchange Club attended by thirty-five. 


A. S. Schwartz Talk 


(Continued from Page 37) 


do away with many temporary premium 
grabbers who lack the necessary knowl- 
edge and are not properly established to 
represent the assured safely and prop- 
erly,” he concluded. 

Owners of dilapidated automobiles who 
leave them exposed to theft purposely to 
collect the insured value contribute neat- 
ly a third of Chicago’s record in stolen 
cars, Thomas J. Courtney, Illinois state 
attorney for Cook County, revealed to 
the members of the association. Of 
these cars, the speaker said, most are 
worth less than $50. 

Chicago’s record in decreasing auto 
mobile thefts has enabled companies 
vriting business here to reduce theft i 
surance rates, he was glad to say, point 
ing out that in 1931 35,436 cars were 








stolen, about 104 a day, while up until f 


last week this total had been reduced te 
9,707 or about 30.7 cars a day. 1 

Mr. Courtney is regarded highly by i 
surance interests in Chicago not alone 
for his activities in reducing car thefts 
but for curtailing the activities of arso® 
rings, which were costing the county 
millions of dollars in property losses af 
several lives annually. 
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L. H. Pink Gets Post As 
Mortgage Rehabilitator 


SUCCEEDING R. A. BRENNAN 





To Co-operate With Sup’t Van Schaick 
in Handling Affairs of 18 Mortgage 
Companies Taken Over by State 





Superintendent of Insurance George S. 
Van Schaick has appointed Louis H. 
Pink as director of the title and mort- 
gage rehabilitation bureau at 160 Broad- 
way, succeeding Richard A. Brennan, 
who resigned last week to head the Bond 
& Mortgage Guaranty Corp. 

Mr. Pink has been connected with the 
Insurance Department since 1932 and 
since January of this year has been in 
charge of the liquidation and rehabilita- 
tion of insurance companies. Under Su- 
perintendent Van Schaick he will be su- 
pervising officer of the rehabilitation 
program for the eighteen title and mort- 
gage companies taken over by the state 
last year. 

Mr. Pink has long been recognized as 
an expert on real estate and housing 
problems. He is a member of the Mu- 
nicipal Housing Authority and a former 
member of the Board of Education of 
the City of New York and of the State 
Housing Board. He is the author of 
“The New Day in Housing.” 


Has Handled Difficult Rehabilitation 


As general counsel of the bureau of 
liquidations, conservations and rehabili- 
tations he has had a hand in winding up 
some of the Insurance Department’s most 
dificult insurance company rehabilita- 
tions. Since January he has also been 
in administrative charge of that bureau. 
He assisted in the more critical phases 
of the rehabilitation of the National 
Surety Company, the Globe & Rutgers 
Fire and several other large insurance 
companies. 

Before becoming associated with the 
Insurance Department Mr. Pink, who is 
a graduate of St. Lawrence University, 
practiced law in Brooklyn. There he 
was prominently identified with the af- 
fairs of the Brooklyn Chamber of Com- 
merce. He is a trustee of both his alma 
mater and the Brooklyn Law School and 
is the author of a biography of Mayor 
Gaynor. He now resides at Kew Gar- 
dens, Long Island. 

In his new position Mr. Pink takes 
over general supervision of the central 
office of the title and mortgage rehabili- 
tation bureau, the agency set up in Jan- 
uary of this year by Superintendent Van 
Schaick to unify and correlate the re- 
habilitation program among the eighteen 
companies. 





FLETCHER AND NEELY BILLS 


Buffalo Surety Club Urges Passage by 
Congress of Measures Killing Lon- 
don Lloyd’s Competition 
The Buffalo Surety Club, having in its 
membership representatives of thirteen 
of the biggest casualty-surety companies, 
has recently adopted a resolution in sup- 
port of the reintroduction and passage 
by Congress of the Fletcher and Neely 
bills designed to kill Lloyd’s of London 

competition. The resolution follows: 

“Be it resolved, that immediately upon the 
opening of Congress, every member of the Buf- 
alo Surety Club requests all of their agents, 
representatives, employes and political friends to 
contact their representatives and senators, urging 
reintroduction and passage of the Fletcher Bill, 
No. $2849, and the Neely Bill, No. $2915, pro- 
viding that all national banks and members of 
the Federal Deposit Insurance Corp. purchase 
their blanket bonds and insurance in companies 
licensed to do business in their locality, and not 
from foreign, unlicensed companies.” 

Andrew C. Soder, the club’s secretary- 
treasurer, makes the following comment 
on* the situation: “We feel that. if-all 
Organizations interested in matters along 
the same lines would adopt this resolu- 
tion or one similar to it, remedial legisla- 
tion will be forthcoming to protect the 
interests of those companies, their em- 
Ployes and agents, who have qualified 
under the various state laws.” : 


















































HELP NEEDED? 


To you agents and brokers who are 


— concerned about holding renewals 
— interested in increasing volume 


— faced with collection problems 
—The U.S. F. & G. offers the facilities of the 
Del Mar Finance Plan. The financing of a pre- 
mium on the Del Mar Plan, from your stand- 
point, is a cash transaction. When the down 


payment is made, you get your commission. 


Any U. S. F. & G. office will gladly explain 
to you the Del Mar Finance Plan in detail. 


OW So1k & Go 


UNITED STATES FIDELITY & GUARANTY COMPANY 


Home Office: BALTIMORE 





“Consult your Agent or Broker as you would 


’ 


your Doctor or Lawyer’ 
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Liquidation Ordered For 
Concord Casualty & Surety 


Strenuovs efforts to save the Concord 
Casualty & Surety from liquidation failed 
last week when Supreme Court Justice 
Edward J. McGoldrick signed an order 
which put the company in the hands of 
Superintendent of Insurance George S. 
Van Schaick for dissolution. In reha- 
bilitation since April 13, 1934, negotia- 
tions were pending with the Reconstruc- 
tion Finance Corporation for another 
loan which would help to put the Con- 
cord back on its feet. Previously $200,- 
000 had been advanced by the R.F.C. 

Justice Alfred Frankenthaler signed 
the rehabilitation order last spring on 
petition of Superintendent Van Schaick, 
who had amended his request from one 
for a liquidation order. The Superin- 
tendent claimed the company’s capital 
was impaired $350,000 last December 31 
and that officers had failed to raise $100,- 
000 to bolster it as they had said they 
could do. The rehabilitation order was 
granted when the court was told that 
stockholders had agreed to place $100,000 
into the company and that negotiations 
were pending with the Reconstruction 
Finance Corporation for a loan of $150,- 


000. 





FOUR MONTHS’ A. & H. DRIVE 


Golden Anniversary Contest of Standard 
Accident Off to Good Start; Merit 
Awards For Best Agency Records 

A four months’ campaign to stimulate 
personal accident and health business is 
now being conducted by the Standard 
Accident which is known as the Golden 
Anniversary Campaign. The _ contest 
opened October 15 and will continue un- 
til February 15, 1935. It was inaugurated 
after suggestions covering every phase 
of it had been received from genera! 
agents and company field men. First re- 
port from the field indicates that it is 
being received with enthusiasm. 

In order that the campaign might re- 
ward production leaders in a _ lasting 
manner a special merit award has been 
selected and will be given to those 
agents who produce the greatest volume 
of business as well as the greatest num- 
ber of applications in their respective 
territories. The agencies and agents 
have been placed in seven groups, the 
classifications being based on 1933 pro- 
duction records, and the merit awards 
will be made in each of these groups. 
Extra commissions will be paid in each 
group in addition to the merit awards. 

The campaign was announced through 
a large, attractive two-color broadside 
created by the C. E. Rickerd Advertising 
Agency which is handling the company’s 
advertising. A special direct advertising 
campaign of six mailings also prepared 
will assist agents in warming up pros- 
pects to the need for accident and sick- 
ness coverage. In addition a visual dem- 
onstration portfolio and a sales closer 
will enable agents to exact the greatest 
percentage of sales from their lists of 
prospects. 

A special bi-monthly bulletin will keep 
Standard Accident agents informed of 
the progress of the campaign, supply 
them with sales building ideas and in- 
spirational material. 





THOMAS O. WOOLF RESIGNS 


Leaves The Spectator For Advertising 
Post With Popular. Science Monthly; 
His Background 
Thomas O. Woolf, assistant vice-presi- 
dent of The Spectator, has resigned to 
join Popular Science Monthly, where he 
will continue to contact insurance com- 
panies on their advertising problems, 
particularly those in the national field. 
Mr. Woolf has been with The Spectator 
for nearly four years and in this time 
he has had a good production record and 
has made many friends. Before that he 


was in the investment banking business 
in New York City. 
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Illinois Recodification in Limelight 


Mutual benefit associations, reciprocals, 
public adjusters and rating agencies are 
to be the oniy branches of insurance in 
Illinois measurably affected by the new 
insurance code which will be presented 
to the 1935 legislature by Director of In- 
Palmer, he said in his 
recent address before the insurance di- 
Illinois Chamber of Com- 


surance Ernest 
vision of the 
merce. 
Herman A. Behrens, president, Con- 
tinental Casualty, and chairman of the 
insurance introducing Mr. 
Palmer, claimed the luncheon to be the 
insurance 


division, in 


largest mixed gathering of 
men ever to gather under one roof in the 
history of insurance in Illinois. Close to 
1,000 were present and hopes as well as 
fears of a drastic recodification program 
in 1935 were both satisfied and relieved 
by the time Mr. Palmer had hurriedly 
revealed the essence of his program. The 
occasion the first in which Mr. 
Palmer has even intimated what the de- 
partment was planning in the way of re- 
codification. 

Life insurance interests had their fears 
of drastic legislation alleviated when Mr. 
Palmer said no changes would be made 
in the existing and adequate life insur- 
ance laws save that his firm ruling re- 
garding life insurance investments im- 
posed at the outset of his administration 
would become law. 

The long-awaited recodification pro- 
gram did not find fire insurance interests 
ill at ease when Mr. Palmer had finished. 
Fire companies, he said, have behaved 
well and except for a proposed standard 
policy form law and laws controlling the 
evils of discrimination, this branch of the 
business will experience no changes un- 
der the new code. 


was 


Mutual Benefit Associations 


The commissioner’s proposed code, 
however, is not without its drastic ele- 
meuts, for the mutual benefit associations 
are in for some real regulation under Mr. 
Falmer and his successors at Springfield. 
Not all of these associations are bad, the 
speaker declared, but during his admin- 
istration he has put forty-eight of them 
out of business, thrown thirty-three into 
receivership, leaving but ninety-nine, of 
which, he added, at least one-third are 
nothing more than rackets. 

No mutual benefit association will op- 
erate in Illinois that is not licensed in 
the other states in which it does busi- 
ness, under the new code. Fraternals, 
too, will be affected in much the same 
way and they will be required to fall 
within strict requirements, using recog- 
nized experience tables and other pop- 
ular methods of operation, under the new 
code. 

Casualty companies will find their re- 
serve requirements raised, perhaps, and 
their contracts must all be approved by 


the department. Approval of all insur- 
ance contracts, of whatever branch of 
the business, will be required under the 
code. All contracts and forms will be 
filed with the department. 

Laws offering a reasonable protection 
to assureds wherein Lloyd’s is concerned 
will be included. 


6,948 Agents Licensed in Illinois 


Illinois has licensed 6,948 agents, 8,249 
brokers and 3,172 solicitors during the 
vear, the commissioner said, and agents 
and brokers qualification laws will with- 
out doubt be strengthened by the new 
code. Everyone selling insurance, with 
the exception of farm mutuals, must be 
licensed under the new code. Public ad- 
justers and rating organizations are to 
be licensed, the latter for the purpose of 
empowering the department to investi- 
gate into their authority to rate insur- 
ance companies and also to study their 
equipment for such an important func- 
tion. 

Accident and health companies and 
life companies will be required here- 
after, under the code, to send out pre- 
mium due notices, which has not been 
required in the past and has been a con- 
stant source of trouble for the depart- 
ment. Public criticism on this subject is 
that it has been discriminatory against 
the impaired of health and aged. 

There will be no drastic changes in 
the tax laws, Mr. Palmer said, when it 
was revealed in an address by James S. 
Kemper, president of the Lumberman’s 
Mutual, before the same gathering, that 
only 5% of the premium taxes collected 
ostensibly to maintain the department of 
insurance went for that purpose. Mr. 
Palmer assured everyone that the tre- 
mendous job of the insurance department 
to keep 1,168 insurance companies toeing 
the mark was ridiculous with so small 
a portion of the taxes as are allotted for 
this purpose, and that he had already 
succeeded in raising the portion to 8% 
and he has no intention of stopping with 
that. 





FIFTY-ONE MEMBER COMPANIES 

There are now fifty-one company mem- 
bers of the International Association of 
Casualty & Surety Underwriters, F. Rob- 
ertson Jones, secretary, reported. Mem- 
bership is also held by the Bureau of 
Personal Accident & Health Underwrit- 
ers, Joseph Froggatt; D. V. Kirby, pres- 
ident, Western Surety; Rutherford H. 
Towner, James V. Barry and Albert W. 
Whitney, the last two being honorary 
members. 

Mr. Jones also holds personal mem- 
bership. 





N. Y. STATE FUND WRITINGS 
The New York State Insurance Fund, 
twenty years old, has written since in- 
ception to date more than $100,000,000 
of compensation premiums. In_ the 
twelve months ending September 30, 
1934, its written. premiums were more 
than $9,000,000. 





Hernia 


(Continued from Page 38) 
cases of hernia, and a goodly portion of 
the residual private cases, can and will 
be treated by the injection method. This 
however, is not an unfair assumption, 
even though it may appear unlikely at 
first thought. Hernias in compensation 
cases are rarely severe, being promptly 
reported under the law and quite prompt- 
ly cared for. Besides, there is no re- 
sponsibility for hernias of long Standing 
which appeared before the period of em- 
ployment. So the complications incident 
to hernias of long standing, such as ad- 
hesions and severity which might make 
them irreducible and therefore difficult 
to treat by injection, are practically ab- 
sent from compensation cases. Of the 
New York compensation hernia cases 
94% are of the inguinal type, for which 
the technique is well developed and 
standardized, but skillful practitioners do 
not hesitate to treat the umbilical, fe- 
moral and incisional types as well with 
the same marked success. The pros- 
pective savings above indicated are there- 
fore limited only by the slowness of the 
medical profession in adopting the in- 
jection method. 
Low Rate of Recurrence 

Other savings have been pointed out 
by those interviewed on this subject, in- 
cidental savings which cannot be reduced 
to tangible figures. Thus the incidence 
of recurrence can be reduced and there- 
by the number of hernias. For the in- 
jection treatment involves a relatively 
low rate of recurrence, and when a post- 
treatment weakness does appear it can 
be readily overcome by a few additional 
injections. Similarly an original hernia, 
if detected early when it is still just a 
weakness and not yet protrusive, may 
be forestalled by a strengthening treat- 
ment of a few judicious injections. Med- 
ical examination of employes, both when 
they are hired and at intervals there- 
after, is becoming more and more the 
recognized practice among employers 
and can be used for controlling hernias 
by preventing their oncoming. Those 
same medical examinations make it nec- 
essary for the worker to have his hernia 
cured, lest he find himself unable to get 
a job. All of which means more fees in 
the doctor’s pocket, without (if the in- 
jection method be used) taking nearly as 
much from the pockets of the worker 
himself and his employer, or from their 
responsible insurance carriers. 


(Footnote 1.) Admittedly, because of the low 
wage rates prevailing during the present eco- 
nomic depression, this percentage for uncom- 
pensated wage loss is temporarily too high. 
Under the New York law only workers earning 
$62.50 or more a week get 40% or less in com- 
pensation, represented of course by the $25 
maximum paid per week. But assuming a fairly 
early recovery to more normal economic condi- 
tions and sufficient wage rates, the uncompen- 
sated wage loss here indicated automatically re- 
turns. We are simply thinking in the longer 
term savings to be made by the use of the 
more economical injection method of treating 
hernia. 

(Footnote 2.) This low factor of four has 
been questioned by prominent compensation au- 
thorities as much too conservative. However, 
because of the admitted lack of really definite 
data, the most conservative estimate has been 
deliberately adopted. 


J. S. STEER CLAIM MANAGER 

J. S. Steer, who has been claim man- 
ager to the accident department of the 
Royal Exchange since 1925, has been ap- 
pointed assistant accident manager at 
head office, London. The following head 
office appointments are also announced 
by the Royal Exchange: J. Penwill, 
home fire superintendent; H. W. Sta- 
ples, home accident superintendent; C. 
E. Fair, foreign accident superintend- 
ent; T. G. Calvert, accident claims su- 
perintendent. 














United States Fidelity & Guaranty Co. 
with which is affiliated 
Fidelity & Guaranty Fire Corp. 
Home Offices: Baltimore, Md. 
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